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Small Town Agents 
Draft Their Own 
Code Of Practices 


Chicopee, Mass., ‘Ass’n Thinks 60% 
Of Income Should Be 


From Insurance 
60 DAYS’ CREDIT RULE 


Want Key Men in Factories Elimi- 
nated From Selling 
Policies 
In the manufacturing town of Chic- 
opee, Mass., near Springfield, an associa- 
tion of twenty-two agents has prepared 
its own code to which it hopes to attract 
national attention and have it generally 
adopted by insurance agents associations 
everywhere. This code fixes the defini- 
tion of a legitimate insurance agent as 
one who has 60% of his income derived 
from the general insurance business. An- 
other section of its code is that when 
a policy is canceled for non-payment of 
premium other agents shall insist that 
the earned premium be paid to the can- 
celing agent before new insurance can 
be written except where a mortgagee 
shall guarantee the payment of the pre- 
mium. Another part of the code is that 
factory foremen and other key men in 
plants shall not be permitted to write 
insurance. Members bind themselves to 
a sixty-day credit basis on all insurance 

written. 
A Factory Town 


In the population of Chicopee 98% of 
the workers are in factories. These 
plants are those of A. G. Spalding & 
Bros., sporting goods; Fisk Rubber Co., 
J. Stevens Arms & Tool Co. and Chic- 
opee Manufacturing Co. In the associa- 
tion are also agents of Chicopee Falls, 
adjoining town. 

The president of the Chicopee Insur- 
ance Agents’ Association is Arthur E. 
Granfield, member of John E. Granfield 
& Sons, which represents the Sun In- 
surance Office, Fidelity-Phenix, Niagara, 
Michigan Fire & Marine and New Am- 
sterdam Casualty. The vice-president is 
E. J. O'Neill, Jr. Stephen A. Berestka is 
treasurer; and L. D. Proul, secretary. 

President Granfield said to The East- 
ern Underwriter: 

“We think that many of the credit and 
competitive abuses can be cleaned up 
by the agents themselves and we mean 
business. Our new code, which has at- 
tracted so much attention, is in reality 
a new constitution and by-laws which we 
adopted after the most careful consid- 
eration of all the problems and in a 
spirit of co-operation. We are giving 
wide publicity to it and have already 
heard from a number of agents’ asso- 
Ciations who say we are on the right 
track. There was some talk of penal- 

(Continued on Page 28) 
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Standard Marine Insurance Co., Ltd. (ire Det) 
Safeguard Insurance Company > 


Orient Insurance Company 
Departmental Offices at 


4 
w Hartford, NewYork 
v Chicago and San Francisco 


























Scrupulous Performance 


Claims under binding receipts are received by every 
company. And their payment supplies constantly re- 
curring demonstrations of the scrupulous fairness with 
which life insurance carries out its contracts. For 
example— 

This man applied for a $2,000 Ordinary Life policy on a recent 
June 4. Premium prepaid, and a binding receipt given. The medical 
was made on June 6. The Medical Examiner mislaid his report, and 
it was not found until June 22. Meanwhile the policyholder had died. 
The Home Office found the application to be a wholly acceptable one, 
and, under the terms of the binding receipt, the claim was promptly 
paid. 

Once in a long, long while some loose-tongued indi- 
vidual declares that “life insurance companies beat out 
all the claims they can,” and once in a long, long while 
one of those futile omniscients who afflict certain types 
of periodicals makes a similar statement to his small 
congregation of readers. Incidents such as the above— 
available in every company’s files—provide a complete 
refutation. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 
PHILADELPHIA 


Independence Square 























Recovery Retarded 
By Securities Act, 
Life Companies Say 


Prevents Issuance of Sound, Long- 
Term Securities by Unneces- 
sary Restrictions 


POSITION NON - PARTISAN 


Executives Also Tell Washington 
Post Their Views on Narrow- 
ing of Securities Issue 


A number of life insurance companies 
have sent a letter to the Senate com- 
mittee on banking and currency and the 
interstate 
with 


committee on foreign and 
commerce stating that while they 
other life insurance institutions are giv- 
ing full co-operation to the Government 
in the purchase of a large volume of its 
securities they believe that national re- 
covery cannot come alone through the 
issuance of additional Government se- 
curities, but that it is necessary to en- 
courage private enterprise to proceed 
along a normal course through the dis- 
tribution of corporate securities. 

Recently, the Washington Post sent a 
telegram to many executives asking them 
what they thought of a statement by 
Chairman Rayburn of the House com- 
mittee that “it is not true that the Se- 
curities Act is preventing sale of securi- 
ties. Is there a lack of a market?” Most 
of the executives replied that there was 
a lack of good securities. 

Letter of Companies 

The letter sent this week to Wash- 
ington was signed by the following 
among other companies: 

John Hancock, Penn Mutual Life, New 


England Mutual, State Mutual Life, 
Provident Mutual, Home Life, Aetna 
Life, Connecticut General, Connecticut 


Mutual and Phoenix Mutual. 

“We have now had practical experi- 
ence with the influence of the Securi- 
ties Act for nearly nine months and 
have watched with concern the ties upon 
which the business of the country is 
concerned. 


“This is ot primary importance to life 
insurance because of the steady volume 
of premium earned interest income 
which must be invested in securities 
yielding a reasonable return. 

“We believe that the Securities Act 
in its present form is preventing the is- 
suance of sound long-term securities and 
that if properly amended it would re- 
sult in the investment of new capital in 
industry which would powerfully aid re- 
covery and employment. 


No Desire to Criticize 


“We have no desire to criticize the 
course of necessary reform nor to in- 
(Continued on Page 15) 
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EQUIPPED WITH A COMPREHENSIVE KNOWLEDGE OF HIS BUSINESS 
AND OPERATING UNDER AN ADVANCED CODE OF ETHICS— 
BELIEVES 
THAT HIGH PRESSURE SALES METHODS ARE NO LONGER NECES- 
SARY OR DESIRABLE— 

THAT SELLING LIFE INSURANCE TODAY HAS COME TO BE LARGELY 
A MATTER OF ANALYZING FINANCIAL PROBLEMS AND ADVISING 
IN THE SOLUTION OF THOSE PROBLEMS— 

THAT LIFE INSURANCE GROWTH AND PERSONAL PROGRESS WILL 
GO HAND IN HAND WITH EVERY ADVANCEMENT IN UNDERWRITING 
METHODS. 

BELIEVES 

THAT THE OPPORTUNITIES OF THIS GREAT BUSINESS FULLY MERIT 
THE FULL TIME EFFORTS OF COMPETENT AND RESPONSIBLE 
INDIVIDUALS ON 


A CAREER BASIS 


CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Main Office—347 Madison Avenue 


Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 
VAnderbilt 3-5500 


CHARLES V. CROMWELL, Production Manager R. J. PICKARD, Office Manager 

GLENN B. DORR, C.L.U., Agency Assistant JAMES F. CHAPMAN, Agency Secretary 

S. LEE RICKLES, Agency Assistant MEYER M. GOLDSTEIN, C.L.U., 

CHARLES A. VOTAW, C.L.U., Educational Director Manager of Times Square Branch 
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In June 


the world 
is about to elect a new 
total of its 
the 


metm- 


most exclusive club in 
j life insurance 
mber, which will bring the 
mbership to three. A 
why 


glance at 
illustrates the 

To enter the club one 

in the 
must have spent fifty 
ars in the business; it is required that 
company ; 


alifications 
rship is limited. 
started bus- 


ust have insurance 


ess as a boy; 
years be with one 
the member must have risen 
be president of the company. The 
it members are Frederick H. Ecker, 


hose fifty 


nd, finally, 


1 
1 
d 


ent of the Metropolitan Life, and 
Thomas A. Buckner, president of the 
New York Life. The new member is 
William H. Sargeant, president of the 


and his elec- 
on June 


Massachusetts Mutual Life, 
m automatically takes place 


Building Up Friendships 
In his long career with the Massachu- 
its Mutual Mr. Sargeant has served 
under every president of the company 
except its first chief executive. He be- 
taking friends from the first day 
its portals and those friend- 
hips extended throughout the field or- 









ganization. When general agents in th« 
ld days came to the head office they 
always looked forward to renewing their 


acquaintance witn young “Billy” Sargeant 
she had quickly impressed his person- 





lity upon field representatives by his 
nderstanding of their problems and his 
mpathy and helpfulness, just as _ he 





made a similar impression upon those 
vith whom he was directly associated at 
Springfield. No matter what the nature 

the duties upon which he was en- 
gaged, he was master of them. Such un- 
‘sual abilities were quickly recognized 





| he convinced his superiors that he was a 


B man just 








f 


1 he was and has continued to be a 
most helpful person. In each position 


naster of detail, a most efficient worker. 
One of his characteristics was a realiza- 
m of the importance of knowing all 
about his daily routine and that of the 
ahead of him. He had no more 
yal friends and boosters in the organ- 


ation than those whose lieutenant he 
was at the various stages, and he quali- 
hed and took each step upward with the 
wod wishes and opinion of all of his 
ssociates He stepped into the presi- 
lency as the logical man for the posi- 
tion, possessed of all the capabilities for 
which th place called. Few careers in 
msurance demonstrate more aptly the 
alin preparedness, thoroughness, los 
Paty, courtesy and co-operation. 
A Springfield Family 
Sargeants are a Springfield fam- 


a 
ur generations of them have lived 
ty which is the home of two of 
leading insurance companies, 
being the Springfield Fire & 
, president of which is George G. 
former president of the Nation- 
0a f Fire Underwriters. 

Willian H. Sargeant was born in a 
house in Howard Street, and across the 


rd 





rect liy d Caleb Rice, first Mayor of 
prenaneld ind first president of the 
Bassachusctts Mutual Life. A story is 
told of Mr Sargeant’s childhood which 


Pillustrates that at a very early age he 


In the Business 
By Clarence Axman 


disclosed instincts which in after life 
became marked characteristics, this stor 
having to do with his recognition of th« 
importance of discipline. When three 
years old his mother, having dressed him 
in new clothes, took him to the front of 


the house. Called away, she left him 
on the sidewall with the admonition, “T’ll 
be back in five minutes. Stay here; do 
not leave.” 

A coupie of minutes after she left 


Caleb Rice approached the boy and told 
him to come across the street and get 
a peach which he intended to give him 
from the Rice orchard. The temptation 
was not enough to make him leave the 
spot where he was awaiting the return 
of his mother. Later, Rice, in admira- 


tion, sent a basket of peaches to the 
Sargeant home, with a message that they 
were for Billy. 


His First Job 


As a boy he was one of the most in- 
dustrious and cheerful workers in Spring- 
field. When 12 years old he got a job 
peddling milk. It was in the days when 
farmers came into town with tanks of 
milk, the wagons stopping at various 
homes where half pints, pints and quarts 
were ladled out to the housewives. It 
was necessary for Sargeant to arise at 
4 o’clock in the morning, walk to an old 
toll bridge a mile or so from his home 
and wait for the farmer to arrive with 
the milk wagon. Sometimes there was a 
lot of snow or rain and the distanc« 
could be negotiated best .only by walk- 
ing along the railroad tracks, and then 
frequently the farmer would i. put in 
an appearance. When he did, Sargeant 
made the rounds on the wagon until 7 7:30 
o’clock in the morning; would then re- 
turn home for breakfast; was then ready 
for school; and after school would work 
in a Springfield store from 4 o’clock un- 
til 7 o’clock, changing this schedule on 
Saturday by working on the Saturday 
afternoons. For the combined jobs of 
milk peddler and store worker W. H. 
Sargeant earned fifty cents a day, which 
made it unnecessary for his parents to 
buy his clothes, as he bought them him- 
self. For good measure he would occa- 
sionally sell newspapers. On Sundays 
and for a period of two years at evening 
services he played a cornet in a church 
and also helped out by pumping the o1 
gan during the singing of gospel hymns 


A Cheerful Worker 


This was a pretty strenuous boyhood 
for anyone, but young Sargeant, regard 
ing the filling up all the spare minutes 
as the proper thing to do, was decidedly 
happy in his work. Nor was it easy i 
later years to break away from habits of 


industry, and a story they tell around 
the Massachusetts Mutual home office is 
that many years ago he entered the 
office of the then president on July 3 and 
asked that executive if he could work on 
the Fourth of July. Mr. Sargeant does 
not remember now whether he made such 
not, but his 
been charactertstic of him 


a request o1 associates Say 
it would have 
if he had. 
Mr. Sargeant had gone to high school 
for about three months and then his 
mother had put him in Blake’s Instiiute, 
but he wanted regular job and asked 
a friend of the family, Henry Fuller, 


WM. H. SARGEANT: 


President of Massachusetts Mutual Life Will Have Been 
With That Company Half A Century; A Notable Figure 


of a bank, if he could help him 
Fuller had sent him to see 
influence, but without 


president 
locate one. 
some people of 
any luck. 
Joins Massachusetts Mutual Life 

One Saturday morning while on his 
milk route W. H. Sargeant heard that his 
father was dying; and he passed away 
later in the morning. After the funeral 
Henry Fuller sent young Sargeant to see 
John A. Hall, secretary of the Massachu- 
setts Mutual, who gave him a job with 
the company. Hall knew the family, as 
W.H. Sargeant’s grandfathe r, a Spring- 
field jeweler, was one of the subscribers 
to the $100,000 capital stock of the orig- 


inal company, and there was a grand- 
uncle who was a director of the com- 
pany. 

When Mr. Sargeant joined the Massa- 
chusetts Mutual it had thirteen clerks 
and three active officers. The officers 
were E. W. Bond, president; John A. 
Hall, secretary, and Oscar B. Ireland, 
actuary \ Springfield: lawyer and a 
Springfield doctor acted as counsel or 
medical director, with them a part-time 
job. On January 1, 188, the Massachu- 
setts Mutual had $32,850,000 insurance in 
force. Its total assets were $7,600,000. 
Susiness issued in 1883 was $5,900,000. 


\lthough a small organization compared 


to the great institution it later was to 
become, the Massachusetts Mutual even 
in those days had made quite a mark. 
Until 1881 it had more insurance in force 


than the Metropolitan Life. On Decem- 
ber 31, 1881, that item with the Massa- 
chusetts Mutual was $30,141,192 while the 
Metropolitan had $27,328,353 in force, in- 
cluding industrial insurance. The last 
vear that the Massachusetts Mutual had 
more assets than the Metropolitan was 
in 1889. At the end of that vear its totai 
assets were $10,415,818: total assets of 


the Metropolitan, $8,597,469. 

First Work 
When Mr. Sargeant became employ 
No. 14 in the office of the Massachusetts 
Mutual the first thing he had to learn 
was how to copy letters, as all corre- 
spondence was done by hand. No letter 
or any other important communication 


went out until it had been copied. Two 
kinds of ink were used—Carter’s for the 
letters and Stevens’ for copying figures. 
Quality of ink was important, and clerks 
had to concentrate on their work because 
if the figures became blurred in the 

copying process the harm had been done 

with resultant unhappy moments explain- 
ing whv a better job had not been ac- 
ished with the copying. Office rec- 
ords were recorded in registers and 
journals, the card system not then hav- 
ing made its appearance in insurance of- 


comfy 


fices. Methods of filing applications for 
insurance were to place them in_ tin 
boxes, each holding 50 apps. Later, tin 
boxes were replaced by the envelope 
system 

Before the days of photostat the ma- 
chine used to make extra copies of let- 
ters and other documents was the hecto- 


eraph, which had a gelatine composition, 
was in the form of a pan, and was used 
in connection with a specially prepare d 
hundred 


ink. About nfty or a impres- 
ms could be taken. Then the clerk 
would wipe off the impression with a 
mge. Finally, when the typewriter 





WILLIAM H. 


SARGEANT 


appearance the Massachu- 
setts Mutual bought Caligraphs and 
Hammonds, both machines not being on 
the market at the present time. 


made its first 


Simple Policy Forms 

only four policy forms 
when Mr. geant joined the company 
—the Ordinary Life, Limited Payment, 
Endowment and Term. Terms were 
written for much longer periods than at 
present, and at one time the company 
had a term policy which ran for 45 years, 
or at least until the insured reached the 
very advanced age at which it was no 
longer necessary to pay premiums. Ton- 
tines were much in vogue, with plenty of 
drama following the dropping of som« 
policies and cashing in of others at ma- 
turity. 

The first i talinent form of benefit 
which Mr. Sargeant remembers was in- 
troduced to the Massachusetts Mutual by 
one of its Chicago managers and the 
company began to issue it. The Chica- 
go manager had run across it in compe- 
tition and he thought it a good thing to 
recommend to his own company. 

Mr. Sargeant had been in the office 
iess than a year when he wrote a story 
which Oscar B. Ireland, the actuary, 
thought good enough to appear in the 
company’s publication, the Massachusetts 
Mutual. Mr. Ireland signed it, with the 
statement that the author was the pa- 


There were 


Sar 


per’s youngest contributor, aged 16. For 
two and a half years he was an office 
boy. Whenever opportunity presented 


itself he helped out the man in charge 
of the supply department, which was in 


the basement. When he wanted Sar- 
geant he would go to the tube; call up 
to him by use of a tin whistle. The 


office boy would hurry down to the sup- 
ply room and give a hand. The office of 
manager of the supply department be- 
came vacant. There was some hesitation 
in putting Sargeant in charge as he was 
only 19. He had no difficulty, however: 
in filling the job. 


Continual Advancement 


A man named Lang had charge of th: 








death claims and endowments. Sargeant 
helped him, too, soon familiarizing hin 
self with that job. One day Lang was 
called to jury service and while out of 
the office Secretary Hall came in and was 
peeved about the absence. He wanted 
to pay a death claim, and asked, rathe 
qucrously, “Has this p commpamy got to st 
operations because one of its representa 
tives is out of the office on jury dut 
Sargeant said he could prepare all the 
apers. Hall’s comment to the youth was 
s “All right: let’s see 1 1d ay 
The }! cedure was as tollows It was 
first necessary to see the act and 
get him to make out a slip ing 
whether any unpaid items had de 
ducted by way of indebtedness; in other 
words, figure the amount due to be paid 
on the policy. This information had to 


(Continued on 
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\ E have received scores of inquiries agent out of a slump into consistent, large 
| from Agents, Companies, even outsiders, production. 
| asking, “What is this Planned Estate It is the plan which put a new agent | 
S] »¢g 2”? . . . . | 
business: into production in his second month, to 
Ss is a j . 7 * | 
Roughly, this is what it is, from a the extent of $50,000 of new business. 
standpoint of results: , 
: It is the plan which averages one sale | 
It is the plan which made the vice- er | 
; ae a for $6,500 from each 4.5 charts presented | 
president of one of Americas foremost aa | 
; pia by Home Life men. | 
manufacturing concerns so enthusiastic aii os . 
that he personally recommended his It " the plan which has contributed | 
| Home Life Planned Estate representa- materially to the Home Life gain in new | 
| tive to 26 fellow officials of his company. business of 46° in the first quarter of | 
| It is the plan which sold $58,000 to a this year. | 
| prospect who “didn’t believe in Life In- It is the plan which the buying public | 
’ . re wT Yo , Lar rave 
surance and wouldn't talk to an agent greets with, “That's what I’ve always | 
| about it.” wanted! Why hasn’t someone done it | 
| It is the plan which brought a veteran before?” | 
If you wish a copy of the booklet “Planned 
Estates” write to Cecil C. Fulton, Jr., Super- | 
HH | a intendent of Agencies | 
Hit | 
| | 
256 BROADWAY, NEW YORK, N. Y. 
ETHELBERT IDE LOW JAMES A. FULTON 
Chairman of the Board President 
| | 
| | 
| 
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w. G. Fitting 25 Years 
With Equitable, N. Y. 


BIRTHDAY ANNIVERSARY HELD 





In Thirty Day Campaign Agency Paid 
For $1,084,802; Wasser Unit 
Was Leader 
Vice-President W. W. Klingman, Su- 
perintendent of Agencies H. C. Nolting, 
and Assistant Cashier T. J. Burns, 
joined with the members of the W. G. 
Fitting agency on April 14 to honor Mr. 
Fitting on the occasion of his birthday 
anniversary and his twenty-fifth anniver- 
sary with the Equitable Society. This 
celebration followed the clese of a 30- 
day anniversary testimonial campaign 





W. G. FITTING 


conducted by the members of his agency 
during which time they wrote $1,415,084 
of business and paid for $1,084,802. 

Following the presentation of the re- 
sults of the campaign Mr. Klingman pre- 
sented Mr. Fitting with the Twenty-five 
Year Equitable Veteran Legion Certifi- 
cate and congratulated him upon his 
quarter of a century of valuable service 
to the Society and upon the splendid 
progress which the agency has made 
under his leadership. 

A bouquet of twenty-five American 
Beauty roses was presented to Mrs. Fit- 
tng by Assistant Agency Manager 
Charles Wasser on behalf of the man- 
agerial staff. 

Wasser Unit Led 

The Wasser Unit led all others in the 

contest conducted in connection with the 
campaign, paying for $397,834 of busi- 
ness. 
_ Special recognition was given the lead- 
Ing agent in each unit. These leaders 
were: Geo. Weiss, Wasser Unit; J. L. 
Lee, Peck Unit; Nathan Trivers, Joffe 
Unit ; S. Buitenkant, Hains Unit; J. Ter- 
rill, Shelley Unit; D. Beerbower, St. 
Peter Unit; M. Babcock, Office Unit. 

sridge and dancing, followed by a 
buffet supper, were social features of the 
evening. 





Advertising Conference to 


Meet in New York May 25 


The Spring meeting of the Insurance: 
Advertising Conference will be held May 
4) at the Hotel New Yorker in New York 
City, Although this is an executive com 
mittee meeting it is open to all members 
who are able to attend. 

Mare A. Rose, editor of Business 
Week, will be the guest speaker at the 
luncheon of the conference, which is to 
be followed by a round table discussion 
of topics. Business of the group will be 
discussed in the morning and afternoon. 
There will be no other subjects or formal 
talks. Suggestions made by individual 
members will be considered at the meet- 
ing, 

















Business Is---Where? 


A famous prospector once was 
asked where to look for gold. 


“Gold,” he replied impressively, “is where 


you find it.” 


So is business for the Life Insurance 


‘Salesman. 
In other words, the man who moves about 


usually finds the Prospects who become 


policyholders. 





Che Prudential 


Insurance Company of America 
Epwarp D. DuFFieLp, President 


Home Office, Newark, New Jersey 


























Connecticut General’s 
New Upstate Managers 


SYRACUSE AND BINGHAMTON 


Fred L. Hudson at Former and Edward 
E. Neill at Latter; Ray E. Goewey 
Comes to New York 
The Connecticut General Life an- 
nounces several changes in the manage- 
ment of its Syracuse and Binghamton 
offices effective May 1. Fred L. Hud- 
son becomes manager of the Syracuse 
branch. office, succeeding Ray E 
Goewey. Mr. Hudson entered the insur- 
ance business as a personal producer for 
the Connecticut General in Hartford. He 
goes to the Syracuse office from the 
company’s Binghamton office where his 
successful record as general agent dur- 
ing the past three years led to his pro- 

motion to the Syracuse office. 

Edward E. Neill succeeds Mr. Hud- 
son at Binghamton. He has been en- 
gaged in the life insurance business for 
about six years, recently in Elmira as 
a district manager. 

Mr. Goewey comes to New York and 
will be manager of the brokerage depart- 
nent of the Connecticut General’s branch 
im charge of Manager Thomas G 
Murrell 


LEO D. LANDAU RESIGNS 


General Agent of the Guardian Life, 1440 
Broadway, to Announce New 
Plans Later 
Leo D. Landau, general agent of the 
Guardian Life, 1440 Broadway, New 
York, has resigned and his future plans 

will be announced later 

Mr. Landau became neral agent of 
the: company in October, 1922. In the 
leven years which followed the agenc 
da considerable volume of busin 
Before going with the Guardian Mr. Lan- 
dau had been an agent of the Travelers 
nd of the Prudential 


New York State Congress to 


Be at Rochester May 11 
The New York State Life Underwrit 


ers Association annual sales congress wi 
be at Rochester, May 





tendent Van Schaick 

mk t the speakers Others listed t& 
the pr 1 4 ( Vivian Andersor 
preside ' 2 National Association 
\ E Pattersor Chicag genera Ag ¢ 

for the Penn t ind third vice-pre 

lent of the National Association; Clit 
ford L. McMillen, general agent f tl 
Northwestern Mutual in New York Cit 

and A. R. Jaqua, Diamond Life Bulletins 


KNIGHT'S BIGGEST WEEK 
April 6 was the largest 
business the Charles B 
Agency, Union Central, New 
York, has had since November, 1931 
Total submitted business was $1,467,225 


The week November 5 to 12, 1931, had 


The week of 





$1,469,180 of business Fr March 
April 11, 193, the annuity business 

submitted was $2,232,209 It wa I 

irgest 1 y business 1 e h 


PICK-UP IN PHILADELPHIA 

Inquiry among the Philadelphia agen- 
‘ies shows that there is a marked in- 
‘rease in business being written since the 
March Particularly are the 
gains notable in increase in number of 
lives insured. The average policy is for 
a nominal amount. Many agents whose 
production was small last year have to 
date volumes of from $60,000 to $100,000. 


first ot 


ORGANIZE WOODS CLUB 

Twenty-three agents of the Edward A 
Woods Co., Pittsburgh general agents 
for the Equitable Society, have organized 
a diamond jubilee club to assist other 
agents in qualifying for the company’s 
seventy-fifth anniversary convention 
Calvin L. Bolster, head of the Woods 
agents’ association, started the club. 














Chas C. vik, ‘Was ‘os Old, 
Still Active As Prudential Agent 


Started in Business Just After Lincoln’s Assassination; “When 
Bicycle Runs, It Stands Up,” His Longevity Explanation 


Charles C. 
is an agent of the 


Herrick, old, 
Prudential in Newark 


ninety years 


insurance business 


Prudential 


who has been in the 


since ten years before the 
was founded and who is still actively 
writing business. He was one of those 


attending the business conference of the 
company week. 


Mr. Herrick is a special agent attached 


last 


to the Van Vliet & Keer agency in the 
home office building. 
Propably the oldest life insurance 


still on active duty, Mr. 


an epigramatic explanation 


agent to be 
Herrick has 


as to his longevity and why he has not 
retired. 

“When a bicycle runs, it stands up,” 
he says. 

His career began in New Haven in 
1865, ten years before the Prudential 
made its beginning under the direction 


of John F. Dryden. He remembers the 
time vividly because he wore on his arm 
a mourning band placed there in respect 
to the memory of Abraham Lincoln who 
had just been assassinated. At that time 
Mr. Herrick was a clerk in a New Haven 
bank and the Aetna Life of Hartford 
persuaded him that an agency with the 
Aetna, at $100 per year more than the 
bank chose to pay him, promised a more 
brilliant future than that which he had 
selected. He agreed. 

In 1867, at the age of twenty-four, the 
Aetna made him manager of its New 
Haven branch, with supervision over all 
of New Haven county. 

“The insurance business was good 
then,” he reminisces. “Inflation prevailed 
and money was plentiful. But business 
methods were, to put it mildly, some- 
what loose. 


Premiums Were Paid Half in Notes 


“We had a system at that time of re- 
ceiving payment for premiums half in 
cash and half in notes. The crude idea 
was that dividends would reach a total 
of 50% and automatically cancel the 
notes. This ended disastrously, of course, 
because when the dividends failed to 
reach such visionary heights, the notes 
became waste paper, the policyholders 
would not inde mnify them and protec- 
tion was forfeited.” 

Mr. Herrick has an old financial re- 
port of one of the companies of the day 
which shows the fact, strange-sounding 
today, that in 1866 when the assets of 
the company were listed at $2,066,000, 
about one-half comprised the notes in 
question. In 1867, the assets had grown 
to about $4,000,000, of which $2,000,000 
was represented by notes and, in 1868, 
with the assets at the seven million mark, 


the notes held amounted to nearly 
$4,000,000 

“I grew a little tired of New Haven 
in 1867,” he says, “and decided that I 
would branch out some place where there 
would be room for the expansion | 
hoped to experience. My company of- 


fered me my choice of Kansas or New 
Jersey. In th lays Kansas was pop- 
ulated chiefly by grasshoppers and I de- 
cided that New Jersey was the place for 
me. I arrived in Newark in May, 1869, 
and gee ely opened a bank account 
with the National Newark & Essex Bank 
It has never been closed and I believe I 
am the oldest depositor on that institu- 
tion’s books.” 

All life insurance in Mr. Herrick’s 
early days in the business was of the 
Whole Life classification and the for- 
feiture clauses were many and drastic. 
Those whom he insured were not per- 
mitted to travel either in foreign coun- 
tries or the southern states. There was 





no extended insurance and no paid-up or 


cash 
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Delirium Tremens? Policy Canceled! 
Woe betide the insured man who 
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far forgot himself as to imbibe to a 
point where he suffered an attack of de- 
lirium tremens. His insurance was im- 
mediately canceled. 

Then came the ten-year plan, in reality 
the 10-Payment Life policy which later 
was further developed into the Endow- 
ment plan of insurance. 

“The first big improvement in the bus- 
iness of life underwriting,” Mr. Her- 
rick remarks, “was the development of 
the so-called Massachusetts non-for- 
feiture plan devised by Elizur Wright. 
Under this plan an insurance company 
issued a paid-up policy in lieu of making 
loans or accepting cash surrenders.” 


1870-1880 Worst Decade 


decade from 1870 to 1880 was an 
according to Mr. 


The 
exceedingly trying one, 
Herrick. 

“The panic,” he says, “extended to life 
insurance and many of the companies 
were severely hit by lapses.” In truth 
he, himself, became so discouraged that 
he gave some thought to quitting life 
insurance for the more prosaic activity 
of a farmer. 

“That was a far worse depression 
than the one we have been through,” he 
says. “I was very much discouraged but 
I have not for one moment lost my cour- 
age during recent years. I have seen 
life insurance establish itself on the firm- 
est of foundations. It has proved itself 
beyond any doubt. 

“One of the problems of legitimate 
companies in those days was the large 
number of unreliable companies organ- 


ized. Their officers were inexperienced 
and it was not long before they were 
in trouble and bankrupt. That misfor- 


tune was most damaging to the business 
because it imperiled public confidence. 
When a company gets into trouble today 
its policyholders often are protected by 
being taken over by solvent organiza- 
tions. I consider that ten years, 1870 to 
1880, the most trying era through which 
life insurance has ever passed.” 
Against Lump Sum Payments 
During his career Mr. Herrick has 
written thousands of applications to the 














THRIFT 


IS NOT ENOUGH 


It is not enough to be thrifty; to put aside a portion, however small, 
of the family income. One must be sure that the savings, often accu- 
mulated at great sacrifice, will be available when required. 


Those institutions which have weathered the past few years have proved 


their strength and dependability. 


Life Insurance, for examp'e! 


During the three years 1931-32-33, the Sun Life paid to policyholders 
and beneficiaries the sum of $328,000,000, an equivalent of $364,000 


for each working day. 


From time of organization to December 3!st, 1933, the Company paid 
to policyholders or their dependents the remarkable total of 


$800, | 70,033. 


There is a Sun Life policy for every require- 
ment and a trained Sun Life representative 
ready to give you expert advice on request. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: MONTREAL 


Day by day, month by month, year by 
year, life insurance companies have continued to meet their obligations 
dollar for dollar, without postponement, without discount. 
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extent of millions of dollars. He hag 
strong opinions about matters of selling 
life insurance, especially  concernino 
lump sum payments. ; 

“I can recall several cases,” he says 
“where I have paid alien] of dollar; 
to beneficiaries only to see the mone, 
dissipated. Arrangement for month\ 
payments would have prevented thes, 
tragic occurrences. There was one cag 
only recently, in this city, where , 
widow investe ¢ her $5,000 insurance heri. 
tage with her late husband’s partner, }; 
failed and she got nothing. 

“There was another widow, who, whe; 
she discovered that her late husband haj 
provided for monthly payments of hi 
insurance made an emphatic protest an( 
even went so far as to consult a lawyer 
in an effort to have all the money deliy. 
ered at one time. It was not long after. 
ward that I received a letter from her 
thanking me for my insistence that her 
husband had provide <d for monthly in. 
stalments. She had invested some money 
in the venture she had in mind and had 
lost it. But her insurance payments went 
on just the same.” 

Experience with a $90,000 Policy 

The largest and most satisfying policy 
Mr. Herrick has ever written was a sin- 
gle payment 10-Year Endowment for 
$90,000, on which he received a premium 
of $74,000. 

“This man was 66 years old,” 
tinued, 


he con- 
“and he had been urged to invest 





his money in certain stocks which looked | 


most promising. I finally persuaded him 
to buy an Endowment with the $74,00 
he had. Within a short time the valu 
of the stocks he had had in mind dropped 


to $50,000 and was still at that point | 


when his Endowment matured ten years 
later. 

“He took the $90,000 his matured En- 
dowment paid him and bought Govern- 
ment Liberty bonds to the value of 
$100,000. ig 

It is customary for men and women 
who have reached their ninetieth year 
and beyond to sermonize a bit when they 
are asked to what they attribute thei 
longevity. 

“I have been very lucky. I have lived 
a natural life, partaking of the good 
things, sharing the joys and sorrows of 
others and facing adventure and danger 
just as other men do. I have narrowly 
escaped drowning twice and have had 
other close calls. I have been very for- 
tunate.” 

At Office Five Days in Week 

In a fall last year Mr. Herrick frac- 
tured his right pelvic bone. To the sur- 
prise of his attending surgeons the break 
healed with the same rapidity that might 
have been expected of the bone of 2 
young man and, though he uses a can 
today, he is able to walk without it. H 
is at his office five days of every week 
and, as he puts it, he thinks he woul 
go in Saturday if it weren’t for the fact 
that everybody else is at home resting 





SERVICE LIFE SHOWS STRENGTH 
Omaha Company Headed by John A 


Farber Has Insurance in Force of 
More Than $28,000,000 
The Service Life of Omaha, 
John A. Farber is president, closed las 
year with a total insurance in force ex 
ceeding $28,000,000, after writing a mos 
satisfactory volume of new business dur- 
ing the year. The company has an ex 
ceedingly favorable mortality experient 
at only 43.4 of the expected. 
At the end of the year the Service Lif 
had total assets amounting to $5,221, 40 
Its financial strength is shown by th 
fact that it has $116.79 in assets for cat! 
$100 of responsibilities. 


ROGERS HEADS INDIANA ASS’N 

Homer L. Rogers, Indiana _ genera 
agent for the Equitable Society, has bee! 
elected president of the Indiana Stal 
Association of Life Underwriters. Othe! 
officers are: Herbert A. Luckey, genera 
agent for the Life Insurance of Virgin 
vice-president; Francis P. Huston, vict 
president of the Indiana Research & K 
view Service, secretary, and Lewis G 
Ferguson, general agent of the Phoen# 
Mutual, treasurer. 
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“GUIDE TO COMMISSIONS” 


THIS new sales aid has been devised for brokers who 
desire to increase the amount of their life insurance 
commissions. It is a ready-reference guide con- 
taining many sales-producing suggestions on 
Retirement Income Educational Funds, Graded 
Premium Ordinary Life, Family Income, Readjustment 


Income, and Annuities. 


THESE sales helps are available as a monthly 
service of this agency. Brokers desiring one of 
these Guides for their office, or who would 
like further information about Connecticut 
Mutual Service are invited to phone, write or see 


WILLARD REGAN 


General Agent 
The Connecticut Mutual Life Insurance Company 


Salmon Tower Building - 11 West 42nd Street, New York City 
PE 6-2470 





Page 8 

















== THE EASTERN = 
“UNDERWRITER | 











April 27, 1934 








Illinois Life Policy 
Liens Reduced by 5% 


REINSURER’S FIRST REPORT 





Earnings on Business Taken Over Suffi- 
cient to Establish Contingency Re- 
serve of $70,408, Ayres Reports 





Reduction of the lien against policies 
of the old Illinois Life from 70% to 65% 
was announced to Federal Judge James 
H. Wilkerson in the first report of the 
reinsuring company, the Central Life of 
Des Moines. 

This report showed earnings of $1,014,- 
262 on the Illinois Life business on the 
basis of a 70% lien, which after estab- 
lishing a contingency reserve of $70,408 
for the benefit of the Illinois Life Fund, 
left for the reduction of the lien $934,854 
or a sum sufficient to reduce the lien 
to 65%. ; 

“With a continuation of the improve- 
ment in economic conditions,” said Pres- 
ident George N. Ayres of the company, 
“we are confident that earnings in your 
fund will be such that the lien can be 
materially reduced from year to year, 
and are exceedingly hopeful that the lien 
may be completely removed long prior 
to the termination of the contract of 
fifteen years.” 

The report calls attention to the heavy 
expenses incurred through appraisal of 
Illinois Life assets and other work in 
connection with the taking over of the 
affairs of the old company which will not 
be necessary in future years of operation 





DINNER TO W. A. MOREN 

President E. R. Deming of the Unity 
Life & Accident gave a dinner at the 
Essex House a few nights ago to Walter 
A. Moren, manager of the Columbus Cir- 
cle branch of the company in recogni- 
tion of the good record which has been 
made by the agency. 

The Unity Life & Accident is thirty- 
two years old; headquarters are at Syra- 
cuse. It has a number of branches in 
town and other states in which it does 
business are New Jersey, Pennsylvania, 
Illinois and District of Columbia. 

At the Moren dinner President Dem- 
ing came down from Syracuse with Sec- 
retary L. J. Bailey, W. B. Gilbert, S. H 
Pohl and W. Annapoell. 


FRASER GIVES AGENCY PARTY 
The J. M. Fraser agency of the Con- 
necticut Mutual Life at 149 Broadway, 
New York, held the second of the ag 
cy’s get-togethers last Friday from 5 
o'clock to 8:30 p.m This one was 
known as a “tomato juice” party, th 
first having been a “spring water” party) 
In addition to the production staff 
office force there were present a larg: 
number of outside friends of the ag 
A buffet supper was served. The J. M 
Fraser agency is in midd] fa pr 
duction campaign to last six weeks 
has to date more than a million of 
for business 


LINCOLN NAT’L CONVENTIONS 
This year’s a cor t f th 
Lincoln Nation 
Asheville, N. C i [ 
it has been announced by A. L. Dern 
vice-president and manz f 
Honor eastern salesmen will meet at the 
Grove Park Inn, Asheville, Ju 9, If 
and 11. Western star acents | 
the Broadmoor, Colorado Springs 
23, 24 and 25. Business sessions will be 
held in the morning or Fact n 
vention will have one outside f 
note, and there will be separate round 
tables for general agents and field 


cvency en ns ¢ he 
| ot a1? t 14 
al Lif be eid 





Cc. L. U’S HEAR DR. McCULLOCH 

The Indianapolis chapter of the C. I 
U. heard Dr. Carleton B. McCulloch 
vice-president and medical director of 
the State Life of Indianapolis, discuss 
the professional ideal in life insurance 
selling at their latest meeting. 


ALLOW $22,500 IN CLAIM 





Court’s Award to Des Moines Law Firm 
Growing Out of R.F.C. Loan to 
Royal Union Life 

Judge Charles A. Dewey in United 
States district court allowed a claim of 
$22,500 by the law firm of Brunk, Ben- 
nett & Janss, Des Moines, against re- 
ceivers for the Royal Union Life. The 
balance of their total claim of $45,000 was 
disallowed. 


The claim was in connection with serv- 
ices rendered for procuring a loan from 
the Reconstruction Finance Corp. It in- 
cludes the claim of Raymond Benjamin, 
attorney in Washington, D. who 
worked with the Des Moines firm on the 
loan. 

The court order directs the firm to de 
liver to receivers for the insurance com- 
pany abstracts of title and other docu- 
ments. 





PA. INSURANCE DAY SPEAKER 

John H. Rees, publicity director, Co- 
lonial Life, has accepted the invitation of 
the Insurance Federation of Pennsyl 
vania to address its Pennsylvania Insur- 
ance Days, May 24-25, at the Penn Har- 
ris Hotel, Harrisburg. 


REINSURES OUR HOME LIFE 





Illinois Bankers of Monmouth Takes 
Over Insolvent Florida Co.; Peoria 
Connection Denied 


The Illinois Bankers Life of Mon- 
mouth, Ill., has reinsured Our Home Life 
of Washington, D. C. Our Home Life 
was incorporated in Florida in 1909 and 
began business in 1910. Since 1934 it has 
reinsured four other companies. It was 
placed in receivership in January. 

W. H. Woods is president of the IIli- 
nois Bankers Life and is one of those 
associated with G. Hall Roosevelt in the 
Peoria Mutual Life which would rein- 
sure the insolvent Peoria Life. 

In this connection it was announced 
by Arthur T. Sawyer, secretary of the 
company, that the Illinois Bankers Life 
has no connection in any way with the 
proposed plan of reinsurance of the 
Peoria Life. The Monmouth men who 
have been mentioned in the Peoria Life 
undertaking are interested solely as in- 
dividuals and the Illinois Bankers Life 
has no connection whatever with the 
matter, Mr. Sawyer declared. 


R. E. Irish Elected to Be 
Union Mutual Second V..-P, 


R. E. Irish of Chicago has been elected 
second vice-president of the Union My.- 
tual Life of Portland, Me., and has taken 
up his new duties with that company. 
For several years past he has been vice- 
president of the Central Life of Chicago, 
The appointment of Mr. Irish is the first 
step in a program of expansion decided 
upon by the directors at the time of the 
election of Sylvan B. Phillips as_presj- 
dent of the Union Mutual last October. 

Mr. Irish began twenty years ago in 
Minneapolis as an agent for the Relj- 
ance Life of Pittsburgh. After a few 
years with the rate book he was ap- 
pointed western supervisor of agencies 
for the Reliance with headquarters at 
Minneapolis. 

Later he went with the National Life 
of the U. S. A. as superintendent of 
agencies and fer several years recently 
had been vice-president of the Central 


Life. 





MANAGER IN ORANGE 


Philip G. Dux has been made manager 
of the Colonial Life branch in Orange, 


An 


THE JAMES ELTON BRAGG AGENCY 
pe , 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


WOOLWORTH BUILDING, NEW YORK 


TELEPHONE CORTLANDT 7-1737 
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Insurance Men in Plan to Aid Colleges 
Raise Funds Through Life Insurance 


Set Up Central Organization Through Which Insurance Com- 
panies and Agents, Trust Companies and Lawyers Will 
Co-operate in Project; John A. Stevenson Heads In- 
surance Group; Leroy A. Mershon To Be 
Director of Organization 


A definite plan for co-operation of life 
insurance companies and agents, trust 
companies and members of the legal pro- 
fession in a nation-wide project to aid 
educational institutions in raising funds 
was decided upon at a meeting in Phila- 
delphia on Tuesday, attended by about 
300 representatives of these groups. An 
inter-group committee was named to set 
up a central organization to co-ordinate 
the efforts of the groups and each mem- 
ber of this committee will be chairman 
of a sub-committee which will plan and 
carry out the activities of the particular 
group. 

Head of the life insurance group is 
John A. Stevenson, Philadelphia, head of 
the home office agency of the Penn Mu- 
tual and chairman executive committee, 
Life Agency Officers Association. Chair- 
man of the trust companies group is 
Gilbert T. Stephenson, vice-president, 
Equitable Trust, Wilmington. Chairman 
of the legal group has not been named. 
William M. Lewis, president of LaFay- 
ette College and president Association of 
American Colleges, under whose auspices 
the conference was called, heads the 
main committee. When the central or- 
ganization is set up, Leroy A. Mershon, 
formerly of the Trust Company Divi- 
sion of the A.B.A., will be director. Mr. 
Mershon has done a great deal of pre- 
liminary work on this project and had 
much to do with planning the confer- 
ence. 

Insurance To Be Important Factor 


A clear picture of the financial situa- 
tion and problems of educational insti- 
tutions was presented by numerous 
speakers in an all day session and dis- 
cussion from the floor. Colleges will not 
in the future be able to depend upon 
people of wealth for the major part of 
donated funds as they have in the past. 
The curtailment of large fortunes and 
increasing taxes will make it necessary 
for colleges to look to other means of 
raising funds. If the ideas of this con- 
ference are carried out life insurance 
will play an important part in the fu- 
ture endowment of educational institu- 
tions of this country. 

Stevenson Outlines Plans 

The central organization and the com- 
mittee headed by John A. Stevenson will 
work out definite plans through which 
the companies and the field force of life 
insurance will fit into the financial pro- 
grams of these educational institutions. 
In addressing the conference, John A. 
Stevenson predicted that there would be 
an enthusiastic co-operation of life in- 
surance companies and agents in the ob- 
Jectives of the conference provided that 
they were furnished with adequate and 
specific information about the needs and 
plans of the colleges so that they could 
make definite proposals for the use of 
life insurance. Mr. Stevenson stressed 
Particularly the need for placing before 
Insurance agents such a picture of the 
Project of raising money for colleges that 
they would feel the high purpose of the 
effort and its larger social objectives. 
Life insurance people, he said, are sus- 
ceptible to such an appeal because of the 
arge social aspects of their work. They 
must feel also, he said, that there is a 
definite need and not merely that a col- 
lege wants more money. There should 
be enough definite information accessible 
to them to stir their emotions and 
quicken the sentiment back of the idea. 
The vital needs of colleges should be 
dramatized. 

Among the proposals Mr. Stevenson 
made was that perhaps the companies 


could be induced to use some of their 
advertising program to advance the 
needs of higher education and what life 
insurance can do. Particularly, the va- 
rious types of policies and plans might 
be definitely cited as suitable mcans to 
aid educational institutions. 

It is probable that the companies will 
be asked to designate certain well-quali- 
fied field men to serve as contact with 
the plans of this central organization. 
Perhaps the colleges would furnish names 
of alumni in the case of definite pro- 
grams which would be followed up by 
the agents. Mr. Stevenson expressed 
the opinion that this is almost a virgin 
field for life insurance and that the field 
forces of companies could be fired by a 
vision of the possibilities if there is any- 
thing like definiteness in the plans 
evolved. 

Huebner Sees Big Place for Insurance 

Another speaker at the conference 
who touched on the life insurance phase 
of the project was Dr. S. S. Huebner, 
professor of insurance, Wharton School. 
University of Pennsylvania, and dean of 
the American College of Life Under- 
writers. In pointing out the new prob- 
lems confronting educational institutions 
in raising funds Dr. Huebner said that 
during the depression period one-fifth of 
all estates had been wiped out and that 
one-half of the remaining estates had 
been reduced bv half. In his opinion 
educational institutions will in future 
have to look to the rank and file of 
their alumni and others to produce 
needed funds. 

There are few among the graduates of 
colleges who could not put aside some- 
thine for the institutions they love, Dr. 
Huebner said, and life insurance is the 
best medium through which this can be 
done. He discussed particularly the use 
of annuities in this connection and ex- 
plained how the different kinds of an- 
nuities would fit into the needs of col- 
Ieges. Dr. Huebner doubted the wis- 
dom of any institution of learning under- 
taking to administer donations, especially 
where it is in the form of a trust the 
income of which is to be paid to the 
donor. He suggested as a much better 
plan both for the college and for the 
donor that one-half of the donations, or 
other proportion according to circum- 
stances of the case, be placed with life 
insurance companies to purchase an an- 
nuitv for the donor and thereby release 
the balance of the donation for the im- 
mediate use of the institution of learning. 


ROY W. REED DEAD 





With Metropolitan Life 31 Years; Was 
Once Manager of Claim Division 
of Company 

The long life insurance career of Roy 
W. Reed came to an end with his sud- 
den death on April 15. Mr. Reed had 
been a valued worker of the Metropoli- 
tan Life for the past thirty-one years, 
having joined the company in 1902 at the 
age of seventeen. In 1924, when the 
Canadian head office of the Metropolitan 
was established at Ottawa, Mr. Reed was 
appointed manager of the claim division, 
the position which he held until he was 
called by death. 

Mr. Reed’s wide knowledge of the 
work involved in his particular duties and 
his diplomatic sense of executive ability, 
rendered him a valuable. collaborator to 
the general activities of the company. His 
death removes one of the most capable 
and loyal workers of the Canadian head 


office. 





















































he theme of the Metropolitan’s 
advertisement in a group of the 
April magazines* is the time- 


honored truism: 


“Great oaks from 
little acorns grow”’ 


Every experienced Field-Man 
can recall the names of clients 
who started Life Insurance 
Program building with a modest 


beginning. 


Actual stories of well-known 
men who have become finan- 
cially independent are likely to 
be interesting to the man who is 


just beginning to make his way. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Ad Men’s Round Table 
At Des Moines May 4 


SOME FEATURES OF PROGRAM 





Life Advertisers Association to Hold 
Third of Regional Conferences 


For Western Members 





The Life Advertisers Association will 
hold its third regional round table meet- 
ing next Friday at Des Moines when 
members of the association in the North 
Central states will gather at the Wa- 
konda Country Club, Des Moines. The 
first regional meeting was held in New 
York. The Southern round table was at 
Greensboro, N. C., April 9 and 10. 

The program for the North Central 
Round Table next week as announced by 
Stephen A. Swisher, Jr., assistant super- 
intendent of agencies Equitable Life of 
Towa, contains a wide range of interest- 
ing talks on advertising and sales pro- 
motion methods. Nelson A. White, 
Provident Mutual, president of the Life 
Advertisers Association, will be present 
and will preside at a meeting of the ex- 
ecutive committee. Insurance Commis- 
sioner E. W. Clark of Towa will be a 
guest and will address the conference. 

The committee having the round table 
arrangements in charge in addition to 
Mr. Swisher is composed of B. N. Mills. 
secretary Bankers Life of Towa, and R. 
C. Budlong, agency publicity director 
Northwestern National Life of Minne- 


apolis. 
Following are some of the speakers 
and their subjects: Harry V. Wade, 


assistant to the president, United Mu- 
tual, “Co-operative Institutional Ad- 
vertising”; Fred L. Fisher, advertising 
manager, Lincoln National, “Outdoor 
Advertising”; John H. McCarroll, adver- 
tising manager, Bankers Life of Towa, 


“Policyholders Magazines—Are They 
Worth What They Cost?”; D. Bobb 
Slattery, manager direct mail depart- 


ment, Penn Mutual, “National Advertis- 
ing’; E. E. Cooper, field supervisor, 
Equitable of Iowa, “Practical Use of 
Visual Sales Material”; C. I. D. Moore, 
vice-president Pacific Mutual, “Agency 
Publications”; R. Budlong, agency 
publicity director. Northwestern Mutual, 
“Planning Sales Contests.” 





HALL MONTH INCOME DRIVE 





Each Week Lincoln National Agents 
Will Stress Income Protection 
For Different Group 


Income life insurance for different 
groups is to be stressed by the Lincoln 
National during May, called “Hall 
Month” in honor of the company’s pres- 
ident, A. F. Hall. Each week the income 
idea will be applied to a different group, 
and separate sales kits for each six-day 
period will be furnished the agents. 

Plans for the month’s campaign as an- 
nounced by A. L. Dern, vice-president 
and manager of agencies, are: 

First week, Income for Men, featuring 
Lincoln National Five Star Annuity pol- 
icy and the Five Star Annuity Wheel 
rate chart. 

Second Week, Income for the Family, 
feature $100 a month plan and the Fam- 
ily Income policy, also tying in with full 
color ad in Time Magazine. 

Third week, Income for Business 
Women, and final ten days for clean-up 
of prospects in all three classes. 





E. P. HOULIHAN JOINS CERF 

Edward P. Houlihan has joined the 
Louis A. Cerf agency of the Fidelity Mu- 
tuaul Life in New York as a brokerage 
supervisor after serving in various ca- 
pacities for the Columbian National Life 
for nearly fifteen years. A member of 
the Life Supervisors Association, he is 
well known among New York brokers. 





PACIFIC MUTUAL DIRECTOR 
Harry J. Bauer, president of the 
Southern California Edison Co., Los An- 


geles, has been elected a director of the 
Pacific Mutual Life. 


Technique of Contacts 
Discussed by Engelsman 


BALTIMORE CONGRESS ADDRESS 





Prospect Must Get Impression that 
Agent Is Interesting, Successful Per- 
son; Introductions Can Do It 
The technique of using contacts to best 
advantage in prospecting was discussed 
by Ralph Engelsman, Penn Mutual Life 
New York general agent, speaking at the 
Baltimore-Washington Sales Congress in 
Baltimore last Friday. Mr. Engelsman 
told of his own methods and gave illus- 
trations drawn from his force. 
“All of us usually man 
with some of his important connections, 
and everyone likes to boast about his 
important connections and the famous 
people he knows. In planning your sale 
to one of the persons you know, plan to 
ask him about some specific friend of 
prestige,” said Mr. Engelsman. “For 

illustrations: 

“One of my leading men, Harry Phil- 
lips, and I did business with two very 
well known playrights. We knew that 
they knew a certain other playwright, 
and after doing business with them first, 
we simply said: ‘We’d like to meet this 
fellow, but before we meet him, you tell 
him that we’re pretty good.’ 

“You must get before your prospect 
as an interesting, successful person, and 
having someone else blow your horn for 
you is the most effective way to accom- 
plish that. 

Understandable by Ten-Year-Old 


“It’s my opinion that unless ideas, sales 
presentations, or plans are so simple that 


agency 
associate a 





111 North Broad Street 





Low Cost Policies for Protection 
Retirement Income Endowments 
Par and Non Par 


Age 0 to 65 


A Policy for every need. 


A General Agent’s Contract that rewards successful performance. 
Desirable territory available. 


PHILADELPHIA LIFE INSURANCE COMPANY 


Philadelphia, Pa. 








a ten-year-old boy can understand them, 
discard them, because simplicity is ef- 
fectiveness and we only truly understand 
things that are simple. 

“This idea I call ‘Needs Prospecting.’ 
Here's the way it’s done— 

‘Simply. write down the various needs 
oe jnsurance—old age, minimum income, 
clean-up, readjustment, etc., and then, 
next to these headings, write down the 
names of ten people whom you know to 
have these needs to be uncovered. Go 
to see them and say: 


‘I was discussing business insurance 
(or a plan for clean-up expenses, any 
need) and when discussing this, you 
came to my mind. It seemed to fit 
your picture exactly, so I came to you 
to tell you about it. Here’s the idea.’ 


“You'd be surprised how many pros- 
pects can be developed in this simple 
way. 

“Now, lastly, ‘Intuitive Prospecting.’ 

“The truly great insurance man _ has 
trained himself, or does train himself, to 
prospect constantly, and almost by in- 
tuition. He has a 


‘ -? 
nose for prospects 





JOHN A. FARBER, President 


Present value of all our future 
holders computed by our actuary 
the Insurance 


NO BORROWED MONEY- 
FINANCIAL STRENGTH 
FAVORABLE INTEREST 


ment Requirements. 


$116.79 in 
EARNINGS 


Tohn A. Farber, President 
Walter Duda, Treasurer 
Irvin Stalmaster, General Counsel 
’. F. Pate, Director 
Kenneth D. Carr, Asst. to Secretary 
J. Bercoviti, Auditor 
V. L. Tickner, Director of Agencies 





The Service Life Insurance Company 


OMAHA, NEBRASKA 


Legal Reserve Stock Company Organized in 1923 


ELEVENTH ANNUAL STATEMENT, December 31, 1933 
“ASSETS 
Percent 

WE HAVE Real Estate in the amount of........ 2.45% $ 128,170.73 
WE HAVE Mortgage Loans on Real Estate.... 28.38% 1,481,701.38 
WE HAVE Secured Loans to our Policyholders 24.54% 1,281,276.04 
WE HAVE State and Municipal Bonds and Warrants 

valued according to the strict eensaitonsiin of ae 

the Insurance Department... . : 28.78% 1,502,997.76 
WE HAVE Stocks in the amount of... 3.40% 177,430.50 
WE HAVE Cash in Open Banks.......... 1.66%  $ 86,687.17 
United States Government and C anadian Government 

ES Ee oe eee 3.38% 176,653.33 
Available for immediate payment | on “policy claims for 

death, disability and policyholders’ cash require 

ments ceamibsbote REE REE ON S EIN tir ee 263,340.50 
WE HAVE miscellaneous accounts owing to us 22% 11,644.82 
WE HAVE due and accrued interest on Bonds and 

Mortgages .... 2.32% 120,938.88 
WE HAVE premiums unpaid ‘to us but which have 

been considered as paid in determining our 

liability to policyholders sieccobaueiatiatianoies 4.87% 253,984.18 

TOTAL ADMITTED ASSETS..... 100% $5,221,484.79 
LIABILITIES 


obligations to policy 
and verified by 
Department of Nebraska. 


$4,425,103.58 


WE HAVE other special policyholders’ funds of 81,120.58 
WE HAVE outstanding incompleted claims on which 
we may pay ; pisdencriemmabmusncile 25,378.45 
WE HAVE interest and premiums yn to us before 
due dates .. iinet 75,453.83 
WE HAVE set aside certain amounts as dividends to 
policyholders 42,174.25 
WE HAVE current accounts at the end of the year 
vr taxes payable in 1934 on our business 
a cade 26,204.97 
SURPLUS 5 FOR THE PROTECTION OF OUR 
POLICYHOLDERS # rs aR 546,049.13 
TOTAL LIABILI TIES insiaaarlaeenens $5,221,484.79 


OUTSTANDING POINTS OF SECURITY TO POLICYHOLDERS 

Cash Income exceeded Disbursement Requirements. 

Assets for each $100.00 of responsibilities. 
4.6%, 


computed according to Insurance Depart 


FAVORABLE MORTALITY—Only 43.4% of American Experience Table standard. 

INSURANCE IN FORCE—-828.030,.000.00 

The valuation of Bonds and Stocks has been made on an amortized basis and in con- 
formity with the basis prescribed by the Director of Insurance for Nebraska. 


OFFICERS AND DIRECTORS 


Lloyd Dort, Vice President & Counsel 
H. P. Farber, Secretary 

Dr. E. E. Simmons, Medical Director 
M. W. Goggins, Assistant Secretary 
W. D. Cale, Actuary 

D. S. Fairchild, Dir. of Underwriting 
A. D. Freyer, Director of Advertising 


HOME OFFICE, SERVICE LIFE BUILDING, OMAHA 








and sees the need and opportunity for a 
sale clearly wherever it exists.” 


“Blowing Your Own Horn” 


In illustrating how to get a favorable 
introduction Mr. Engelsman said: 


After every, and I mean every, inter- 
view or sale, as a regular routine say this 
to your policyholder or prospect: 

“T am going to ask you to help me, 
You know I have been coming to see 
you for some time now, but I have never 
met Mr. (name his partner or as- 
sistant, or some specific person in that 
office) and I have an idea I'd like to pre- 
sent to him. I want to tell him about—” 
(then give an idea. For instance, you 
may suggest salary continuance). 

Then have your friend introduce 
and say: 


“This is 





you 


Mr. Engelsman, my _ insur- 
ance man. He is full of ideas, and he 
thinks he has one for you. You don’t 
have to buy, but listen to what he has 
to say.” 

Another thought, along similar lines— 
you can say this to your man, with whom 
you have just finished— 

“You have a number of young fellows 
in your office here, and it would be a 
wonderful thing for them to save money, 
wouldn’t it? Now, what I’d like you to 
do is to introduce me to a number of 
them and say ‘This is Mr. Engelsman. 
He is my insurance man, and he has 
some interesting ideas for young fel- 
lows. Listen to what he has to say, you 
may be interested.’” 

In other words, use the prestige of the 
man you've just sold. I know that we do 
that every now and then, but do it con- 
sciously, purposely, and according to 
plan. For instance, it’s not enough to 
simply say, “Can you give me any 
names?” but you must state the purpose, 
and point out a particular party. 





COLUMBIAN’S NEW FORMAT 


Revised Style tt Catenion National’s 
Publication Attractive; Howard 
and Lilly Editors 
The Columbian, house organ of the 
Columbian National Life of Boston, is 
being issued in an attractive new format. 
The magazine has full size pages and the 
front cover of the current issue bears 
a picture of the new president, Francis 
P. Sears, who recently succeeded the late 
Arthur Childs. The design for the per- 
manent part of the cover includes small 
sketches of the Bunker Hill monument, 
Fanueil Hall and other historical Co- 
lonial spots, emphasizing the Columbian’s 

Boston background. 

A. A. McFall, who joined the company 
as vice-president and manager of agen- 
cies last December, is featured in a mes- 
sage to the field. ; 

L. L. Howard and A. M. Lilly are edi- 
tors of the Columbian. In making up 
the new style one of those consulted was 
E. C. Laidlaw, head of the companys 
supply department, who did much of the 
page planning. 





ADDS ANNUITY OPTIONS 


The Great-West Life has made avail- 
able two additional options on surrender 
of annuities. These options are a joint 
life and last survivorship annuity to the 
annuitant (male) and beneficiary (fe- 
male) on either the life or refund an- 
nuity basis. 
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Pessia Mutual Life Deal 
Held Up By Court Stay 


ROOSEVELT ELECTED PRESIDENT 


Both Mutual Company Backers and In- 
surance Director Palmer Won Points 
in Supreme Court This Week 


The status of the Peoria Mutual Life 
which desires to reinsure the insolvent 
undergone several 
As The East- 
ern Underwriter went to press a new 
blocked the Peoria Mutual from 
securing possession of the assets of the 


Peoria Life has 
chanwes in the past weck. 


decree 


Peoria Life pending additional action in 
the state supreme court. A supersedeas 
was granted by Judge Henry J. 
staying the decree of Judge John M. Nie- 
haus for mutualization. 

In the supreme court late last weck, 
both the director of insurance and the 
mutual company each won a point. 

The supreme court denied a rehearing 
in the mandamus suit in which it held 
that Judge Niehaus was without author- 
ity to appoint George A. Shurtleff and 
Charles V. O’Hern as co-receivers for 
the company. By virtue of appointment 
by Mr. Palmer, Mr. O’Hern was left as 
sole receiver in charge of the company’s 
$20,000,000 assets. 

Following this action, however, the su- 
preme court denied the state director of 
insurance leave to file a petition for a 
writ to restrain Judge Niehaus from ex- 
ercising jurisdiction over rehabilitation of 
the insolvent company. An immediate 
stay was also sought to prevent enforce- 
ment of the decree of Judge Niehaus for 
mutualizing the old company. 

No proposal or contract will become 
effective until approved by the Director 
of Insurance of the State of Illinois, and 
the Circuit Court of Peoria County. 

G. Hall Roosevelt was elected presi- 
dent of the new mutual company at a 
meeting of the board of directors Mon- 
day morning. Murray M. Baker, for- 
mer vice-president and general manager 
of the Caterpillar Tractor Co., resigned 
as president to permit the election of 
Mr. Roosevelt and was named chairman 
of the board. W. D. Bardens, Mon- 
mouth, Ill., attorney, was elected secre- 
tary. John W. McDowell, manager of 
the Commercial National Re alty Co., was 
named treasurer to serve temporarily. 


Ingram 


Dr. Hazard On Executive 


Committee of Ad. Conference 


Dr. William H. Hazard, head of the 
department of publications of the New 
England Mutual Life, has succeeded J. E 
D. Benedict on the executive committee 
of the Insurance Advertising Confer- 
ence. Dr. Hazard is one of the out- 
standing men in the publicational and 
educational end of the insurance business 
and one of the best educated. At one 
time he was a clergyman and became an 
editorial writer on The Churchman, and 
then joined the editorial department of 
D. Appleton & Co. 

For some years he has been editor of 
The New Encland Pilot and head of the 
department of publications. He is a 
member of the American Oriehtal So- 
ciety, American Academy of Political and 
Social Sciences and numerous other or 
ganizations and clubs. In 1897 he wrot 
the introduction to The Reasons for the 
Higher Criticism of the Hexateuch by 
the Rev. Isaac Gibson, and is also the 
author of The Fathers of Level Premium 
Mutual Life Insurance, a historico-criti- 
cal study. He is a contributor to various 
reviews and lectures on insurance sub 
jects. He is a graduate of the Harvard 
School of Business Administration 

HOMMEYER DRIVE 
The Paul Hommeyer 


Union Central 


Life Agency in. Minneapolis held a one 
day drive 


in which $183,600 was written 
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Group Hospitalization 
Plan Much Discussed 


PRUDENTIAL GOT FIRST CASE 


Covers Employes of Large Tire Com- 
pany; Aetna Life in Letter to Field 
Announces It Will Write Benefits 


The story on the front page of The 
Eastern week about 
group hospitalization benefits as a new 


Underwriter last 
form of group insurance protection at- 
tracted a great deal of attention in the 


insurance business and medical circles 


and was followed by stories in the daily 
It was quickly recognized that 
offering 


papers. 


here was a new which would 


meet considerable popularity and also 
further stimulate the production of 
Group insurance. The first insurance 


company to write a case of group hos- 
pitalization benefits was the Prudential 
which covered the employes of one of 
the largest tire manufacturers in connec- 
tion with group health and accident in- 
urance. 

from time 


Group life companies have 


to time received inquiries about writing 
this benefit for large 
March 22, 1934, the Metropolitan Life 
sent out a circular to its group sales or- 
Campbell, 


employers. On 


vanization signed by J. M. 
manager of the group division, which was 
accompanied by a covering memorandum 
Second Vice-President J. E. 
Kavanagh announcing the new benefits. 

The Aetna Life field 
force on Wednesday of this week a let- 


written by 
mailed to its 


ter announcing that it would write hos- 











pitalization benefits in connection with 
group insurance. Its plan in general fol- 
lows that announced by the Metropolitan 
Life as all companies, members of the 
Group Association, have known the gen- 
eral basis on which group hospitalization 
benefits would be offered. At the end of 
February the Group Association appoint- 
ed a committee which it is expected will 
draw up proposals for a uniform basis 
of writing hospitalization benefits for the 
information of all Group Association 
members. 
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December 31, 1933 
$175,169,871.31 


INCOME Over OUTGO 


$4,831 ,493.77 


BANKERS LIFE 
COMPANY 


GERARD S. NoLLEN 


DES MOINES, IOWA 
55 Years Old 


~ 


ASSETS 


1933 


President 














TRIPLE INDEMNITY 
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with 
Weekly Accident Disability 
in 
One Contract for One Premium 
General Agency contracts available at Bangor, Me.; Cincinnati, Ohio; 
Toledo, Ohio; Erie, Penna.; Harrisburg, Penna.; Altoona, Penna.; 
Williamsport, Penna.; and Detroit, Michigan. 
Inquire 
UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 
United Life Building 
Concord, New Hampshire 














CENERAL AMERICAN MEETINGS 
Pittsburgh Conference Last of Series; 
Executives Made Tour and Ex- 
plained Own Dep’t’s Work 
At the series of general agents’ con- 
ferences of the General American Life 
which concluded last week with an East- 
ern meeting at Pittsburgh executives of 
the company discussed the work of the 
departments they head in relationship to 
the man in the field. President Walter 
W. Head voiced his satisfaction with the 
progress made by the company since it 

was started in September, 1933. 

In addition to President Head the 
other home office officials who were 
present were John J. Moriarty, vice- 
president, who is head of the agency 
department; Emil E. Brill, vice-president 
in charge of group department; David 
W. Hopkins, assistant to the president; 
J. T. Lynn, superintendent of agents, and 
Otto J. Jurian, assistant actuary. 





GUARDIAN BREAKS NEW RECORD 


The Guardian Life’s record for one- 
day production, set on April 9, was brok- 
en again by the company’s field force 
on April 23 when the previous record 
was surpassed by 36% in number and 
45% in volume of new business submit- 
ted. The month’s campaign in honor ot 
Vice-President James A. McLain has 
produced a number of production rec- 
ords by both individuals and agencies 
throughout the country. 





MORAN BILL PASSED 


The New York State Senate has 
passed and sent to the governor the Mo- 
ran bill (Assembly Intro. No. 856, Print 
889) amending section 219, Insurance 
Law, by providing requirement that pol- 
icy of a life or casualty insurance cor- 
poration on the co-operative or assess- 
ment plan, indicate assessment plan shall 
not appiy to those doing business under 
article and maintaining reserve on all 
outstanding insurance required by sec- 
tion 210-a. 





GEORGE A. GOODRIDGE WINNER 


George A. Goodridge, one of the lead- 
ing producers of the Penn Mutual and 
attached to the J. Elliott Hall Agency, 50 
Church Street, was the winner in the 
Penn Mutual’s sixty-day effort in life in- 
surance volume, exclusive of annuities, 
which was a country-wide campaign. 
With seventeen other winners he wil 
visit Philadelphia April 30-May 1 when 
the company will officially recognize their 
achievements. 
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Fear of Cold Canvass 
Baseless, Wilson Says 


‘NO STRANGERS’ AUTHOR SPEAKS 





Tells Fraser Agency Most Direct Meth- 
od of Selling Has Many Advan- 
tages; Methods He Uses 





Cold canvass is probably the most dis- 
cussed, misunderstood and even feared 
method of selling life insurance, but in 
effectiveness it is second only to secur- 
ing a direct introduction, Eric J. Wilson 
told the J. M. Fraser agency of the Con- 
necticut Mutual Life in New York Mon- 
day morning. Mr. Wilson, author of the 
book “There Are No Strangers,” is a 
producer of the Ralph G. Engelsman 
agency, Penn Mutual in New York. 

Cold canvass is the most direct meth- 
od of selling life insurance there is, Mr. 
Wilson said, contrasting it with the ac- 
tion of some agents in cultivating a pros- 
pect socially for six months or so before 
making a life insurance approach. “Try 
to sell life insurance first; that is your 
duty. Then if you want to continue the 
social contact, do,” was Mr. Wilson’s ad- 
vice. He discussed service in the same 
light, saying that the greater service a 
life insurance agent can do is usually to 
place additional protection. 

Another advantage of the cold canvass 
is that effort is concentrated, the day be- 
ing spent within a few streets or blocks, 
Mr. Wilson said. This saves time and 
energy. 

Quick Thinking 

Cold canvass does take adaptability, 
he admitted. For instance, the agent 
may ask to see a man whose name is on 
a door and who is expected to be about 
3% years old. If when the agent is ush- 
ered in the man turns out to be 60 the 
agent must quickly change his plan of 
attack. 

However, there is one subject that 
covers the entire field, and that is the 
saving of money. Therefore Mr. Wilson 
recommends that a cold canvass presen- 
tation start out with a question about 
“Are you interested in the best plan for 
saving money?” As the agent goes along 
he can ask incidentally questions about 
the prospect’s situation—“You are mar- 
ried, are you not?” “If you have any 
children——,” and if the agent’s attitude 
is friendly he is quite apt to get all the 
necessary information in a short time. 
Then he can determine the need and 
launch immediately into an organized 
sales talk for that coverage. 

Diversification of Prospects 

Just as diversification of assets is im- 
portant to a life insurance company so is 
diversification of prospects important to 
the agent wh@ wants to be sure of his 
future. An agent who gets all his cases 
from some particular group may eventu- 
ally find that that group has lost all its 
money, and the agent is at a loss for 
profitable prospects. 

As an instance of what excellent pros- 

pects may be found in obscure places Mr. 
Wilson cited the case of an ice cream 
manufacturer whose plant was down un- 
der the Brooklyn Bridge, a stiff walk 
from all lines of transportation, but 
whose business was good and who when 
solicited bought $25,000. 
_ There are many such men, generally 
ignored because they are hidden away 
on obscure side streets where the rent 
1s low, men who don’t make a splash 
with advertising or elaborate plants but 
who are nevertheless making profits, Mr. 
Wilson reminded the agents. 





NEWARK CONGRESS MAY 16 


The Newark sales congress sponsored 
by the Life Underwriters Association of 
Northern New Jersey will be held May 
16. The regular luncheon meeting of 
the association will not be held in May, 
Its place being taken by the sales con- 
gress. The annual business meeting at 
which officers will be elected for the next 
year is scheduled for June 11. 


/ ospecting 


HE Is INVITED into millions of homes every 
Sunday—at a turn of the dial. He brings 


homes, and tells fathers and mothers how, 
in spite of reduced incomes, they can secure 


life insurance they 
need. Union Central’s 
salesman of the air! 

Every one of those 
families he visits is a 
prospect for Union 
Central _representa- 
tives during the fol- 
lowing week. The 
real problem is how 
to cover them fast 
enough. 

What’s more, a lot 
of these prospects 
write in for specific 
information — nearly 
60,000 direct leads 
to date. Naturally, 
they get preferred 
attention. 


WALTER E. BARTON, Vice-President 


THE UNION CENTRAL LIFE 


Insurance Company 









“You 
Jane. I signed up for Union Central’s 
Economic Adjustment Plan today.” 








per day . . 
commissions! 


certainly had the right idea, | “I’m so glad we heard about it on the 


a 


@ BY RADIO! 





more applications . 


‘Roses and Drums’ 
sent for this booklet.” 


Union Central men in the .ield say that 
“prospecting by radio” cuts down selling 


the “Roses and Drums” program into those time . and that means more interviews 


program — and 


. bigger 





CHARLES B. KNIGHT, President 


225 BROADWAY, NEW YORK CITY 


CINCINNATI 


PAUL S. RANCK, Sec’y-Treas. 


The Charles B. Knight Agency, Inc. 
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U. S, Chamber’s Health often used to call the public’s attention 


to those activities which are being wel] 


Contest Successful done and to those phases of the public 


health program which need strengthen. 
CITIES MADE > IMPROVEMENTS — : 5 
Since the inauguration of these con- 
tests in 1929 there has been a marked 
increase in the number of cities which 
have reached reasonable standards of 
health services. This is particularly true 
of such activities as safety of water sup- 
ply, adequacy of sewage disposal, pro- 
pss ; tection of children against diphtheria and 
Chamber of Commerce of the United the extension of services for disease pre- 
States and the American Public Health vention and control 
Association over 90% of those entered 
for two or more years have shown im- Penn Mutual Makes Yardley 


provements in their health services, ac- Assistant to Comptroller 


cording to the chamber. 
ng organizations report that Charles H. Yardley has been appoint. 
ie : ‘ ed assistant to comptroller of the Penn 
despite the fact that the standards for Mutual Life, and under the direction of 
judging services have been raised during Vice-President and Comptroller Gordon 
this period the cities competing have re- A. Hardwick will supervise all account- 
ceived progressively higher ratings. The ing activities including planning and re- 
contest has demonstrated that through search in respect to accounting methods 
this medium public health activities can and records, have supervision of the in- 


Midland Mutual Agents 
Meet in Columbus, O. 


COMPANY’S BUSINESS 50% AHEAD 





















































Many Public Health Aanccpsiations Re- 
tained; Contests Have Been 


Run Since 1929 


Veterans With Organization More Than 
Quarter Century Introduced; Stein- 
man Banquet Speaker 








Of cities competing in the health con- 
servation contests sponsored by the 


More than 300 agents of the Midland 
Mutual Life at the company’s annual 
convention last week heard the an- 
nouncement that the company has shown 
an increase of more than 50% in paid- 
for business so far this year. The con- 
vention, the company’s twenty-eighth, 
was held at the Deshler-Wallick Hotel 
in Columbus, Ohio, the company’s home 
city. 

A leading feature of the meeting was 
the introduction of the men who have 
been with the company for twenty-five 
years. Charles G. Barratt, assistant sec- 
retary and assistant treasurer, is the only 
living official who has given full time 
to the Midland from the day the home 














office opened. Of the other quarter- be strengthened and made more effect- ternal audit division and direct home of- 
century veterans H. K. Schaff is cashie1 G. W. STEINMAN ive. Through the development of local fice courses for clerical employes on ac- 
of the company and J. D. Rees is auditor interest, a better co-ordination of the counting. 

The following are general agents: S. B President G. W. Steinman on “Retro- _ official and non-official agencies, as well Mr. Yardley graduated from Swarth- 
Garwood, Columbus; Tice & Jeffers, gen- spect and Prospect.” J. Charles Rietz, as a better community appreciation of | more with honors in 1921 and has been 
eral managers, Columbus ; E. C. Mowrer, vice-president and actuary, was the health needs, can be brought about. with Lybrand, Ross Brothers, & Mont- 
Akron; K. I. Dickerson, Newark, 0.; W luncheon speaker on the second day, tell- In addition the contest has in many gomery, nationally known firm of pub- 
T. Trump, Dayton; L. U. Mechem, Be- ing waat lessons have been learned from instances resulted in: "lic accountants, for twelve years. 
thesda, O.; D. T. Hiser, Greenfield, O the depression. J. A. Hawkins, manager Identifying and retaining health ap- 

H. S. Foote, O. J. Dodge, H. H. Nep- of agencies, opened the various discus- propriations which were required to AGENT’S 81ST BIRTHDAY 
tune, W. G. Baughman and J. O. Jones sion sessions and R. S. Moore was also carry on essential health activities. In Solon H. Benbow, Kalamazoo’s oldest 
are representatives of the company. on the program. these days when public economy is so _ active agent, was honored on his eighty- 

Fieldman speakers who discussed vari- —_ - vital those interested in particular pub- first birthday recently. He has been as- 
ous phases of selling were L. B. Brence- lic activities can help constructively in sociated with the Northwestern Mutual 
man, Lancaster, Pa.; B. F. Carter, Co- PRODUCTION FIGURES AHEAD working out economy measures so as not Life of Milwaukee since 1888. Mr. Ben- 
lumbus; Lloyd T. Stillson, Youngstown Life insurance production was ahead to cut off essential services. bow sold a policy on the first day of his 
O.; Elbert S. Reeves, Ashland, Ky.; of last year in every state for March, The focusing of attention upon the connection with the company, after hav- 
Ralph W. Mowrer, Akron; Paul John- figures of the Life Insurance Sales Re- work of all agencies which has given, ing held only one previous job, that of 
son, Cincinnati; Glenn C. Ross, Readi ne search Bureau show. Sales were 127% _ often for the first time, a composite pic- commercial traveler for a hardware con- 
Pa.; J. A. VanderWerf, Grand Rapi of those made last year in that month, ture of the community’s health facilities cern, and he has since obtained signa- 
J. H. Moorcroft, Detroit; P. R om when the banking moratorium was in and achievements. This picture hasmade _ tures on the dotted line of some 3,500 
shall, Lima, and Stanley E. Martin, Co- force. Of the companies reporting 89% possible the planning of a more effective to 4,000 applications. 
lumbus. stated that their business was better than and unified community health program. At age 60 Mr. Benbow took out a 

A banquet was held Thursday evening the March before. Michigan and Mis- The analysis, which at the conclusion Twenty-Year Endowment policy which 
at which the feature was an address by _ sissippi had the largest improvement. of the contest is sent to each city, is has, of course, matured 











THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 THOMAS E. LOVEJOY, President 





Preferred Risk Life | Endowment 
Family Income Modified Life Salary Savings 
Retirement Annuity Disability - Double Indemnity 
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Securities Act Statements 


(Continued 


dulge in any spirit of partisanship. How- 
eyer, it 1S our firm belief that the act 
in its present form imposes restrictions 
and burdens which go far beyond the 
necessities of the occasion. 

“The unreasonable and _ far-reaching 
civil liabilities under the act are deterring 
even the strongest and most courageous 
corporations from issuing new securities 
or proceeding with desirable refunding 
operations. a om 

“With other life insurance institutions 
we are giving full co-operation to the 
Government in the purchase of large vol- 
umes of its securities. However, we be- 
lieve that national recovery cannot come 
alone through the issuance of additional 
Government securities and that it is 
necessary to encourage private enterprise 
to proceed along normal course through 
the distribution of corporate securities. 

Control Without Unnecessary 
Hampering 

“As to the National Securities Act of 
193 we refrain from detailed comment 
due to the proposed amendment. We 
are firmly of the belief, however, that 
this bill should be so constructed that 
it will exercise a reasonable control upon 
unsound trading practices without ham- 
pering the flow of sound investments 
which is so essential to permanent re- 
covery. 

“In thus addressing you we do so with 
the profound sense of our trusteeship for 
the policyholders whose interests are en- 
trusted to our care and with deep con- 
cern regarding the retarding effect of the 
existing Securities Act.” 

Telegrams to Washington Post 

The telegrams sent to the Washine- 
ton Post [which were reproduced in the 
Congressional Record] follow: 

G. S. Nollen, president Bankers Life of 
lowa: 

Almost total absence of offerings to us of 
corporation securities since passage ol Securities 
Act taken by us as substantial accuracy of 
repeated assertions that issuers and underwrit- 
personal liability hazard involved 
justify public offerings of such 
securities Consider proper amendment of act 
necessary to restore free security market. 

George Willard Smith, president New 
England Mutual Life: 

We have accumulated funds which we would 


be glad to invest in high-grade securities. 
We know that some borrowers are having 


ers consider 


too great to 


difficulty in extending their maturities owing 
to the pending securities act, and we have been 
told that the act is preventing the issuance of 
ew bonds for much needed financing of busi 
ness 

L. Edmund Zacher, president Trav- 
eiers 

Conditions under which financing must be 





uncertaken for emergencies, developments and 
new enterprises which are all helpful to busi- 
recovery are made difficult by the restric- 
and liabilities on directors, shareholders 
employes of borrowing corporations im- 
sed by the Securities Act of 1933 in conse- 
quence of which there are few new issues of 

iri being listed on leading exchanges 

enjoying a free market in which financial 
institutions have been accustomed to invest and 
tor which funds have been accumulated and 
substantial 





securities 





are now awaiting employment m 


William A. Law, president Penn Mu- 
tual Life: 
In our judgment the bond market is hungry 


from 





LAWRENCE LED LINCOLN 

H. C. Lawrence, general agent for the 
Lincoln National Life at Newark, led the 
company’s field men in personal produc- 
lion tor the first quarter of 1934 while 
Morris Fishman, general agent at De- 
troit, was second and L. C. Mascotte, 
O'Rourke & Co., Fort Wayne, was third. 
The leading agency was O. D. Douglas 


agency, San Antonio, Tex. 


$800,000,000 DIVIDENDS 

P lhe Equitable Society has passed the 
S00,000,000 mark in total dividends paid 
to policyholders since organization in 
1859. The first dividend disbursements 
were made by the Equitable in 1865 and 
amounted to $279,000 in that year. The 
dividends paid out up to the end of 
March, 1934, total $802,672,772. 
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for new offerings of prime quality hall-marked 


by first class issuing houses. ‘The best evi 
dence of this is the extremely high prices at 
which old issues of such character are being 


purchased. 
Arthur F. Hall, president Lincoln Na- 


tional Life: 
We need an understandable law, not subject 


to arbitrary rulings of Federal Trade Commis- 
sion, a law preventing wunlair underwriting 
profits and operations of pool-price manipula- 


tors; a law to encourage durable goods indus- 
tries to borrow and capital to invest. Such 
legislation, together with death of Wagner la- 
bor bill, would result in honest prosperity such 


as we have never known, Our citizens have 
billions of frightened money awaiting invest 
ment. 

Morean B. Brainard, president of the 
\etna: 


In reply to your telegram our companies have 
large sums awaiting investment and we believe 
that the onerous requirements of the Securities 
Act prevent opportunities which would ordi 
narily be presented to us in times where there 
was a decided increase in business activity sucl 
as is now evident. 

Walton L. Crocker, president of thx 
John Hancock: _ 

Responding to your inquiry as to the effect 
of the Federal Securities Act as proposed, I 
will state that in my opinion there is an ample 
market for new or refunding issues of sound 
securities which will be made manifest as soon 
as the way is cleared. 

Rk. W. Huntington, president of th 
Connecticut General: 

I feel that provision of 1933 Securities Act 
relating to liability of directors should be ma- 
terially modified. There is no lack of market 
for securities of well-managed companies, but 
stringent liability imposed on directors of ts 
suing corporations, accountants and venders 1s 
preventing needed refinancing and new tissues 

Peter M. Fraser, vice-president of thi 
Connecticut Mutual: 

lhe remarks of Mr. Rayburn may best be 
answered by referring to the prices at whicl 
many corporate issues are selling. Among such 
issues are many which would probably be re 
tired and refunded at lower inte i 
it not for the hability features of 






Act. Such refunding operations would be of 
financial benefit to the corporations involved 
That the market is in position to also absorb 


other corporate financing is evidenced by man 


ner in which municipal obligations are being 


rapidly absorbed daily. The Pennsylvania Rail 
road has also been successful in selling some 
of its treasury holdings, such subject, of course 


to approval of I.C.C. The liability provisions 
of the Securities Act appear contrary to the 
wishes of President Roosevelt to create credit 
expansion, 


Navid F. Houston, president of the 
\lutual Life: 

There undoubtedly has been for several 
months and is now a good market for sound, 
new or refunding issues of well-managed basic 
industries. This is evidenced in part by the 
rapid absorption of prime investment issues suct 


as Federal and municipal be s. To w 
extent in the present situation, with its uncer 
tainties, sound businesses would sell new bonds 
or engage in refunding operations if it were 
not for the unreasonable lability provisions of 
the Securities Act I have no means of ascet 
taining My opinion, however, is that the ve 
ume of their offerings would be substantial It 
seems clear, in any event, that directors of } 
businesses will not assume the unusual 
which they would incur under the present lia 
bility provisions of the act and will not vo 
for new or refunding issues. relieve in reg 
ulation of security issues, but I think that those 
responsible for the act as it stands got more 
out of our past experience than there was in 
and that prompt modification of the measure 
would greatly contribute toward economic re 
covery. 

Franklin I)’Olier, vice-president of the 
Prudential: 

We do not believe that lack of market is pre 
venting the sale of securities 1 
own experience we believe that life 


(Continued on Page 26) 














Basec 


insurance 





PRUDENTIAL ATHLETES VOTE 

There were 9,094 votes cast in the elec 
Prudential’s Athletic Asso- 
ciation for home office employes last 
week. Leslie S. Crater, assistant mana- 
ger of Division G, was elected president 
The new officers were inaugurated at the 
annual dance and revue of the associa- 
tion held in the Gibraltar Building Gvm- 
nasium last Friday. , 


tions of th« 


SEVEN 100% INCREASES 
State Mutual 
Life of Worcester had production gains 


Seven agencies of the 
of more than 100% during the first quar 
ter of 1934, the company’s ninetieth an 
niversary vear Twenty-two 
had gains of at least 25¢ 
period. 


agencies 
¢ during that 














GOOD WINES .... GOOD LIQUORS .... GOOD BEER 
GOOD FOOD .... GOOD SERVICE... . GOOD CHEER 


you'll find them all 


at 


Golden Hill 


at Fulton and William Streets 





Chita Golden Hill was just made for you folks 
of the downtown insurance district who want a 


cozy, friendly eating place where you can relax and 
hobnob with your friends ..and where good food and 


good drinks are in keeping with your surroundings. 


You'll especially like the Colonial Room for small 
informal gatherings. And there are semi-private 
rooms, as well. And, if you’re in a hurry ..there’s 
the Lunch Counter. Drop into Childs Golden Hill 


at Fulton and William Streets, today! 


THE NATION'S HOST FROM COAST TO COAST 
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L. L. Montgomery— 


Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. 
Why Do I Not Get Results I Feel I Am Entitled To? 


Where Do I Fall Down? 


Greatest of All Freedoms 


Life Insurance Salesman: 
“I believe, Mr. Prospective Client, 
decide things for himself in his own way. 


facts set up so that a decision can be made based on those facts. 
facts pertaining to your business is one thing, analyzing the 
The closer you get to yourself the more 


yourself is another 
After all we are creatures of prejudice. 


“Here you must use logic, a sort of two and two make four process. 
Starting now. 
objective the amount will be paid to your family. 
you will from that time on get what you are entitled to get, the 
and be free 


going to accumulate so much money, 


permanent income for yourself, 
a sense is the greatest of all freedoms.” 


that the 


man likes to 
is to have the 
Analyzing the 
facts pertaining to 
difficult it becomes. 


intelligent 
necessary 


average 


The only thing 


You are 

If you fail to accumulate the 
If you accumulate the objective 
full returns in 


from the control of others. That in 


Emotional Association With Facts 


One of the chief difficulties I find with 
the average life insurance salesman is his 
inability to let go or abandon himself 
in the interests of his prospective client. 
Too often a presentation of facts is made 
to a prospective client and the burden 
of the emotional relationship of the facts 
placed too heavily on the prospective 
client’s imagination. Many people have 
little imagination—they must be _ led 
every step of the way. 

Take the case of a life insurance sales- 
man who was suggesting to a prospective 
client the advisability of seeing that his 
small children would be taken care of 
in the event of the prospective client’s 
not being able to see his plans through 
for them personally. 

The prospective client had a nice home, 
an automobile, a fair income (evidently 
living up to every penny of it), but kept 
on saying that he couldn’t find the 
money. Because of a lack of emotional 
relationship imagery around the small 
children (as I call it, acute dependency), 
matters had come to an impassé. All 
that could be settled was that the pros- 
pective client was willing to talk it over 
further some time next week. 

When next week came the life insur- 
ance salesman brought an associate 
along and this was the conversation: 

“Well, Mr. Prospective Client, my as- 
sociate told me that he was setting up 
your affairs to see whether he could put 
you in a stronger position with respect 
to the things you wanted to accomplish 
than you are in at present. Naturally a 
man of your kind wants his children to 
get better than a fighting chance. He 
wants them to get the kind of educa- 
tion they are entitled to get. He wants 
them to have a home that is a place 


where they could be kept together as a 
going concern. He wants his neighbors 
and friends to feel that he knew how to 
play the game, that he knew what it 
meant to be little folks like little ships 
in a rough sea, not a chance to make a 
port in a storm. 

“It seems hard to find the money to 
do this thing, this most necessary of all 
things for a struggling family, giving 
them security and a chance. Stack all 
of this against your automobile, for in- 
stance. You are only using it on Sat- 
urdays and Sundays. Sunday is the one 
day when all the amateur drivers are out. 
It is the one day when the highways are 
crowded. It is the one day when the 
risk of accident is greatest. 

“Personally I always avoid the risk of 
taking out a lot of small children in a 
car on Sunday. I would rather go out 
in the fields or garden or take a train 
to a country place and go adventuring. 
That is, when there is so much at stake 
as there is here. You don’t really need 
that car and I think that you are big 
enough to see that. When you sell your 
car you have less expense and with that 
saving and the moncy obtained as pur- 
chase price you can be sure that your 


wife and children will not suffer. You 
never can tell what might happen. 
What’s a piece of machinery to peace 
of mind ?” 


The funny thing about this case is the 
fact that the prospective client found 
enough money from other sources to pay 
for $20,000 ordinary life because he 
didn’t want “to sacrifice a car.” It was 
the emotional relationship that stirred 
him up. The car idea was merely a 
means to an end on the part of a sales- 
man of many years’ experience. 


Strategy and Tactics 


At the present time Dr. Alekhine and 
Bogoljubow are playing a series of games 
for the chess championship of the world. 
From a description of the players one 
gathers that Alekhine, while a great 
strategist, is more of a tactician and that 
Bogoljubow is as great a strategist as 
his opponent but less of a tactician. The 
latter can work out well planned opera- 
tions away from the board but fails to 
put the plans through (tactics) in over- 
the-board play. 

There is a similar application in sell- 
ing life insurance. There are many fine 
strategists who can plan cases in a very 


wonderful way and have a vast knowl- 
edge of the relationship that life insur- 
ance bears in a man’s affairs, but thev 
slip up when it comes to the actual field 
work. They sometimes try to force is- 
sues through without taking the pros- 
pective client’s reactions into considera- 
tion. They are too sure of themselves 
as strategists but fair when it comes to 
tactics. After all we must be able to 
make many changes in our strategy 
when we face the other man, whether 
it be over the chessboard or in selling 
life insurance. We need both strategy 
and tactics. 


Thinking Objectively 


D.V 

On the matter of training to think ob- 
jectively perhaps this suggestion may be 
helpful. You walk to the station every 
morning to catch your train. Well, can 
you separate yourself from yourself 
now as you read this column so as to 
actually see (with your mental eye) your- 
self open the door of your house, walk 





down the steps slowly, looking at your 
watch. How do you look when you look 
at your watch? Did you really look for 
the time or was it merely a matter of 
habit? Did you auicken your step or 
take vour time? What did you sav to 
the paper bov? Was it Tribune or New 
York Times? Or did you pick up the 
paper and put down the pennies? Can 





NEW DUAL 
INCOME POLICY 


Another sharp tool for Fidelity 
selling kits. Combines in one con- 
tract its famous “Income for Life” 
plan and the well-known Family 
Income plan to provide coverage of 
the broadest appeal. 


ISSUED WITH DISABILITY 


May be issued with disability 
income of $10.00 per month for 
each unit of “Income of Life” 
vided. With “Income for Life,” 
Family and the “Dual 
Income” policies, in addition to its 
popular Bridge-Builder and Forti- 
fier plans, Fidelity agents can suc- 
cessfully meet the modern trend of 


pro- 


Income 


nsurance buying. 


Send for booklet, 
“The Company Back of the Contract’ 
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you see yourself mingling with your 
friends on the platform? Can you feel 
the muscular pull as you grasp the rail 
and climb the steps of the car? Can 
you sense the heavy smell of smoke in 
the smoker? And do you turn around 
and go into another car? 

“Tickets, please” Can you feel the 
ticket in your finger and hear the snap 
of the punch? 

Follow through and see yourself as you 
arrive at the office. 

Practice this from day to day and “see 
yourself” in various activities. Practice 
writing about your actions as if you were 
another person. Then talk about the 
character you have created and it will 
help you to put your prospective clients 
in pictures they want to be in—the fourth 
step in my selling formula. 





Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 





NATIONAL TEA CO. GROUP 
The National Tea Co. of Chicago, with 
approximately 8,000 employes in_ its 
chain grocery stores, has adopted a com- 
bined plan of group life, sickness and 
accident insurance. 


WOODWARD ano FONDILLER, tne. 
@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 











ISSUES AD CHART 





Equitable Society Using Full Page Mes- 
sages on Seventy-fifth Anni- 
versary Celebration 
it simple for Equitable So- 
ciety agents to follow the schedule of 
the society’s advertising in national mag- 
azines, the home office is sending out to 
agencies a chart in color showing across 
the top the cover pages from the maga- 
side a 
calendar in weeks for the year. A circle 
where a magazine line and a date line 

cross indicates an insertion. _ 

During May full page ads will appear 
in The Saturday Evening Post, Literary 
Digest, Time and Collier’s, dealing with 
the company’s seventy-fifth anniversary. 

All in all the Equitable’s messages are 
expected to reach 98,000,000 readers. 


To make 


zines being used and down the 





NYLIC REVIEW INDEX 
Nylic Review, publication of the New 
York Life, has issued a cumulative index 
for its year of 1933. The cover to the 
index is composed of small reproductions 
of the covers from the twelve issues of 
the year. 





from birth to 65 next birthday. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE, 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, 


A POLICY FOR EVERY PURSE AND PURPOSE 


Joseph L. Durkin 
Secretary 


John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 
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Wm. H. Sargeant 


(Continued from 


be written in a statement which was giv- 
en to the cashier with an order for a 
check. Then a letter of transmission 
went to the general agent, and there 
were other details, all of which were pre- 
sented to Mr. Hall. The latter was sat- 
ised the young man knew his way 
around, and later when Lang was made 
secretary to the president Sargeant suc- 
ceeded Lang as head of death claims 
and endowment division. 
Meeting the Field Force 

His next promotion was to be made 
head of policy issue department. After 
4 while he had charge of several depart- 
ments with about twenty men under him. 
Following this he was made inspector of 
agencies, in which post he did consid- 
crable traveling to offices of general 
agents (the work being mostly of an 
auditing character), and these were the 
frst of the important contacts with the 
field force which began cementing those 
friendships discussed earlier in this ar- 
ticle. His first official title was assistant 
secretary, from which position he was 
promoted to secretary, then to second 
vice-president, vice-president and _ presi- 
dent. 

The president of the Massachusetts 
Mutual was asked by the writer the other 
day if he desired to make any comments 
on life insurance company or field op- 
erations now as contrasted with those of 
half a century ago. “Even if you had 
the three or four weeks necessary to 
tackle that subject adequately, I haven't 
the time,” he said quizically. “I have 
been so busy watching and keeping pace 
with developments in what I consider 
the greatest business in the world that 
I haven’t had the leisure to become a 
historian. Writing or recording history 
is a job in itself. I only know that the 
developments have been continuous, have 
been of unusual variety, and most of 
them—as is demonstrated by the tre- 
mendous success and solidity of life in- 
surence—have been for the best. Occa- 
sionally we have made mistakes and up- 
on these occasions there has been no 
lack of criticism. 

A Business Conducted in Full View of 
Public 

“T think it a conservative statement to 
make that everything which life compan- 
ies have done in building up the present 
structure has been in the knowledge of 
the public—I know of no business con- 
cucted more in the open—and when 
there have been errors of judgment the 
business has never been in the dark:as 
to how such errors have been received. 
Occasionally we may have gone too far 
either in benefits offered, in methods of 
competition, or in some other direction, 
but always the mistake had been recog- 
nized and an attempt has been made by 
the insurance helmsmen to change the 
course of the ship in accordance with the 
laws of skillful and safe navigation. And 
the attempts have in the long run been 
successful. 

“Life insurance has gotten to its eco- 
nomic port of public confidence and 
esteem and has been able to carry in its 
ships 65,000,000 of the nation’s popula- 
tion because it has offered an honest and 
essential protection which each passing 
year has proved to be stable and secure. 
It has made the voyage to old age a most 
Pleasant one for hundreds of thousands 
of people, and that despite the hurri- 
canes through which it has sailed upon 
Many occasions. Many of these storms 

have seen in the half century with 
which I have been connected with life 
msurance. None has blown with great- 
er intensity than the one of four years 
duration through which we have just 
passed. It is gratifying to note that the 
sails, rigging and superstructure of the 
life insurance craft are nndamaged.” 

Contrasts Esprit de Corps 

But Mr. Sargeant decided he did want 
!o make a comment or two about changes 
of a specific nature. 

‘T will say something about esprit de 
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corps,” he said. “That’s growing more 
important all the time. As insurance 
men we have gotten together in many 
ways; meeting to exchange ideas; help- 
ing each other with our problems. We 
have extended co-operation from the 
scientific to many other divisions of the 
business. ‘This, of course, has included 
competition. It is a far cry from the 
old days when companies sometimes 
made wholesale raids on the agency 
personnel of other companies. There is 
some proselyting, of course, but it is 
mild compared to what it was in the old 
days. 


“The educational side of the business 
has shown considerable advance and 
agency building is along much more in- 
telligent lines. In the old days most 
general agents were producers, some- 
times the principal producers in their 
cffices. Nowadays in general agencies 
the head builds up organization, devel- 
ops men. The general agents themselves 
work much more in harmony and closer 
together than formerly. The Massachu- 
setts Mutual, by the way, was the first 
company, or one of the first, in which 
general agents and the agents formed an 
organization. With the Massachusetts 
Mutual this general agency association 
has been a real factor in circulation of 
constructive ideas, development of sales 
methods and personnel, and in inspira- 
tion and encouragement. Their conven- 
tions have been outstanding successes. 


“And, speaking of the co-operation in 
the business which began to be noted 
some years ago, I think the elder Flit- 
craft, publisher, did a particularly good 
job when he got together for the first 
time in a book policy forms of the vari- 
ous companies. Up to that time com- 
panies did not furnish each other with 
forms and other documents and _ there 
were many misunderstandings which led 
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“Opportunity for Men of Ability” 
THE COLONIAL LIFE 
INSURANCE COMPANY ORDINARY 


— of America — 
(Est. 1897) 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 
SERVING THE PEOPLE 37 YEARS— 
AND CONTINUING TO PLEASE! 
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JERSEY CITY, N. J. 


GROUP 








to unfair competition and sometimes to 
misleading the public. Criticism of one 
insurance company’s representatives by 
another did not help the reputation of 
life insurance as an institution. Flitcraft 
did not have an easy time in getting pos- 
session of the policies. There were times 
when it was necessary for him to find 
young men who would take out insurance 
just to get a copy of the policy for him. 
Anyway, the Flitcraft publications with 
these forms let the business know what 
everybody was issuing and paved the 
way for more liberality in forms and for 
other changes which proved desirable. 
Later the state insurance departments 
began to act in the matter of policy 
forms and their regulations benefited 
both the companies and the public.” 


Still Enjoys His Work 


After fifty years with the Massachu- 
setts Mutual, Mr. Sargeant still finds it 
more interesting and enjoyable to be 
around his office and talking to his as- 
sociates than to do almost anything else. 
He is in good health; in as joyful spirits 
as ever; is surrounded by a happy insur- 
ance company family; hasn’t much pa- 
tience with those taking a_ pessimistic 
view of life insurance; and every morn- 
ing gets a kick which has not yet lost its 
potency when he drives up to the large 
Colonial period building of the company, 
put up a few years ago, and regarded by 
everyone who has seen it as one of the 
most beautiful home office structures in 








Accident Sales Are Up 


So far this year accident sales are well ahead 


of last year’s record. 


Accident publicity is promoting the sale of 


accident insurance. 


How any man dares to be 
without it is hard to see. 


Accident insurance is always a reliable source 
of income and in addition it opens the way to the 


sale of life insurance. 


Rate folder on request. 


ESTABLISHED 1865 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





the world. His interests outside of lif 
insurance are few. He is chairman of 
the Morris Plan and is a director of the 
Springfield Institution For Savings; has 
been a trustee of a hospital and of a local 
mutual fire insurance company. 





Congressmen Preparing 
Report on Receiverships 


Chicago federal court receiverships, 
which include the Security Life under 
Judge Walter C. Lindley and the Illinois 
Life under Judge James’ H. Wilkerson, 
are to be reviewed in the halls of Con 
yress in the near future, according t» 
reports in Chicago last week 

The judiciary subcommittee of th: 
House of Representatives which has been 
investigating equity receiverships and 
bankruptcies in Chicago closed its Chi 
cago sessions last week with interviews 
with the judges, and promises were mac 
that the report will be completed and 
filed “long before June WO,” the final dat 

The case that is expected to receiv 
the widest publicity in Washingten will 
be that of the Security Life, whose re- 
ceivership was ordered in secret sessions 
of Judge Lindley’s court, and an impor- 
tant amendment to the contract was ap 
proved by the court without notice to 
paid up and term policyholders whon 
the amendment was exempting from re- 
insurance by the reinsuring company, th: 
Central Life of Illinois. The questions 
of fees to receivers also wilt probably 
come up in the report. 


500 in Chicago Congress 
Hear Prominent Speakers 

The Chicago sales congress held at the 
Hotel Sherman last week under the aus- 
pices of the life underwriters association 
there heard a number of prominent pro- 
ducers and managers, including Frank M 
See, St. Louis general agent, New Eng- 
land Mutual Life; J. S. Maryman, agent 
Aetna Life, Little Rock; W. Scott Smith, 
a leading St. Louis producer for Massa- 
chusetts Mutual, and R. H. Du Flon, su 
perintendent of agencies, Metropolitan 
Life. 

Manuel Camps, Jr., general agent, 
Penn Mutual Life, Boston, told why h« 
favors the organized sales talk, and Dr 
William B. Bailey, economist of the 
Travelers, discussed the changes in the 
financial picture. Dr. Railey’s 
was quoted in last week’s issue of The 
Eastern Underwriter. 


address 


President Roy L. Davis of the asso 
ciation and Past President John R 
Hastie were chairmen of the sessions 


Roger B. Hull. managing director, Na- 
tional Association, told about member- 
ship gains in the association. There 
500 at the ccngress. 


wert 





Miss Alice H. Grady, deputy commis 
sioner of the Massachusetts state sav 
ings bank life insurance system and one 
of the persons chiefly instrumental in 
organizing the system, died in Boston 
last week. Miss Grady for a long time 
had been secretary to Louis D. Brandeis, 
Supreme Court Justice, when he was 
rracticing law in Boston 


EQUITABLE, D. C., FIGURES 
Total assets of the Equitable Life of 
Washington, D. C., were $9,928,058 at 
the end of 1933, the annual report shows 
First mortgage loans amount to $,141,- 
274, public utility bonds to $1,931,480 
Cash is reported as $280,341. 
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SALES CONTESTS 


By M. Zenn Kaufman 


No. 3 Showmanship 











Acknowledgment is made to Harper & 
Brothers for permission to preprint ma- 


terial from “How to Run Better Sales 
Contests” by the author of this article 
Please don’t ask me to give you a 


definition of showmanship. Showman- 
ship is simply the art of putting on a 
good show. A contest without showman- 
ship would be a dinner without flavor. 
Showmanship is that precious quality 
in contest strategy that makes the agent 
what he isn’t. It is infectious, contagious 
and unrelenting in its influence. It helps 
take the man out of himself and this 
transformation is important in putting 
the man into the contest body and soul. 


A General Electric Contest 


Human nature can be swayed to almost 
unimaginable extremes by good show- 
manship. When a Jersey distributor of 
General Electric refrigerators held a 
War contest recently he started shoot- 
ing guns and cannon in his men’s ears. 
He hired the forty piece brass band of 
the Elizabeth Orphan Asylum, played 
martial music, rolled drums, blew bugles, 
raised a flag high on a pole, and I want 
to tell you if you had been there your 
hair would have stood on end. The men 
actually shouted with enthusiasm as the 
contest began, so powerful were the ele- 
ments of good showmanship that were 
used to attract their attention and gain 
their interest. 

Showmanship enters the picture at 
the very first stage of your plan when 
it comes to selecting a theme for your 
contest. A Cleveland department store 
recently ran a “Big Bad Wolf” contest 
That was good showmanship because it 
was timely. Showmanship should be used 
in connection with the launching of a 
contest. This includes the holding of 
meetings such as the refrigerator com- 
.pany used. A company that was using 
trips to Bermuda as a prize held the 
opening meeting of a contest on one of 
the Furness Bermuda boats as it rode 
anchor in New York Harbor. Dinner was 
served on the boat. Motion pictures 
were shown and every man in the group 
was put into the frame of mind where 
he swore to himself that he was going 
to win the trip to Bermuda in the con- 
test or kill himself doing it. 

I want to jump to the other end of the 
contest for a minute and touch further 
on the subject of prizes. I do so at this 
point because it is here, at the very be- 
ginning of the contest, that you have 
to begin featuring the prizes and focus- 
ing the mind of each man on the thought 


that he is out to win If your men 
don’t visualize the finish of the contest 
at the very start then your contest has 
not really started 

Everything that is printed in connec- 
tion with the contest gives you an op- 
portunity to use showmanship. Some 
time ago a life insurance company ran 
what was called an “All Producers 
Week” in honor of an officer of the 
company It was planned that at the 
end of the week all of the orders would 
be presented to this officer at one time 
as a gift. Therefore, instead of using 
an ordinary report form a special car« 


was printed which resembled a gift box 


Each salesman was given a supply of 
these “boxes” and in that way was im- 
pressed with the fact that he too was 


expected to make his little personal gift 
to the officer of the company. 

The publicity that you will seck in 
connection with your contest gives you 
lots of opportunity for good showman- 
ship. A Florida company arranged with 
a local newspaper to run off a few hun- 
dred extra copies of a front page of a 
newspaper featuring the contest and its 
progress. 

Elements of Good Showmanship 

What are the elements of good show- 
manship? Let’s be specific and consider 
the ways to approach the problem of 
putting good showmanship into contest 
operations. Here is a list of the things 
that can act as vehicles for showman- 
ship. 

Life, Color, Realism 

\ctual life is better than pictures or 
words. When Stan Hale brought actual 
living characters into his football con- 
test he was using this first element. 
Meetings of all kinds lend themselves to 
the use of life as an element of show- 
manship. 

\ black and white 
world. Remember the 
color has for you. 

What the theatrical people call 
“props,” will always add to a sales con- 


dull 
that 


world is a 
attraction 


test. A contest without props is like 
a show without scenery.* Props are 
usually very inexpensive to acquire and 
should be used wherever possible. For 
instance, if you are running a war it is 


a simple matter to buy a few toy cannon 
and place these on your theoretical bat- 
tlefield. In a football contest one com- 
pany gave regular college felt penants 
in special colors to the divisions to post 
in their offices. 
Action 

Give a man a chance to do something. 
One company told its men if they made 
quota they could send a fifty word tele- 
gram to the home office and put in it 
anything they wanted. A manufacturer 
of filing equipment used a mythical “Ol’ 
Man Depression” as the opponent of the 
men in a prize fight. At the start of 
the contest, a life size picture of the 
opponent was put on the wall and the 
men were allowed to throw knives at it. 


The Westinghouse Lamp Co. in connec- 
tion with a prize fight contest sent the 
men a booklet with a trick arrangement 
on the inside cover whereby the men 
could pull a string and a gloved fist 
would push out and smack the men on 
the jaw. When the string was released 
the fist would snap back into place. Peo- 
ple like to play. This little jigger created 
a lot of interest and attracted a lot of 
attention and gave the men a chance 
to jump right into the contest by pull- 
ing the string and landing the first blow 
with some real action. 
Background 

Often standard public literature can be 
used as a background for a contest. For 
instance, Jules Verne’s book, “Around 
the World in Eighty Days,” has been 
used as the theme for a Round the 
World Contest. Peter B. Kyne’s book, 
“The Go Getter,” has been used as an 
introduction to the popular “Blue Vase” 
contest. In that book a lad named “Bill” 
Peck was told to buy a blue vase for 
his boss and though every possible ob- 
stacle was placed in his way he over- 
came all these obstacles and found the 
vase. This story has frequently served 
as an inspiration to men whose compa- 
nies want to give them hard jobs to do. 

Timeliness is important not only from 
the standpoint of seasonal interest but 
in respect to events of the hour. A 
company in the South capitalized the 
successful floating of a Washington 
bond issue by announcing that it, too, 
was going to float an imaginary bond 
issue and gave each salesman a quota 
of imaginary bonds that he had to sell 
to put over this “Prosperity Drive.” 

Personality 

In a baseball contest one company 
showed a picture of its president throw- 
ing a baseball. This was captioned as 
a sign of the personal interest of this 
president and his spirit of interest in 
the contest. 

In conclusion I want to point out that 
there are only two kinds of showman- 
ship. Good and bad. Poor showman- 
ship represents wasted effort. The aver- 
age man is a very good judge of what 
constitutes a good and bad show. He 
sees so much of it around him in his 
daily life, in the movies, on the stage, 
in the air, in show windows, in adver- 
tising, and finally in his own selling, that 
unconsciously he has become a very good 
critic and is quickly contemptuous of 
anything but a good show—and he prob- 
ably even resents poor showmanship. 
Therefore, let me take particular em- 
phasis on the need for putting show- 
manship into your contest from the very 
beginning to the very end at every pos- 
sible stage. No detail is too small to 
deserve consideration as a vehicle for 
showmanship and I might add that this 
extends not only to the contest but be- 
yond it to the awarding of prizes. One 
company running a baseball contest not 
only used World Series seats as a prize, 
but in presenting the tickets and supple- 
mentary cash awards to its men enclosed 
them in little paper baseballs. 





Field of THE 


men 


INSURANCE COMP 





have discovered how 


LINCOLN NATIONAL LIFE 
ANY of Fort Wayne, Indiana. 


to satisfy the buyer of business 


insurance. They sell the EMANCIPATOR PLAN—at age 35— 


$10,000 for annual premium of $113.80. 2...) . 











7 


ye ra 
a 


Spring ta Hore 





. /; 
E Dauninsen ts Rlod 
ee 


rw 





— 
4 
* 


* 
1) 
, 


t 
: 


p 
j 








path fo. Cnqnter a Ones See-f° 





WARD H. HACKLEMAN DIES 
General Agent of Massachusetts Mutual 
in Indianapolis Prominent in 
Association Work 
Ward H. Hackleman, Indiana general 
agent for the Massachusetts Mutual Life, 
died unexpectedly last Friday at his 
home in Indianapolis after a heart at- 

tack. 

Mr. Hackleman, a leading personal 
producer as well as general agent, was 
42 years old. He was born in Rushville 
and came to Indianapolis in 1911 after 
attending Wabash College and became 
associated with the Massachusetts Mu- 
tual. He received the general agency 
of the company five years later, the firm 
being known as Hackleman & Flynn. 
Later Flynn left the company and in 
1923 Roy Shields was admitted as a part- 
ner. This partnership was dissolved last 
year. 

Mr. Hackelman was a former president 
of the Indianapolis Association of Life 
Underwriters, a member of the National 
Association, the Indianapolis Chamber of 
Commerce, the Columbia Club, _ the 
Woodstock Club, the University Club, the 
Dramatic Club of Indianapolis and at 
one time was president of the Indian- 
apolis Country Club. He was a thirty- 
second degree Mason and belonged to 
Beta Theta Pi fraternity. The widow 
and two sons survive. 





SPOKE IN ST. CATHERINES 
\. D. Anderson, president of the Life 
Underwriters Association of Canada, 
spoke last week before a large meeting 
of southern Ontario life underwriters 
St. Catherines, Ont. 


C. S. BRIDGMAN DEAD 
Charles S. Bridgman, deputy revenue 
(sheriff) of Aylmer, Ont., and agent ol 
the Imperial Life there, died recently at 
age 70. He had been active in insut- 
ance for thirty years. 
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Walter E. Webb Goes With 


Sears, Roebuck Companies 


Walter E. Webb, former executive 
vice-president of the National Life of the 
US.A. has gone with the Sears, Roe- 
buck insurance organizations—Hercules 
Life and Allstate Insurance Co. In a 
statement Vice-President Carl L. Odell 
said; “It is our opinion that Mr. Webb 
will make a most constructive contribu- 
tion to our program.” Mr. Webb was 
formerly chairman of the Association of 
Life Agency Officers. 





New York Berkshire Agencies 
Sales Congress Next Monday 


Jerkshire Life agencies in New York 
City, Newark and Brooklyn will have a 
one-day sales congress Monday at the 
Hotel Pennsylvania in New York. On 
the program will be Harrison L. Amber, 
vice-president; Frank J. Owen, actuary, 
and Lewis B. Hendershot, manager of 
agencies, Who were also present at a 
one-day congress at Philadelphia on 
Thursday and who will be at a joint 
sales congress of the Berkshire’s Balti- 
more and Washington agencies tomor- 
row. Also on the New York City pro- 
cram will be Dr. Frank Harnden, med- 
ical director. 

Those from the New York territory 
taking part will be S. S. Wolfson and 
k. A. Van Alst, chairmen of the ses- 
sions; O. J. Hebel, W. M. Carroll, Jr., 
Dr. Emanuel J. Jack and Harry Sto rek. 


Richesdete te 2 Pulisics 


Fred Lieberich, Jr., New Jersey man- 
ager of the Jefferson Standard Life, 
with Newark headquarters, has gone into 
politics and announced his candidacy as 
a town commissioner in West Orange. 
Prominent in civic affairs, Mr. Lieberich 
has been president for two terms of the 
Fourth Ward Civic Association of his 
town and is now acting president. 

National committeeman from New Jer- 
sey to the National Association of Life 
Underwriters, Mr. Lieberich is also on 
the national committee on business prac- 
tices and ethics. He is past president of 
the Northern New Jersey Life Under- 
writers Association. 


S. B. LOVE COLLEGE TALK 

S. B. Love, manager at Richmond for 
the Mutual Life of New York, talked 
last week before an economics and busi- 
ness administration class at the College 
of William and Mary, discussing the his- 
tory of life insurance. The class num- 
bercd 120 men and women. 


REGINALD GILHAM DEAD 

Reginald Gilham, for many years treas- 
urer of the Life Insurance Co. of Vir- 
ginia, died last week in Richmond, age 
81. A recent fall was a_ contributing 
source of death. Mr. Gilham, who re- 
tired several years ago, was the son of 
Col. William Gilham, once of the Con- 
federate Army. 








YOVITS 10TH ANNIVERSARY 
The Albert Yovits Organization, Se- 
curity Mutual Life agency in New York 
City and leader of the company in pro- 
duction, this month celebrated its tenth 
anniversary. Recently the agency moved 
into new quarters at 1457 Broadway. 
CENTRAL S STATES LIFE LEADER 
L. W. McQuarrie, Central States Life 
in Salt Lake City, is the new president 
of the company’s President’s Club. His 
renewal record was 100%. 


NEW CLEVELAND MANAGER 

John S. Logan has been appointed 
manager for the Life Insurance Co. of 
Virginia in Cleveland. He will operate 
under the home office supervision of 
Vice-President J. S. Davenport, Jr. 





APPOINTED IN HARRISBURG 

he Provident Mutual has appointed 
Boyd M. Ogelsby general agent in Har- 
tisburg, Pa., succeeding S. G. Landon. 


To Be Memphis Chairman 








KARL 


LJUNG, JR. 


assistant secretary of 
the Jefferson Life, is to be chairman of 
the Memphis meeting of the Life Adver- 
tisers Association, November 1, 2 and 3. 
At the recent meeting of the associa- 
tion’s Southern Round Table at Greens- 
boro he conferred with the association 
president, Nelson A. White, Provident 
Mutual, on plans for the Memphis con- 
vention. 

Mr. Ljung is a specialist in the con- 
servation of business. His name, for the 
benefit of those intrigued by its spelling, 
is pronounced like Young. 


Karl Ljung, Jr., 


aimee Nisaienel Life 
Raises Dividend Scale 12!/2% 


The Northwestern National Life of 
Minneapolis has increased its scale of 
dividend distribution 124%% compared 
with the past twelve months. This means 
in effect an increase in the actual divi- 
dend paid on individual policies of from 
17% to 30%. 

The company has taken this action in 
recognition of improved experience. The 
company also pays to persistent policy- 
holders as a persistency bonus the dif- 
between a basic rate and the 


ierence : 
dividends actually paid plus interest at 
the rate allowed on dividends left with 


the company. It pays this persistency 
bonus or mortality dividend on policies 
maturing by death or otherwise and on 
policies becoming fully paid up and in 
any event on the twentieth anniversary. 
President O. J. Arnold in a letter to 
the field force says that the increased 
dividend scale will become effective on 


May 1. 
AMERICAN CENTRAL’S WINNER 


Morris M. Conn, American Central 
Life district superintendent, has won 
permanent possession of the President's 
Trophy awarded by the company, hav- 
ing won the trophy both this year and 
last. Only members of the American 
Central field club are eligible to compete 
in the contest for the award. Will M. 
Benton was second. 


HEAR UNIVERSITY PRESIDENT 

Dr. H. J. Cody, president of the Uni- 
versity of Toronto, spoke at the April 
meeting of the Toronto Life Underwrit- 
ers Association. 


HASTIE’S | ST. LOUIS TALK 
John R. Hastie, Chicago associate man- 
ager, Mutual Life of New York, was the 
speaker at yesterday’s meeting of the 
Life Underwriters Association of St. 
Louis. 











“ GUARDIAN * 
, LIFE NEWS , 


Consistent Gains by Guardian Field! 





Business in March, 1934 exceeded that for March, 1933 
by 57% in volume—likewise a 579% increase in number 


of lives! 


March increase is fifth consecutive monthly gain... 
eighth increase in the nine months of the current Club Year, 
which commenced July 1, 1933. 


The first quarter of 1934 shows a paid-for increase of 


31%—a 48% increase in number of lives! 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 


50 UNION SQUARE NEW YORK CITY 
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CHECK? 


executive has 


WHO SHOULD GET 
\ Montreal 


column 


insurance 
to Canadian 
that 


premiuins Day- 


given a interview 


Insurance based on his suggestion 
assureds should make fire 
able to companies and not to brokers 
This is on the assumption that the brok- 
er is the representative of the assured 
and not of the 


fers business. He 


company to which it of- 
thought that the 


prefer this sys- 


ma- 
jority of brokers would 
tem to become general, and that if adopt- 
ed it 
bating the 
ada there 


another means of com- 


Recently in Can- 


would be 
credit evil. 
have been some failures of 
brokers who were in possession of checks 
which did not reach the 


the proceeds disappeared in the 


companies and 
wreck- 
age of the business. 


Sounds practical, but probably a con- 


siderable time will ensue before this 
method of remittance will become gen- 
eral. 

In New York City there have been 
some recent decisions which had to do 


destination of premi- 


assured paid and which 


with the ultimate 
ims which the 
eventually did not reach the head offices, 
of the broker, 


mid-term cancela- 


either because of failure 


controversy over in 
tion and other circumstances. At least 
one of these decisions is rather disturb- 
companies. It may be said 
that there is some discussion of the sub- 
but no defi- 


future 


ing to the 


ject in company offices here, 
nite opinion yet as to what the 


will hold forth. 


INSURANCE 
USED IN ENGLAND 
The Stone & Cox Accident Insurance 
Year Book of 1934, published in London, 
has been received in this country and is 


\ BOOK OF FORMS 


a most interesting volume as it contains 


hundreds of pages of forms. A glance 


through it shows some lines of coverage 


not very familiar to this country, such as 


School and Teachers’ Liability. It covers 


many points of contact where injuries 


may occur. A Sunday school, for in- 


stance, is not a place where one would 
think there 


But there are such accidents, and a Brit- 


would be need of insurance. 
ish lawyer discussing this said recently: 
“Having invited children to attend school 
duty to see that the 
premises and apparatus or furniture are 


there is a legal 
reasonably safe. If through a breach of 
that 
jury 
would be liable for damages. 


duty an accident happens and in- 


results those persons responsible 


In country 
authorities fre- 


districts educational 


provide vehicles to carry chil- 


quently 


1907, at the post office of New York City under the act 


dren who live at some distance from the 
school to and from their homes, and it 
has been decided in the House of Lords 
that if a scholar meets with an accident 
while being so conveyed, through the 
authorities to provide a 
each vehicle, neglizence 
has been displayed, and the injured child 


failure of the 
‘conductor’ to 


It was re- 
but re- 


” 


is entitled to compensation. 
Appeal, 
of Lords. 


versed in the Court of 
instated in the House 

Cycle insurance is given considerable 
as bicycle riding is very popular 
In discuss- 


Space 
in many parts of England. 
ing the depreciation of bicycles the book 
Sut a far more important 
is that which deals with the 
value of the machine. 


says: con- 
sideration 
It is a well-known 
commercial fact that directly even a new 
machine has been purchased its sale value 
is very much lower than the cost price. 
The depreciation of the value, therefore, 
is an important factor, and it is one which 
has a greater influence upon cycle insur- 


wnce than any other clause. The com- 
panies assess the value for the first year 
after purchase (new) at the net cash 


price paid, or at that for which a similar 
may be obtained; the 
year the value is reduced by one-third, 
and in the third year by one-half. There- 


niachine second 


after it is assessed at such a sum as may 
be agreed company having 
power in all cases either to pay cash or 
to replace the machine by one of the 
But what- 
value of the machine, no reduc- 
tion is made in the premium. It must, 
however, be mentioned that money ex- 
pended on improvements to the machine 
is taken into account. 

“What is the effect of these reduc- 
tions in value? It practically results in 
the limiting of the insurance to new ma- 
chines and to renewals being very few 
and far between. The insured is far- 
sighted enough to see that he is being 
charged the full premium for a reduced 
insurance, so he generally resolves to run 
the risk himself. Therefore cycle insur- 
ance, from the office point of view, is a 
class of business where the selection is 
always against the office. And there is 
little cause for surprise that such should 
be the case. The insuring public desires 
full value for its money, and cannot un- 
derstand why it should have to pay the 
same premiums in the third year as in 
the first when the insured value of the 
machine has been written down 50% by 
the office.” 


upon, the 


same value and description. 


ever the 





Samuel D. McComb, manager of the 
Marine Office of America, will represent 
the American Institute of Marine Un- 
derwriters and the Association of Ma- 
rine Underwriters of the United States 
at the annual meeting of the Chamber 
of Commerce of the United States in 
Washington next Tuesday to Friday. 


The Human Side of Insurance 


HENRY S. NOLLEN 


Henry S. Nollen, president of the 
Equitable Life of Iowa, told commerce 
seniors at Drake University that making 
a goal of money leads to an incomplete 
life. Mr. Nollen was speaker at recog- 
nition day services for the Drake College 
of Commerce and Finance. 

* * * 


William C. Fletcher, secretary of the 
Metropolitan Life, is making the voyage 
to the Near East with James D. Craig, 
actuary of the company, and James R. 
Herman, assistant actuary. In The East- 
ern Underwriter last week Mr. Herman’s 
name was inadvertently given as James 
R. Hammond. They will attend the Rome 
congress of actuaries. 

* &*¥ & 


John M. Powell, president, Loyal Pro- 
tective Insurance Co. of Boston, and Mrs. 
Powell are en route to Italy where Mr. 
Powell will attend the International Con- 
gress of Actuaries which convenes next 
week in Rome. Mr. Powell is regarded 
as an authority on the statistical side of 
the accident and health business and ad- 
dressed the annual meeting of the Health 
& Accident Underwriters Conference a 
vear ago on the subject, “Our Increas- 
ing Loss Ratios,” which made a big im- 
pression. 

+ + * 


Ernest J. Heppenheimer, president of 
the Colonial Life of Jersey City, and 
Mrs. Heppenheimer celebrated their 
twentieth wedding anniversary this week 
at their home in Englewood, N. J. Mr. 
Heppenheimer, at one time a judge of 
the Court of Errors and Appeals of New 
Jersey, has been connected with the Co- 
lonial Life for thirty-seven years. 

* * + 


E. C. Wise, treasurer of the 


Colonial 


Life, is sailing tomorrow noon on the 
S.S. Rex for a six weeks’ vacation 
abroad. His itinerary includes Italy, 


France, Germany, Holland, Belgium and 
England. 


. « -s 


Milton L. Woodward, general agent in 
Detroit of the Northwestern Mutual Life, 
will talk before the Buffalo Life Under- 
writers on the subject, “Get In; Get Go- 
ing; Get Out.” He will also address the 
general agents’ association in that city. 

* + x 


Claude Allegar of Marion, Ind., gen- 
eral agent in casualty and fire lines, re- 
cently was elected president of the ‘Ma- 
rion Municipal Ownership League, an 
organization formed for the purpose of 
crystalizing public opinion in favor of the 
municipal ownership of utilities. 














THOMAS I. 


PARKINSON 


_Thomas I. Parkinson, president of th: 

Equitable Life Assurance Society, has 

been elected a director of the Borden ( 
: « « 


E. E. Cammack, vice-president and ac- 
tuary of the Aetna Life, sailed for Ev- 
rope this week. He will attend the In- 
ternational Congress of Actuaries ir 
Rome. 

.* @ 


Lorry A. Jacobs, public relations di- 





rector of the Southland Life of Dallas 
was one of the party of Texans that ar- 
rived in New York last Thursday on a/ 
special train which had previously 
stopped at Washington where the Tex- 
ans were received by President Roose: | 
velt. The party was welcomed at a| 
luncheon given by the Merchants Asso- 
ciation of New York at the Hotel Gov- 
ernor Clinton, Thursday, which was at- 
tended by Mayor LaGuardia. The spe- 
cial train carried about three score 
Texas newspaper, oil, cattle and other 
business men, the trip having been ar- 
ranged by the Texas Press Association 
for the purpose of carrying to Presiden 
Roosevelt assurance that the administra- 


tion’s recovery program was putting | 
Texas out front. 
* a ~ ' 
i 
Frank H. Smith, former Insuranc: 
Commissioner of New Jersey, is a cat- 


didate for the Republican nomination for 


mayor of Plainfield, where he has re- 
sided for a number of years. Former 
Commissioner Smith served two term: 


as Commissioner in the sta te’s Insuranc 
Department. He is 65 years old. 


‘.£ * 


Eugene L. Meanley, popular suret! 
manager of R. C. Rathbone & Sons 
plans leaving today for a week’s sojout! 
at Princess Ann Country Club, Virginia 
Beach. 


= = 


Barry Drew, son of Cyrus King Drew 
managing editor of the Western Under- 
writer, San Francisco, will graduate nex 
month from Brown’s Pasadena Training 
School of the Theatre. He is studyin: 
to be a Little Theatre director. 

* * * 


Harry E. Newell of the National Boar¢ 
of Fire Underwriters, who is a candidat 
for the Republican nomination for mayo 
of his home town, Bloomfield, N. J 
probably will receive the endorsement © 
local Democrats, it is reported. 
Democratic candidate for the office ha’ 
come forward. With the support of the 
Democrats it is believed Mr. Newell w 
be assured of the election. 
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Has His Own Trout Stream 


John L. Way, former vice-president 
of the Travelers, and a member of its 
board of directors, has a large country 
place twenty miles from Hartford which 
has its own trout stream. On _ the 
estate is also a fishing and hunting club 
at which many insurance men have been 
guests and which Major Howard Gid- 
dings of the Travelers made famous 
among Connecticut sportsmen by shoot- 
ing one day as many partridges as he 
says he did. It was either two or three 
dozen. There are also ducks on the 
place which during the season one may 
bag if in the mood to rise early enough. 
On the walls are a deer head, a wild cat 
skin and various other game trophies. 

At this club on Saturday afternoon last 
there was a rifle shooting contest in 
which H. H. Armstrong, John Hoover, 
Gordon Kuehner and Weymouth Mur- 
rell of the life agency division of the 
Travelers participated, and which was 
won by Vice-President Armstrong. The 
writer started in the contest but his first 
three shots missed the tree on which the 
target was nailed, the bullets penetrat- 
ing the sole rowboat on the John L. 
Way lake, causing so much leakage that 
it could not later be used for deep lake 
fishing. The boat having been put out 
of commission, attention was next turned 
to trout fishing. At the end of the day 
there were just as many trout in the 
brook as there had been the day before 
as not even a Montreal fly could tempt 
one from underneath the rocks in the 
stream. 

Gordon Kuehner blamed on _ himself 
the fact that he had no fish to fry for 
the dinner he cooked as he could have 
bought some before leaving Hartford. 

“Next time we invite a newspaper man 
to the club and hand him over a rifle 
we will move the boat out of range,” 
was his comment. 


David Lawrence Fan 


_ One of the most important men in the 
insurance business said to me the other 
day: “About the only kick I get out of 
newspapers nowadays is in reading what 
David Lawrence, the Washington writer, 
has to say. After I finish the back page 
of the United States News I feel that 
Sanity and conservativeness are not 
among the missing links in this country.” 
* * * 


The Taylor Society 


The chairman of the New York met- 
ropolitan section of the Taylor Society 
devoted to the objective study of indus- 
trial and business management is Charles 
Gordon Smith, who has been manager of 
the New York State Insurance Fund 
since 1925. The origin of the Taylor So- 
ciety was in 188 when there was pre- 
sented before the American Society of 
Mechanical Engineers a paper by Henry 

Towne entitled, “The Engineer as an 
Economist.” For several decades the 
A. S. M. E. served as the forum in 
which management problems were dis- 
cussed, the papers of Frederick Winslow 
Taylor being notable contributions, but 

















eventually some of the management 
group took to holding informal meetings 
of their own. Out of these meetings 
grew the Society to Promote the Science 
of Management, later renamed the Tay- 
lor Society in memory of the man whose 
work it carries on. The Taylor Society 
is an international organization, one of 
its branches being in Tokio. 
+ *” + 
Collects a Million But Cuts Employes 
“For Lack of Funds” 


Due to lack of funds, the Kentucky In- 
surance Department is now working with 
fewer employes than previously, al- 
though, owing to business conditions, the 
work has greatly increased. 

In contrast, more than $1,000,000 has 
been paid into the Kentucky Insurance 
Department by insurance companies of 
the state during the present fiscal year 
which began July 1, 1933, according to a 
—_ made by Insurance Commissioner 
r. B. Senff. Of this amount $930,479 has 
cas paid into the account of the general 
fund of the state; $46,059 for the main- 
tenance of the Department of Fire Pre- 
vention and Rates, and $42,575 for the 
operation of the Workmen’s Compensa- 
tion Board. 

The Department is maintained on a 
budget of $45,000. This amount is sey- 
eral thousand dollars less than used by 
previous administrations, Commissioner 
Senff said. The balance left in the fees 
account is, at the end of the fiscal year, 
transferred to the general fund of thx 
state. 

— 


E. Simon Banks With Merged Paper 


Two Philadelphia daily 
were merged this month. Among the 
staff men retained is E. Simon Banks, 
in charge of the picture page of one of 
the papers and well known for some 
years in Philadelphia as a correspondent 
of insurance papers. 

* . 7 


National Advertising For Charles F. 
Howell 


Charles F. Howell is the most widely 
publicized insurance newspaper editor of 
the month and the central figure in a 
column advertisement inserted in maga- 
zines of national circulation by Edge- 
worth Tobacco Co. of Richmond, Va. 
He sent a letter to the tobacco company 
which it has reproduced in the magazines 
under the headline, “Confession of a 
Brooklyn Pipe-Smoking Editor.” The 
letter was printed after he joined the to- 
bacco company’s Corn Cob Pipe Club. 
When he accepted membership in the 
club his social friends asked him what 
ould be his tobacco attitude at cocktail 
parties and private dinners. He said that 
upon those occasions he would leave his 
corn cob pipe at home, knowing the pre- 
judices of hostesses—and most guests— 
to pipe smoking in the drawing and din- 
ing rooms. 

Incidentally, Mr. Howell is author of 
“Around the Clock in Europe” and “An 
Irish Ramble.” The last named book 
means exactly what its title says as Mr. 


newspapers 


Howell wrote it after a tour of Ireland. 
A corking good story it was with its 
narration of many legends and folk lore 
tales, 
* * * 
Radical Insurance Co., Ltd. 

An Indian insurance company with a 
name that would not be apt to meet fa- 
vor here is the Radical Insurance Co., 
ILtd., of Comilla, Bengal. The company 
was organized in 1931 to meet special 
needs of that country. The Indian In- 
surance Journal of Calcutta reports: 
“During the short period the company 
has been in operation it has steadily pro- 
gressed and we have no doubt it will 
gradually build up a position of sound- 
ness. There are some attractive plans 
of policy which, without sacrificing the 
need for caution, will enhance the pop- 
ularity of the company.” 

In its advertisement the Radical offers: 
“Unique provision for getting policyhold- 
ers and agents in the board of directors.” 

The Indian Insurance Journal contains 
many reprinted items about American 
companies. 

* * + 


All Bids the Same 

The Virginia highway commission has 
awarded contract for lability and prop- 
erty damage insurance covering its 1,125 
automobiles to the Lumbermen’s Mutual, 
the insurance to run until April 20, 1935. 
More than forty bids were received, all 
figures being the same. The commission 
solved the problem by awarding the con- 
tract to the company already holding it. 
The policy covers $10,000 and $20,000 lia- 
bility limits and $5,000 property damage 
limits. 

x * * 

A Lot Can Happen in Fifteen Years 

One of the large life insurance com- 
panies has foreclosed only twelve home 
mortgages within a radius of fifty miles 
of New York in eighteen months. This 
is due to the general practice of the 
company in making those mortgages on 
a fifteen year amortization plan and the 
tolerance which it is able to show 
the owner because of the equity thus 
created. 

7 > 


One Country Where Lloyd’s Is In 
the Cold 


where Lloyd’s has been 
Italy, where so much of 


is Government monopoly. 
* * * 


One country 
frozen out is 
the insurance 


Discovery of Bonded Employe’s Dis- 
honesty Held Mixed Question 
of Law and Fact 


In an action on an employe’s fidelity 


bond the New York Appellate Division 
said, Schreiber Travel Bureau v. Stand- 
ard Surety & Casualty, 269 N. Y. S. 804, 


that the rule in New York and other 
jurisdictions is that misconduct, consti- 
tuting fraud and dishonesty, must amount 
to more than casual acts consisting of 
irregularities, mistakes and omissions of 
duty. There must be acts coming to the 
knowledge of the employer that involve 
bad faith, willfulness, a breach of hon- 
esty, a want of integrity or moral turpi- 
tude affecting the official fidelity or 
moral character of the employe before 
the insurer can escape liability. Such 
acts may or may not amount to a crime. 

In this case the peculations of the 
employe began with small amounts in 
May, 1930, and continued during July. 
The bond was written on August 5 and 
took effect on August 1. It contained a 
condition requiring notice of loss within 
ten days and that there should be no 
liability after the employer had become 
aware of any fraudulent or dishonest act 
of the employe. 

The employe was taking cash from the 
drawer and falsifying his bank deposits 
and books to cover his defalcations. The 
employer's secretary, who was also cash- 
ier, found a shortage of $500. The em- 
ploye explained that this was advances 
to employes, such as he had made before 
with authority. He put back some of 
his own money and informed the secre- 
tary the money had been returned by the 
employes. 

The court said the question was not 
whether there had been loss through 


fraud and dishonesty, but what knowl- 
edge the plaintiffs had acquired concern- 
ing the employe’s acts. It involved the 
apparent credibility of the explanation 
offered for the shortage, in view of the 
earlier custom of making advances to 
employes, and the reasonableness on the 
part of the secretary in accepting it as 
true. 

As this issue had not been tried and 
determined, the court reversed a judg- 
ment for defendant on the law and facts 
and granted a new trial. 


x * * 
Changes in Hotel Ownership and 
Management 


Emerson D. Owen, editor and man- 
ager of the Hotel Red Book, indispensa- 
ble source of information on hotels, tells 
me that never in the half century that 
this compilation of hotel information has 
been published have there been so many 
changes in the listings as occur in the 
1934 edition now in preparation. Of ap- 
proximately 18,000 hotels in this country 
and Canada about half of them have 
made changes either in ownership, man- 
agers or rates since last year’s column 
was issued. The present trend in the 
hotel business is definitely toward im- 
proved conditions, especially since repeal 
and the tendency of people toward find- 
ing their relaxation at social gatherings 
in hotels instead of speakeasies and 
night clubs. 

* * * 


Finds More Danger In London 
Than In Africa 


Sir Edgar Horne, chairman of the 
Prudential Assurance of Great Britain, 
returned from an African tour for the 
annual meeting of the company and after 
arriving in London was involved in a 
street accident, his face suffering bruises 
At the meeting he reported that “there 
are dangers in the London streets far 
greater than in the wilds of Africa.” 

. - + 


Longest Journey to Attend a 


Convention 
C. Cosmo Monkhouse, general man- 
ager of the South Africa Mutual, ac- 


companied by his wife and daughter have 
included this country in their travel itin- 


erary on their way to the International 
Actuarial Congress, Rome. He is the 
official delegate from South Africa. 
* * * 
Hervey W. Laird Denial 
Hervey W. Laird, formerly with the 
National Association of Insurance 


Agents, and now manager of the cham- 
ber of commerce at Lakeland, Fla., de- 
nies a story printed in a Lakeland paper 
in the form of a despatch from New 
York City that he has been offered a 
trip on a twin engined Sikorsky bomber 
from New York to Soviet Russia, the 
airship to carry an American cargo and 
the flight described as a trade promotion 
stunt. “I don’t know about the char- 
acter of the cargo except that the freight 


will not include your humble servant,” 
said Mr. Laird to The Eastern Under- 
writer. “When I go to Russia it will be 


not by flying, boat.” 


* * * 


Dog Bite Damages 

Hargesheimer, formerly a me- 
chanic for the Nugent Sand Co., Louis- 
ville, has recovered $11.70 a-week for 
eight years from his former employers, 
and will receive $100 for medical serv- 
ices, in an action for damages growing 
out of bites by a dog. 

The dog bit him on the ankle, result- 
ing in a paralyzed arm and partial paral- 
ysis of the legs. He sued for damages; 
won a verdict; case was appealed and 
finally the Court of Appeals has upheld 
the verdict. 


by regular, 


Lafe 


» * * 


H. P. Jackson to Talk in Ohio 


Harold P. Jackson, president, Bankers 
Indemnity, made a fine impression in a 
talk to the Rotary and combined serv- 
ice clubs of Lima, O., on Monday, April 
23, and to a group agency meeting in 
the evening in connection with “Auto- 
mobile Insurance Week” which the 
agents of Lima sponsored. 
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New Jersey Situation 
Reported as Improved 


STATE DEPARTMENT PLEASED 


Supervisory Officials Say Companies Are 
Co-operating Fully to Correct 
irvegularitics 
Officials of the New Jersey Insurance 
Department are known to be deeply ap- 
preciative of the wholehearted co-opera- 
tion given voluntarily by fire insurance 
companies in clearing up irregularities 
with respect to commission payments 
which have existed in Hudson, Essex and 
Camden counties in that state for some 
time. One member of the Insurance De- 
partment told The Eastern Underwriter 
this week that he was convinced that the 
large majority of company executives 
had been unaware of these irregulari- 
ties and that most of them were the re- 
sult of misunderstanding or misinterpre- 
tation of the terms of the New Jersey 
insurance law concerning licensing of 
agents and payments of commission 
rather than deliberate attempts to cir- 
cumvent the provisions of the uniform 

commission law. 

After representatives of the New Jer- 
sey Insurance Department investigated 
the situation, which was brought to a 
head by a report of an Eastern Under- 
writers Association committee last fall, 
the provisions of the state insurance laws 
were brought more directly to the at- 
tention of company officers. The Insur- 
ance Department says that the New Jer- 
sey situation is being cleaned up with- 
out pressure from state officials, and that 
the companies are showing a splendid 
spirit of willingness to comply with re- 
quirements of the laws. 


Found N.P.W. Agents Underpaid 


An interesting feature of the investi- 
gation conducted by the New Jersey De- 
partment into the activities of non-policy 
writing agents is the report that there 
were more instances of non-policy writ- 
ing agents being underpaid than over- 
paid. Allegations were common. that 
many companies, or their general or su- 
pervising agents in New Jersey, were 
giving full agency commissions to non- 
policy writing agents who are. supposed 
to receive 5% less because they do not 
have to bear the expenses of preparing 
and writing policies. Members of the 
New Jersey Department say, on the 
other hand, that they discovered numer- 
ous non-policy writing agents being paid 
on a 7% or 10% differential iota of 
the customary 5%. 

Years ago when the first non-policy 
writing agents were appointed they re- 
ceived the same compensation as paid 
brokers, for these new agents were really 
brokers from whom individual companies 
desired their entire business. The only 
advantage these early non-policy writing 
agents received was that their compan- 
ies paid the annual license fee whereas 
as brokers they had themselves to pay a 
much higher fee each year. As time went 
on and competition for the business con- 
trolled by non-policy writing agents be- 
came more intense the companies in- 
creased the rate of commission for many 
of these produce rs. 

Companies belonging to the Eastern 
Underwriters Association have in the 
last few days been communicating with 
all their agents in New Jersey telling 
both policy-writing and non-policy writ- 
ing agents exactly what rates of com- 
mission they are entitled to receive. In 
addition rates of commission paid on 
risks will henceforth be stamped on all 
daily reports, giving the companies an 
accurate record of their acquisition costs 
and an opportunity to check up on any 

(Continued on Page 26) 


Alleges Discrimination 
Against Big Brokers 


WILLIAM SCHIFF TALKS HERE 


President of New Association Feels Com- 
panies Are Paying Too High Com- 
missions in Many Places 


Frankly discussing alleged discrimina- 


tion by numerous insurance companies 
against large service-giving brokerave 
offices, William Schiff, tiie of Schiff, 
Terhune & Co. of New York and presi- 


formed National \s- 
srokers, told the 


dest of the newly 
sociation of Insurance 
members of the Insurance Brokers As- 
sociation of New York, Inc., at their an- 
nual dinner meeting Tuesday evening at 
the Drug & Cheinical Club in New York 
that if it is possible for insurance com- 
panies to grant excess service to brokers 
who inay not be equipped to perform the 
necessary functions of their profession, 
then the business would be better served 
if premium rates were correspondingly 
reduced so that the policyholder would 
derive the benefit therefrom. 

Speaking before about 300 brokers and 
their guests Mr. Schiff also told of the 
formation of the brokers’ association and 
said the need for such an organization 
has long existed. The association will 
consider only matters of national scope, 
leaving local problems for regional asso- 
ciations to handle. Mr. Schiff believes 
that there are at least a half dozen mat- 
ters which right now have national im- 
port. He listed the following: 

Subjects Brokers Are Studying 

The trend of brokerage commission 
throughout the United States; N.R.A 
code; mutual insurance and competition; 
workmen’s compensation insurance and 
commissions ; legislative matters, and dis- 
crimination practiced against brokers in 
certain localities. 

“The committees, which are to be ap- 
pointed promptly, will of course give 
these matters such attention as they de- 
serve,” continued Mr. Schiff. “It is my 
earnest hope and belief that they will be 
able to solve many of the problems now 
confronting us. The goal toward which 
we Strive is to sell insurance or provide 
insurance to the public at the lowest pos- 
sible cost consistent with sound protec- 
tion. 

“The business is replete with evils, but 
for the sake of brevity I have consoli- 
dated the outstanding offenses in the fol- 
lowing five categories: 

Acts of Discrimination 

“1. Discrimination against brokers 
throughout the country. Certain states 
in the Union have laws which either pro- 
hibit or make it entirely difficult for 
brokers in the larger metropolitan areas 
to conduct operations in these restricted 
localities. To my way of thinking such 
laws or bureau rules are conceived in 
selfishness, with utter disregard for pub- 
lic policy. 

“2. Payment of 


commissions under 


Three things the enterprising 
agent looks for in a company: 


Financial Stability 


Prompt and courteous 
service to clients 


Salesmindedness 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch Street, Philadelphia 
CHICAGO: 209 W. Jackson Boulevard 
SAN FRANCISCO: 200 Bush Street 


resident agency laws or bureau regula- 
tions to non-service giving agents, mere- 
ly because of geographical location. 

“3. Multiplicity of bureaus on the part 
of the insurance companies, which I be- 
lieve could be greatly reduced. 

“4. Payment of commissions larger 
than warranted and in fact greater than 
the traffic will permit in certain localities. 

“5. Last but not least, the free service 
evil, which is existent not only in New 
York but in other parts of the country. 

“The granting of free service to an 
insurance broker or agent is tantamount 
to the payment of excess commissions. 
This practice is unfair to the large serv- 
ice giving brokerage house which cannot 
participate in such favored arrangements. 

“It is economically unsound for an in- 
surance company to charge a policyhold- 
er one penny more for his insurance cov- 
erage than the loss experience, overhead 
and a reasonable margin of profit re- 
quired. All unnecessary expense should 
be eliminated from the cost of insurance. 

Large Brokers in New York Suffer 

“The evils described are not peculiar 
to the fire insurance field, but exist in 
almost every branch of our business. 

(Continued on Page 26) 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





J. A. Kesey, 


General Agent 








United States Fire Branch: 80 John Street, New York 


Statement December 31, 1933 


Georce Z. Day, Ass’t. General Agent 
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U.S. 
PREMIUM RESERVE $1,737,814.87 
OTHER LIABILITIES ; 625,402.00 
CONTINGENCY RESERVE 1,097,717.64 
SURPLUS ; 9,528,303.97 
*TOTAL ASSETS ‘ 12,989,238.48 
*New York Insurance Department Velution Basis 














G. & R. PLAN REPORTED READY 

Market quotations for Globe & Rut- 
gers common stock have advanced stead- 
ily in the last few days on the report 
that plans for rehabilitation have been 
virtually completed and that the company 
will apply in a couple of days to the New 
York Supreme Court for 
submit the plan to creditors for 
Globe & 
stock crossed $50 a share again this week. 
An unusual amount of activity is notice- 
able at the home office building of the 
company. 

It is reported that the Reconstruction 
Finance Corporation in Washington has 
given approval to the proposition for it 
to invest around $3,500,000 in the com- 
pany’s first preferred stock provided 
creditors will accept a like amount in 
second preferred stock. The reorganiza- 
tion plan also contemplates, it is said, 
payment in cash of all claims under $500 
with settlement in cash and _ preferred 
stock of claims in excess of that amount. 


permission to 
their 


approval. Bids for Rutgers 


MRS. HENRY J. ZECHLIN DIES 

Friends of Henry J. Zechlin, secretary 
of the Niagara Fire and in charge of the 
company’s New York local department, 
were grieved to learn that his wife, Mrs. 
Mary R. Zechlin, died last Saturday at 
Mt. Sinai Hospital in New York after 
an operation. Funeral services were held 
Tuesday morning at Our Lady of Sor- 
rows Church in South Orange, N. J. Mrs. 
Zechlin, a native of Chicago, had lived 
in South Orange for fourteen years. Be- 
sides her husband she is survived by 
three daughters. 


FEDERAL AGENTS IN BROOKLYN 

The Federal Insurance Co., which is 
managed by Chubb & Son, has appointed 
the well-known Brooklyn agency of 
Mount & Rilling, Inc., as agents for fire 
insurance in Brooklyn. This agency also 
represents a number of other prominent 
companies. 
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New Affiliated re 0.’S 
May Form Association 


SEPARATION BATTLE CERTAIN 


e UA. Cunnasien Fully Determined to 
Proceed With Plan; Agents in 
St. Louis Protest 


Notwithstanding reports that many lo- 
cal agents in the excepted cities of the 


East and Middle West are 


the program of the major territorial or- 


opposed to 
vanization companies in enforcing sepa- 
ration of mixed avencies, the association 
companies are still fully determined to 
proceed with their announced plans. Al- 
though the \sso- 
ciation modified its program slightly with 


Eastern Underwriters 
respect to mutual companies in agencies 
in the Boston and Philadelphia suburban 
areas, otherwise than that the E. U. A. 
reported as going right 
contact with the 


members are 
ahead in establishing 
mixed agencies which are called upon to 
clear one way or the other by July 1. 
Doubt whether the E. U. A. companies 
were wholly sincere was dispelled by the 
action of the Western Underwriters As- 
sociation last week in voting unanimously 
in favor of separation. This whole sub- 
ject was discussed at length at the E. 
U. A. meeting on Wednesday but no 
action was taken which in any way 
changes the original decision. 

Initial reactions of agents in the West- 
ern excepted cities tend to hearten the 
ficers of non-affiliated or Western In- 
surance Bureau companies. Agents in 
several Western cities asked the Western 
Underwriters Association to delay voting 
on the separation problem and imme- 
diately after the vote was taken at White 
Sulphur Springs, W. Va., the important 
Chicago agency of Eliel & Loeb Co. an- 
nounced its decision to resign the rep- 
resentation of its W. U. A. companies. 


Non-E. U. A. Companies May Organize 


In the East executives of non-affiliated 
companies admit there has been consid- 
erable discussion about the formation of 
an organization of non-E. U. A. compan- 
ies and it seems likely that such a body 
will be formed shortly. It will probably 
not have as many rules and regulations 
as the E. U. A. and may exist primarily 
as a protective association. The non- 
affliated companies feel that they will 
derive considerable support from local 
agents in Baltimore where the local 
board is well intrenched and where many 
important offices are mixed agencies at 
the present time. 

\lthough E. U. A. companies, by virtue 
of their number and size, admittedly con- 
trol a large proportion of the premium in- 
come in the excepted cities the non-affil- 
iated companies hope that the separation 
program will tend to increase rather than 
decrease the latter’s business. As one of 
the leading non-E. U. A. company execu- 
tives said this week, in these days of 
comparatively poor business for local 
produccrs the agents seem willing to 
listen to the propositions of companies 
offering higher rates of commission or 
lower premium charges to buyers of in- 
surance, particularly if such companies 
can offer adequate facilities for automo- 
bile, inland marine and casualty cover- 
ages. 

While the E. U. A. companies believe 
that separation of mixed agencies will 
prove justified in the long run, after the 
initial difficulties have been surmounted, 
many agents are wondering whether the 
Organized companies will extend the 
branch office system in cities where the 
non-affiliated insurers may gain decided 
advantages. Although most E. U. A. 
companies undoubtedly oppose competi- 
tive branch offices and believe them in- 
imical to the preservation of the Ameri- 
can Agency System, nevertheless these 
companies would scarcely sit by idly and 
See their business raided. It was the con- 
viction that too many mixed agencies are 
giving non-affiliated companies an_ in- 





creasing amount of choice business which 
led to the initial decision to separate. 


Situation in St. Louis 


The unanimous decision of the West- 
ern Underwriters Association to “clear” 
agencies in the excepted cities will not 
have as smooth sailing in St. Louis, Mo., 
that it had in White Sulphur Springs last 
week, according to reports from that city. 
Separation is likely to run into many 
obstacles the minute that it crosses the 
Mississippi River. 

First, it renders into “a mere scrap of 
paper, apparently, the famous St. Louis 
agreement of 1925,” local agents say. 
Secondly, it probably kills the efforts 
that have been under way quictly to 
compromise the Missouri rate cases. 
Thirdly, it runs afoul of Missouri state 
laws. 

“If the big shots in the W. U. A. feel 
that all they have to do is snap their 
fingers and all of the agents in St. Louis 
will turn several handsprings to get into 
line by throwing all of their bureau and 
non-affiliated companies out of the win- 
dow they are in for a rude awakening,” 
one agent said this week. Many agents 
are of the opinion that they can get along 
without any of the Union companies. 
This is especially true in those instances 
where bureau and non-affiliated compan- 
ies are in a position to offer coverage 
for werkmen’s compensation and public 
lability lines. Anticipating the move tak- 
en at White Sulphur Springs, the Fire 
Underwriters Association of St. Louis 
early lodged a vigorous protest with the 
president of the Western Underwriters 
\ssociation. 

Hidden away among the many insur- 
ance statutes of Missouri is paragraph 
6285 of the Revised Statutes of 1919, 
known as Section 5875, which may com- 
plicate the steps toward separation in 
Missouri. This section reads: “No in- 
surance company shall pay a different 
percentage of commissions to any agent 
or agents on the condition that they rep- 
resent or do not represent companies 
belonging to the same or different asso- 
ciations.” 


RESIGN W. U. A. COMPANIES 


The Eliel & Loeb Co. of Chicago, local 
agents, have terminated their representa- 
tion of the Atlas, Allemannia and New 
Brunswick Fire, which companies are 
members of the Western Underwriters 
Association, and will continue to repre- 
sent only companies not affiliated with 
the W. U. A. This action was taken fol- 
lowing the decision of the W. U. A. to 
enforce separation in Chicago and other 
excepted cities of the Middle West. 
Jacob M. Loeb, head of the agency, has 
returned to Chicago from his home in 
northern Wisconsin to take charge of 
the office. Opposition to the W. U. A. 
program of separation has been partic- 
ularly strong in Chicago, agents there 
feeling that the city should have been 
exempted from the decision just as New 
York City was when the Eastern Un- 
derwriters Association recently voted for 
separation. 
non-affiliated companies in 
Eliecl & Loeb are the Tokio 
M. & F., Monarch, New York Fire, 
Globe & Republic and Merchants of 
New York. 


This week the Pearl was added. 


The five 
the office of 


E. U. A. COMPANY CHANGES 

The Eastern Underwriters Association 
elected to membership this week the Sea- 
board Fire Insurance Co. of Baltimore. 
The Homeseekers Fire of Wheeling, W. 
Va., resigned from the association as it 
is no longer operating in E. U. A. terri- 
tory. 


ALAN H. BONITO. & CO. TO MOVE 


Alan H. Bonito & Co., Inc., inland ma- 
rine, all risks, automobile and casualty 
underwriters and agents for several com- 
panies, who are located on the Gold 
Street side of the 80 John Street Build- 
ing, will move this week-end into new 
offices on the John Street side of the 
same building. 


Explains Why W. U. A. 
Approved Separation 


REPORT OF PRESIDENT WILLIAMS 
Retiring Head of Congene Organization 
Also Defended the American 
Agency System 


Views of executives of companies af- 
filiated with the Western Underwriters 
\ssociation on the subject of separation 
in excepted cities were reflected in th® 
address of President Walter D. Williams 
before the annual meeting of the W. U. 
\. at White Sulphur here W. Va, 
last week. The W. U. A. at this gather- 
ing voted unanimously rd enforce sepa- 
ration in the Western excepted cities. 
Mr. Williams also expressed his confi- 
dence in the American Agency System. 
With respect to the desirability of end- 
ing mixed agencies Mr. Williams, who 
is vice-president and Western manager 
of the Security of New Haven, said in 
part: 

“As to desirability, I presume there is 
no question that the value of clear agen- 
cies is as great in expected territory as 
in any other particularly in what might 
be termed the regulated excepted terri- 
tory where commissions for members of 
this association are fixed by our legis- 
lation. 

“Such regulated excepted territory con- 
sists of Louisville, Milwaukee and St. 
Louis. No effort has been made in the 
direction of clearing agencies in these 
cities. 

“In the unregulated territory where 
commissions are open as far as this or- 
ganization is concerned, our members 
are in better position to protect them- 
selves. There has, however, developed 
within the past year particularly, activi- 
tics on the part of agents of the mem- 
bers of this association, whereby they 
have taken on the representation of com- 
panies whose practices have been vicious 
and have used the representation of such 
companies for the demoralization of busi- 
ness throughout the field. 


Agents Abuse Freedom 


“In most cases in the particular city 
where the presentation is held such 
agents observe the local requirements, 
but are free in the outside territory and 
utilize that freedom to the great disad- 
vantage of our members. We are there- 
fore presented with the anomalous situa- 
tion of our own agents using these free 
lance facilities to make business in out- 
side territory from the books of the 
same companies they represent in their 
local community and doing so at cut 
rates and the use of vicious forms. Ob- 
viously this is a situation that cannot and 
should not continue. 

“Under the caption of practicability 
comes the most important phase of the 
proposed action. The Western Under- 
writers’ Association cannot afford to 
undertake this activity unless it has the 
determined and unanimous support of the 
membership. To attempt to make this 
effective and fail would work irreparable 
damage to the prestige of our organiza- 
tion and be a Seobuaed step which we 
cannot afford to take. 

“The adoption of a clear agency plat- 
form in excepted territory involves im- 
portant interests. Casualties would un- 
doubtedly result and old connections 
would of necessity in some cases be sev- 
ered. It will require courage and an 
adequate internal fortitude, a firm con- 
viction on the part of every member not 
only in the righteousness of the principle 
but in the belief that as a matter of self 
interest it is a vital necessity. We must 
be prepared to meet organized opposition 
in the territory affected. Such organ- 
ized opposition has already crystalized 
in Chicago and will probably develop in 
other cities. 

“In weighing this question the broker- 
age situation should not be lost sight of. 
If a broker can place some of his busi- 
ness with organization companies and 
utilize the cut rate market as well, what 
effect will that have upon the value of 
agency clearance in these large cities, and 
will it defeat or minimize the benefits to 


: - | 
_ Painfully Injured | 
| In Auto Accident | 








\. MEHORTER 


SAMUEL 


Samuel A. Mehorter, New Jersey state 
agent for the Home of New York, grand 


supervisor of the flock in the Grand 
Nest of the Blue Goose, former most 
loyal gander of the New York City 


Pond, and one of the best-liked insur- 
ance men in New Jersey, is now recov- 
ering in the Orange Hospital in Orange, 
N. J., from severe injuries received in 
an automobile accident Saturday night 
He was driving to his home in Maple 
wood from Newark, where he had at- 
tended a dinner in honor of Insurance 
Commissioner H. Kelly, when he had 
suddenly to turn out to avoid hitting a 
car which came out of a side street. M1 
Mehorter’s automobile struck a concrete 
pier on a safety island for pedestrians 
The car was badly damaged and Mr 
Mehorter received deep cuts on the head 
and three ribs were broken. For awhile 
internal injuries were feared. At the 
present time Mr. Mehorter is resting as 
comfortably as can be expected but it 
will probably be several weeks before 
he will be able to leave the hospital 


accrue from it? If clearance is to be 
attempted how should the brokerage sit- 
uation be controlled in order that the 


program may be made effective?” 


Defends American Agency System 

Turning to the subject of the value of 
local agents’ services, Mr. Williams said: 

“It is my belief that the average as- 
sured prefers stock insurance, and he 
recognizes the value of local agency ser- 
vice and his ability to do business with 
a representative of the company with 
whom he has confidence and with whom 
he can consult. He is also willing to 
pay a fair price for that service but when 
the price becomes excessive or exorbi- 
tant in his epinion he dispenses with it. 
Therefore, in any machinery for self gov- 
ernment, if one should eventuate it seems 
to me that this is one of the fundamental 
and basic problems which must be solved. 
I am safe, I am certain, in assuming that 
every member of the Western Under- 
writers believes in the American agency 
system; believes that it is the best 
method of conducting this business; but 
we must not lose sight of the fact that 
there is nothing sacred about it. 

“Tt did not come down to us from 
Holy Writ with the Ten Commandments 
or the Sermon on the Mount and it will 
only endure if its cost to the man who 
pays the premium is reasonable and can 
be iustiGed by the worth of the service 
rendered. Our entire social and business 
fabric is undergoing an evolution and we 
cannot complacently sit by with a feel- 
ing of security in that what has been 
will continue.” 
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Comprehensive Forms 
Gain in Favor in West 

TREND STUDIED CLOSELY HERE 

Householder’s Policy Deemed as Logical 


by Many but Rating Problems 
Must Be Solved First 





Insurance company executives are 
viewing with deep interest the tendency 
of an increasing number of state Insur- 
ance Departments in various states in 
the West and Middle West to modify re- 
strictions against the writing of the per- 
sonal property floater, widely known as 
the householder’s comprehensive policy. 
When the representatives of fire, marine 
and casualty companies prepared the uni- 
form definition of inland marine under- 
writing powers, which has been approved 
by the National Convention of Insurance 
Commissioners and adopted by upwards 
of twenty states, for various reasons the 
writing of the personal property floater 
was banned. In the last couple of months 
a few Commissioners have seen fit to 
alter their views on this policy after 
hearing the arguments of local agents 
and others. 

Without doubt there is a trend in the 
insurance business toward the writing of 
broader and more comprehensive forms 
of insurance, based on two _ principal 
causes, the demands of the insuring pub- 
lic and the competition offered by in- 
surance companies which are willing to 
issue broad forms in order to obtain pre- 
mium income. Leaders of old-established 
and conservative companies are essen- 
tially favorable to altering insurance con- 
tracts to meet the requirements of the 
insurance purchasers but they are dis- 
tinctly opposed to extending coverage 
without adequate reimbursement, merely 
as a competitive measure. There must 
first be set up full facilities for studying 
and classifying loss experience. 

Foresee Continual Broadening of 

Covers 

Numerous forward-looking insurance 
men, who have given much thought to 
the future of fire insurance in this coun- 
try and who have studied insurance 
changes in other countries, are rather 
confident that a householder’s compre- 
hensive policy will become available to 
the public here in the East some time 
in the future. Whether it will be a 
couple of years or ten years or longer 
is another question. More and more 
large buyers of insurance are asking for 
single policies covering a multitude of 
hazards and for some years many mul- 
tiple line company groups have concen- 
trated on meeting this problem as far as 
possible without violating organization 
rules or state laws. In fact overlapping 
of coverages did proceed so far as to 
call for the efforts leading to the formu- 
lation of the uniform definition of marine 
underwriting powers. 

In the automobile insurance field fire 
companies have a so-called comprehen- 
sive policy on the market. It has been 
available for a couple of years and the 
fact that it has not met with tremendous 
popular favor is due primarily to the cost 


of the combined coverages, including the 
expensive collision insurance, rather than 
failure of the public to desire insurance. 
Up to the present time experiments in 
insurance with a comprehensive policy, 
extending protection of various types to 
property losses both at the residence of 
an assured and elsewhere and covering 
numerous liability hazards, have not al- 
ways been properly rated according to 
those in a position to know. 

While there may undoubtedly be justi- 
fication for granting an assured some 
Sconcessions in rates if he buys a policy 
embracing several types of hazards, this 
tendency cannot be carried to extremes. 
The obvious danger is that if a move- 
ment toward broadening insurance forms 
and making them more inclusive is not 
done gradually and with extreme care, 
companies will, under pressure from 
brokers, other companies and assureds, 
include additional hazards under existing 
policies without insisting upon reasonable 
premiums therefor. Ocean marine under- 
writers can tell plenty of stories of the 
ease with which additional coverages 
creep into policies and also of the ab- 
normal difficulty of securing adequate 
payment for such extension of protec- 
tion. 

As the ocean marine field has had the 
greatest amount of freedom in the mat- 
ter of experimentation, due to its inter- 
national character, fire company execu- 
tives who care to study the possibilities 
of comprehensive covers for fire policy- 
holders can find plenty of material in 
the records of the marine companies. 
Nevertheless, even though the experience 
of marine underwriters has at times 
proved rather disastrous, the majority of 
leading marine insurance men still lean 
toward the hope of gradual but certain 
elimination of what they term as essen- 
tially artificial barriers prohibiting the 
writing of broader forms of insurance 
in the fire and casualty fields. 


Boston May Abolish 


Underwriters’ Agencies 


Abolition of underwriters’ agencies 
was recommended last week by the ex- 
ecutive committee of the Boston Board 
of Fire Underwriters, and this matter 
will be acted upon at the next mecting 
of the board to be held on May 8. The 
new rules would provide that no mem- 
ber of the board shall represent any 
company which maintains more than one 
agency in Boston proper and the wharf 
and warehouse district and that any ap- 
pointments now existing which are not 
in accord with the new rule shall be ter- 
minated not later than July 1. How- 
ever, the board would permit extension 
of the time for termination for a period 
not exceeding six months. 








Isadore Popkin, alleged professional 
incendiary, was sentenced last week to 
fifteen years in Sing Sing prison. He 
pleaded guilty to arson in the third de- 
gree as a second offender after he had 
been on trial three days for setting fire 
to a stationery store for the purpose of 
allowing the owner to collect fire insur- 
ance. 


Purely an Agency Company 
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Appellate Division, N. Y., Supreme Court, 
Gives Decision with Respect to 
Chattel Mortgage 


The Appellate Division of the New 
York Supreme Court, First Department, 
has handed down a decision holding that 
the owner of an automobile, who has 
placed a chattel mortgage on it after 
having obtained a theft insurance policy 
which provided that the insurer would 
not be liable for loss while the auto- 
mobile was subject to a mortgage, can- 
not recover while the insured car is still 
subject to the mortgage. The assured 
is denied recovery even though the in- 
surer may have learned of the chattel 
mortgage and not attempted to rescind 
or cancel the policy. Under the provi- 
sions of such a policy the insurance is 
merely suspended while the automobile 
is subject to the mortgage. 

In this decision, handed down in the 
case of Louis Rifkin against the Stuy- 
vesant Insurance Co., three judges con- 
curred in the majority decision while 
one dissented. Judge Glennon, who 
wrote the opinion, said in part: 

The complaint is based on a policy of 
insurance issued February 3, 1932, by de- 
fendant to plaintiff, the owner of a Buick 
automobile, insuring the plaintiff against 
its theft. The amount of the policy is 
$1,200. It is alleged in the complaint 
that the automobile was stolen on May 
26, 1932. 

The defendant in its answer set up as 
a first affirmative defense that on March 
1, 1932, plaintiff executed and delivered 
a chattel mortgage upon the automobile 
to the Tri State Discount Co. The 
plaintiff’s policy concededly contained the 
following provision: “Unless otherwise 
provided by agreement in writing added 
hereto, and except as to any lien, mort- 
gage, or other encumbrance specifically 
set forth and described in Paragraph D 
of this policy, this company shall not be 
liable for loss or damage to any property 
insured hereunder while subject to any 
lien, mortgage or other encumbrance.” 

No Provision Made for Chattel 
Mortgage 

It is alleged by defendant that the 
chattel mortgage was not set forth and 
described in Paragraph D of the policy 
“and that no provision for the same was 
made by agreement in writing, added to 
the policy.” 

The plaintiff, in his reply, alleged two 
defenses: (1) that before the theft the 
defendant insured the interest of the 
mortgagee in the plaintiff’s automobile 
and at no time rescinded or canceled the 
policy which is the subject of this ac- 
tion. Not only that, but it has retained 
the premium and, as a consequence, has 
waived the clause of the policy referred 
to by defendant as the chattel mortgage 
provision in paragraph 5 of the answer. 
(2) That defendant, by failing to rescind 
and cancel plaintiff’s policy after defend- 
ant knew that plaintiff had borrowed a 





Cash Capital $1,000,000.00 





sum of money from the mortgagee, jg 
estopped thereby from setting up the de. 
fense. 

The order in the City Court struck 
out the defenses in the reply as insuff- 
cient in law. Plaintiff thereupon ap- 
pealed to the Appellate Term which held 
that “The defenses alleged in the reply 
are sufficient in law.” 

Insurance Merely Suspended 

It is asserted by the plaintiff in his 
brief, in substance, that since the de. 
fendant company also insured the mort- 
gagee’s interest in the same car, it js 
estopped from setting up the defense 
“that the change of interest in the in. 
sured’s property voids the policy.” The 
difficulty with this argument is that the 
defendant does not make any such claim, 
It contends, in effect, that the action of 
the plaintiff in giving a chattel mortgage 
on the car simply suspended its liability 
for loss or theft, which would ordinarily 
have accrued during the life of the pol- 
icy. In other words, if plaintiff had sat- 
isfied the mortgage prior to the day the 
car was stolen, the effect would have 
been to revive the defendant’s obliga- 
tions. Thus there is no question of for- 
feiture involved in this case. By issuing 
a policy to the mortgagee, the defendant 
did not waive the force and effect of the 
chattel mortgage provision. 

We believe that even though the com- 
pany had full knowledge of the fact that 
it covered the same automobile for the 
mortgagee, which plaintiff had insured, 
that circumstance in and of itself would 
not have the effect of working an 
estoppel. Furthermore, we cannot lose 
sight of the fact that insurance compa- 
nies operate through agents, and that it 
would be well nigh impossible for them 
to keep a check on each automobile coy- 
ered on every occasion on which a policy 
is issued, 

The language of the clause which is 
the subject of this discussion is not in 
the least ambiguous. Even though the 
defendant company had knowledge of the 
issuance of a second insurance contract 
covering the same subject matter it can- 
not be said to have waived the provisions 
of the plaintiff’s policy. 


William W. Lenox of 
Adjustment Bureau Dies 


William W. Lenox, manager of the Al- 
bany, N. Y., office of the Fire Companies’ 
Adjustment Bureau, Inc., died on Sun- 
day in a hospital in New York, where he 
had been undergoing treatment for sev- 
eral weeks. Funeral services were held 
Wednesday in Albany with interment at 
Glens Falls, N. Y. Mr. Lenox was 63 
years of age and a native of Glens Falls, 
where he entered insurance years ago 
with the agency of the late Charles W. 
Cool. Later he went with the Hartford 
Fire as state agent in eastern New York. 

In 1915 Mr. Lenox resigned to become 
Albany manager of the General Adjust- 
ment Bureau, control of which was se- 
cured by F. B. a few years ago. 
He was active in organization affairs 
and served as president of the Under- 
writers’ Association of New York State 
in 1912. He was also a member of the 
New York Ex-Fieldmen’s Society. He is 
survived by his widow and a daughter. 








WESTCHESTER ASS’N OFFICERS 
The Westchester County Association 
of Local Agents, Inc., held its annual 
meeting in White Plains, N. Y., on April 
17 and elected the following officers: 
president, Benjamin B. Riley, Tucka- 
hoe; vice-president, Robert W. Macken- 
zie, Yonkers; secretary-treasurer, Joseph 
K. Crawford, Mt. Vernon. The directors 
are: Murray M. Lent, White Plains; 
E. Paul Schaefer, Mt. Kiscoe; Reuben 
Subotky, Mt. Vernon; Herbert K. Mor- 
rell, White Plains; Chester W. Newman, 
Jr., Yonkers; Fred T. Wilson, Mamar- 
oneck, and Harry E. Colwell, Jr., New 
Rochelle. 





The adjourned annual meeting of the 
Inland Marine Underwriters Association 
was held yesterday morning in New 
York. Further details of the meeting 
will be published next week. 
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INLAND MARINE MANAGER 


Roy E. Carr Heads New England De- 
partment of Atlantic Mutual; Head- 
quarters at Boston 

The Atlantic Mutual of New York an- 
nounces that Roy E. Carr has been ap- 
pointed manager of the inland marine 
department for New England, with head- 
quarters in the Boston branch of the 
company, located at 33 Broad Street. Be- 
fore joining the Atlantic Mutual in Feb- 
ruary of this year Mr. Carr was asso- 
ciated with Appleton & Cox as agency 
inland marine underwriter. Previous to 
holding that position he spent two and 
one-half years for the same company as 
traveling representative, contacting New 
York State and Connecticut. 

Mr. Carr has a rounded experience in 
adjusting ocean marine and inland losses. 
\lthough the Atlantic Mutual has only, 
within recent years, entered the inland 
marine field in New England, it has a 
long established ocean marine business 
in this section which goes back to the 
opening of the Boston office in 1856. 


N. J. Situation 


(Continued from Page 22) 


future charges of violation of commis- 
sion rules 

It is not true, according to the New 
Jersey Insurance Department, that all 
fire companies must pay their non-policy 
writing agents a 5% differential or any 
differential at all for that matter, just 
so long as their practices are uniform 
throughout the state. In other words, a 
fire company may elect to compensate 
“eno policy writing and non-policy writ- 
ing agents with the same graded scale 
of commissions on various types of risks. 
If this is done, however, every agent of 
that company in New Jersey must re- 
ceive the same commissions. The large 
majority of fire companies operating in 
New Jersey, however, pay their non-pol- 
icy writing agents 5% less than the pol- 
icy writing agents receive. 

The New Jersey insurance laws do not 
regulate rates of commission. They de- 
mand merely that uniformity be observed. 
For that reason one company can pay a 
5% differential to non-policy writing 
agents while another may pay the same 
rates to all agents. It was the attorney- 
general of New Jersey who ruled that a 
differential is legal because of the extra 
cost of writing a policy borne by the pol- 
icy writing agent, but it is not compul- 
sory for a company to pay the non-pol- 
icy agent a lower rate of commission. 

The New Jersey statutes recognize 
only one class of agents, namely the pol- 
icy issuing and countersigning agents. 
Solicitors and sub-agents have no spe- 
cial classifications and all agents are re- 
quired to possess certificates of author- 
ity from their companies in addition to 
their state licenses. In the past some 
companies, not being fully acquainted 
with the provisions of the New Jersey 
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laws, have named solicitors and sub- 
agents without providing them with writ- 
ten certificates of authority. 


Unsuitable N.P.W. Agents Being 
Dropped 


Many companies are today checking 
ever their lists of non-policy writing 
agents in Hudson, Essex and Camden 
counties in New Jersey with an eye to 
eliminating those who do not prove suit- 
able. The general feeling in company 
circles is that far too many non-policy 
writing agents are operating in these 
three counties for either the good of the 
companies or the public and that hun- 
dreds of poorly equipped and inadequate- 
ly qualified producers should be classed 

brokers or retire altogether from in- 
surance. The brokerage commission is 
usually 10% below the agents’ commis- 
sion. With these views the Insurance 
ldepartment concurs and new applicants 
for agents’ licenses are being examined 
closely both as to their knowledge of the 
insurance law and as to their gencral 
suitability as members of the business. 
Under the existing New Jersey insurance 
laws broad powers are given to the In- 
surance Department to pass on the quali- 
fications of applicants for local agents’ 
licenses and the Department is using 
them fully. This is one reason why the 
lepartment has not given active support 
to the qualification bills advocated by the 
New Jersey Association of Underwriters, 
the local agents’ body. 

Companies pay a fee of $2 a year for 
each local agent while the law fixes the 
annual fee for brokers’ licenses at $25. 
It would not be at all surprising if the 
ranks of non-policy writing agents were 
depleted considerably in the next year, 
ar gout by an increase in the number 

{ brokers. 

With respect to general or supervising 
agents in New Jersey who appoint and 
control the business of numerous sub- 
agents, the companies are reported as 
going to insist that while supervising 
agents are entitled to an overriding com- 
mission on the business they report from 
their sub-agents, they are not to receive 
extra compensation on income produced 
by themselves as local agents. The al- 
legation has been made that numerous 
New Jersey local agents received general 
agents’ commissions on their local busi- 
ness as well as the overriding commis- 
sion for the legitimate operations in su- 
pervising a territory. 


Wm. Schiff Talk 


(Continued from Page 22) 





Strange to relate, I can state without fear 
of contradiction that there is less con- 
sideration shown, commission-wise and 
scervice-wise, to the larger brokers of this 
great metropolitan area than in any other 
part of the United States. 

“I did not come here to criticize. I 
realize full well that no individual can 
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set his finger on any point and say: ‘If 
this is corrected the insurance business 


will have corrected its faults.’ However, 
1 do believe that by bringing out into 
the open a few of the evils with which 
our business is infested, strides toward 
their correction will be more rapid. 

“We brokers must be tolerant—tol- 
erant of the opinions of others. We must 
recognize the conscientious efforts of in- 
surance company executives to conduct 
their affairs in proper fashion. Oliver 
Goldsmith said truly, when he observed 
the poor hunchback crossing the street, 
‘The re, but for the grace of God, go I.’ 

“None of us can sit in judgment on his 
neighbor. Let us remember that our in- 
terests would be best served, not by crit- 
icizing our competitors and the compan- 
ies with whom we do business, but rath- 
er by putting our shoulders to the wheel, 
lending a helping hand wherever possi- 
ble, and striving to reach that state of 
perfection which only joint action can 
bring.” 





Securities Act 


(Continued from Page 15) 


companies and other like institutions offer a sub- 
stantial market for new issues of high-grade 
securities, 

Ernest Sturm, chairman of the Conti- 
nental : 

With the improvement that has prevailed dur- 
ing the last nine months in the hre insurance 
business large sums for investment have ac- 
cumulated. The lack of new offerings due to 
the drastic provisions of the Securities Act ts 
preventing the safe and steady flow of invest- 
ment money into industries that are sound and 
need capital funds to carry on to increase em- 
ployment and _ further speed recovery, which 
all current reports show is now well under way. 
In my opinion, the Securities Act should be 
immediately amended so as to release invest- 
ment funds that are now available. 


J. B. Levison, president of the Fire- 


man’s Fund: 
It is my firm conviction that while the pro- 
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posed securities act does not actually prevent 
the sale of securities, the information required 
under its terms, much of which is in my judg- 
ment irrelevant and without value to a_ pros- 
pective investor, to say nothing of the time and 
expense required, will deter corporations from 
entering the open market for their requirements, 
| believe the provisions of the act are altogether 
too burdensome in its present form and _ that 
drastic changes are vital to the success of future 
corporate financing. | cannot agree with the 
statement that the present difficulty is lack of 
market, as there appears to be an active demand 
for high-grade corporation bonds provided terms 
are attractive to borrowers. 

Benjamin Rush, president, Insurance 


Co. of North America, Philadelphia : 

“Replying to your telegram of the third in 
regard to statement of Chairman Rayburn of 
House committee that it was untrue that the 
Securities Act is preventing the sale of securi- 
ties | beg to state that while [ have every 
confidence in Representative Rayburn’s §sincer- 
ity in making this statement I am obliged to 
differ with his conclusions. In my opinion, the 
Securities Act has prevented, is preventing, and 
will continue to prevent the sale of securities 
until the unjust and impossible burdens laid 
upon the shoulders of those seeking to market 
securities are removed. It is true that this 
condition is aggravated by lack of market but 
that lack of market in turn is caused by lack 
of confidence on the part of investors in much 
of the legislation enacted and proposed to be 
enacted by the administration. 

‘The Securities Act tends to prevent the issue 
and sale of new securities. The proposed bill 
for the regulation of national security exchanges 
as now drawn will greatly curtail and probably 
in some instances prevent the dealing in se 
curities already existing. Therefore these two 
acts taken separately or together will tend to 
reduce eemployment, to lower wages, and to 
slow up the process of industrial recovery.” 


HORACE L. WILEY DIES 
Horace L. Wiley of Harrisburg, Pa., 
for years special agent of the Insurance 
Co. of North America, died last Thurs- 
day from -pneumonia. He had many 
friends in the field. 








Carl S. Lawton, vice-president of the 


Lawton-Byrne-Bruner Insurance Agen- 


cy, St. Louis, Mo., all-time president of 
the Missouri Insurance Council, was re- 
clected to that office at the recent annual 
mecting of the organization. 
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$7,652,071 POLICYHOLDERS’ SURPLUS 


$14,638,375 ASSETS 


LOSSES PAID SINCE ORGANIZATION $79,225,529 


The HANOVER FIRE INSURANCE COMPANY of New York Charles W. H igley, Pres. 
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“In case of fire, walk, do not run, to the nearest exit”. . . drilled Behind that curtain may rage an inferno...........- of loss. 
into us by every theatre program since childhood. Neither safety devices nor insurance can prevent fire. 
The greatest fire hazard in the legitimate theatre is “ backstage.” Precaution can minimize the hazard, but only insurance can in- 


Between the scenery and the audience is the fire-resistive curtain  demnify. The soundness of the insuring company is your client's 
which can be instantly lowered to guard against loss of lifethrough guarantee of equitable settlement. 


panic. The Royal shield is the symbol of security first. 
The safeguard of the public The safeguard of the assured 


ROYAL 


INSURANCE COMPANY LTD 
150 WILLIAM STREET @& NEW YORK 
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Favors Coinsurance 
Policy For U. & O. 


L. E. FALLS TALKS TO AGENTS 


American of Newark Vice-President Ex- 
plains Various Forms of Net 
Earnings Insurance 


With renewed activity in most lines of 
business at the present time it is the 
duty of insurance producers to renew 
their campaign to sell net earnings, or 
use and occupancy, protection to every 
customer who has prospective net earn- 
Falls, 
vice-president of the American of New- 


ings in his business, Laurence E. 


ark, said when addressing the Insurance 
Club of Washington at the Hotel Ham- 
ilton in Washington, D. C., last week. 
Mr. Falls is one of the leading authori- 
ties on this vital form of coverage and 
in his talk, extracts from which follow, 
he tells why he believes that the co- 
insurance form is preferable for most 
assureds. 

Variously known as “use and occu- 
pancy insurance,” “business interruption 
indemnity” and “insurance on net earn- 
ings,” you are too well familiar with the 
early history of this form of indemnity 
to justify its repetition at this time. 
Much progress has been made in the 
study of needs of the assured and the 
requirements of the underwriting com- 
panies, and today we have but three 
forms, the relative application of which 
I will discuss with you. The oldest of 
these forms is the daily indemnity form, 
with a limit of 1/300th of the amount of 
insurance for any one day’s interruption 
A variation of this is the seasonal form, 
still containing a limitation of indemnity 
for one day’s interruption. The more 
modern is the coinsurance form, with no 
limitation of indemnity for short periods 
of interruption, but limited in its cov- 
erage only to actual loss sustained, with- 
in the amount of the policy, for the peri- 
od of interruption actually caused by the 
peril against which the policy is issued. 

It is my observation, resulting from 
hundreds of cases, that not one business 
in a hundred has net earnings of the 
same amount for each of the business 
days of the year. Where there are fluc- 
tuations of such, the 30 day form grants 
inadequate insurance, unless the amount 
of the policy is 300 times the largest 
day’s anticipated net loss which may be 
caused by interruption of the business. 

The Seasonal Form 

Under the seasonal form the assured 
must anticipate a year in advance, the 
seasons and the days on which he will 
have his highest and his lowest net earn- 
ings, and the form provides a distribution 
of the amount of insurance purchased 
to apply according to the schedule of 
indemnity arranged when the policy is 
taken. If the business justifies the as- 
sured’s estimate, the policy will fully in- 
demnify him for his net actual loss; but 
if the weather, style changes, labor 
troubles, or any other unforeseen cir- 
cumstance should cause a different distri- 
bution of his business as to seasons and 
the loss occur at a time when earnings 
are larger than anticipated, the assured 
becomes a co-insurer and must bear a 
part of the loss. This contribution to 
the net loss particularly irks the assured 
if the loss be partial and if the amount 
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of insurance be sufficient to cover that 
partial loss. 

Under the co-insurance form it is nec- 
essary only to keep in force an amount 
of insurance adequate to cover the gross 
expense of the business for one year 
following the fire. We stress the expres- 
sion “keep in force” because it is a duty 
of the agent to advise the assured to 
revise the amount of such insurance 
whenever the outlook of the business in- 
dicates a probable change in the future 
net earnings. The amount of insurance 
under the form is divided into two items, 
as follows: Item 1—All expense of the 
business for one year, exclusive of the 
expense for heat, light and power, and 
ordinary payroll. Item 2—Ordinary pay- 
roll for the ninety consecutive days in 
which the largest payroll will be dis- 
bursed. The co-insurance clause provides 
that the policy will pay the whole net 
loss only if the amount of insurance un- 
der Item 1 is equal to the full amount 
of gross expense for the classes of ex- 
pense incurred thereunder and provides 
full indemnity under Item 2 only if the 
amount of insurance is equal to ninety 
consecutive days’ maximum payroll 
outgo. 

Advantages of Co-Insurance Form 

The co-insurance form provides in- 
demnity under three items. Under Item 
1 the actual net loss sustained consist- 
ing of the classes of expense enumerated 
therein (including actual expense for 
heat, light and power) ; under Item 2, the 
actual expense for payroll; under Item 3, 
the actual expense incurred by the as- 
sured to re-establish the business to the 
extent that such expense reduces the loss 
under the policy. 

The assured is interested, first, in ade- 
quate protection, and, second, in the pre- 
mium cost for such protection. It is 
demonstrable that too much stress has 
been laid upon the abstract rates charged 
for the three forms of net earnings in- 
surance which we are discussing. No 
net earnings policy can be properly fitted 
to the assured’s needs without measuring 
the risk to be insured, and this measure- 
ment requires an examination of the as- 
sured’s books of account and a knowl- 
edge of the current trend of the business. 

We will take a simple example to 
demonstrate the application of the 300 
day form and the co-insurance form to 
produce adequate protection at a rea- 
sonable premium. Let us say that the 
total of unavoidable expense is $30,000 a 
year and the business presents the pos- 
sibility, if not the probability, that one 
month in the year may require $150 per 
day to cover net earnings; one month 
may require but $50 per day, and each 
of the other ten months require $100 per 
day. If the rate for this form be sixty 
cents, the annual premium on $30,000 
will be $180. Too often a policy is sold 
on that basis and the error discovered 
only if an interruption to the business 
occurs in the one month when the net 
loss is $150 per day. 

In that event the assured becomes a 
one-third co-insurer because the policy 
provides a limit of $100 daily indemnity 
and the actual loss sustainable for total 
interruption is one-half more than the 
indemnity paid for. If the assured can- 
not accurately anticipate the month in 
which this maximum earning period will 
occur. the 300 day form can be made to 
give full protection only if the amount 
of insurance written thereunder be 300 
times $150, or $45,000. 

Example of Applying Insurance 
Let us say that the gross expenses of 


this business are $50,000, of which amount 
$15,000 is ordinary payroll and $3,000 is 
the expense for heat, light and power. 
If the rate for the co-insurance form be 
seventy-five cents, the agent may be re- 
luctant to offer it to his customer solely 
on the difference in rate. Examining our 
set of facts we find that under Item 2 
the largest 90 day consecutive expendi- 
ture for ordinary payroll is $4,000. Un- 
der Item 1 we eliminate from the amount 
of insurance on which our premium will 
be calculated $15,000 for ordinary pay- 
roll and $3,000 for the expense of heat, 
light and power, leaving $32,000 as the 
amount to put in the policy for Item 1. 

Our contract will, therefore, be writ- 
ten in the amount of $36,000 for Items 1 
and 2, with a premium of $270, giving 
the assured full protection without any 
requirement that he anticipate how his 
business will be distributed throughout 
the year following the occurrence of a 
possible loss. This comparison in actual 
practice frequently shows a lesser pre- 
mium under the co-insurance form than 
should be charged under the 1/300th 
form if sufficient insurance be purchased. 

The argument which most frequently 
arises over the use of the co-insurance 
form is the requirement in the co-insur- 
ance clause that the amount of insurance 
under Item 1 be gross earnings, whereas 
the policy undertakes to pay actual net 
losses. The insurance company cannot 
pay all of the assured’s net loss unless 
the assured has purchased an amount of 
insurance large enough to cover such 
loss when it occurs. Neither the insur- 
ance company nor the assured can an- 
ticipate how the gross income of the 
business may be distributed. This has 
been demonstrated in many such losses. 

We therefore require that an amount 
of insurance on which the premium is 
calculated be fixed high enough to coyer 
the greatest possible loss which the as- 
sured can sustain, which enables the un- 
derwriters to pay the full amount of the 
actual net loss. The assured, very rea- 
sonably, wishes to know that he is not 
being overcharged for protection. The 
best proof of the reasonableness of use 
and occupancy rates and resultant pre- 
miums is the loss experience which the 
companies have sustained on that class 
of business. At the time when but five 
companies, so far as I know, separated 
their so-called “use and occupancy” pre- 
miums and losses from their other fire, 
windstorm and explosion business, the 
loss ratios averaged in excess of 54% of 
gross premium income, and at current 
expense ratios it is apparent that the 
profit to the underwriters does not ex- 
ceed the 3% which it is admitted, by 
state authorities, they should have for 
conflagration possibilities. 


H. E. BILKEY FATHER OF SON 

H. Edward Bilkey, vice-president of 
the Globe & Rutgers, and Mrs. Bilkey 
are the parents of a son born last Sat- 
urday at the Doctors Hospital in New 
York. Mrs. Bilkey is the former Miss 
Emily B. Frelinghuysen, daughter of 
ex-Senator and Mrs. Joseph S. Freling- 
huysen of Far Hills, N. J. Mr. Freling- 
huysen is president of the Stuyvesant In- 
surance Co. and a director of the Globe 
& Rutgers. 


LOCAL AGENCY MOVES 
Crehore & Richardson, Inc.,_ well- 
known New York local agency, which 
has for some years been located at 101 
Maiden Lane, has moved to more satis- 

fac‘ory quarters at 90 John Street. 





Chicopee Code 


(Continued from Page 1) 
ties, but penalties are not effective if the 
spirit to obey the constitution and by- 
laws is lacking. So we are on the honor 
system and we feel sure it will work. 


Factory Employe Competition 
“We are particularly set on seeing 
eliminated the competition of people who 
have no right to be in the insurance bus- 
iness, but are invading the production 
field because they are in contact with 


ARTHUR E. GRANFIELD 


many persons who reinsure buyers. What 
right has a foreman, a superintendent, 
an office manager or some other key 
man in a factory or office to get a li- 
cense in order that he can sell policies 
to those working under him or feel they 
are in some other form of obligation. We 
have already protested to the N.R.A. 
against that type of competition and we 
think the National Association of Insur- 
ance Agents was not explicit enough in 
its code in excluding certain types of al- 
leged ‘agents’ from our business.” 


Board of Arbitration 


Some sections from the new by-laws 
of the Chicopee association follow: 


No membe: of this Association shall in any 
manner secure or attempt to secure, any tinsur- 
ance by rebating or agreeing to rebate any part 
of his commission to the assured, or by re- 
turning directly or indirectly to the assured 
any money or property of any kind in lieu 
thereof; and any member charged with vio- 
lation of this rule shall, when so asked by a 
vote of the Association, answer such questions 
as may be propounded to him. 

If any member shall feel aggrieved by any 
decision of this association, he shall have the 
right to take an appeal to the board of arbi- 
tration, to be selected from the Chicopee In- 
surance Agents’ Association as follows: the 
party aggrieved to select one person, the party 
making the charge to select another. If the 
parties thus chosen cannot agree, they shall, 
from their members, select a third person, and 
the finding of any two of this board of arbi- 
tration shall be final and binding upon all 
parties. 

All members of the association shall agree 
that when one other member cancels a_ policy 
of insurance for the non-payment of premium, 
that the other agent shall insist that the earned 
premium be paid to the canceling agent before 
new insurance can be written, except in the 
event where a mortgagee shall guarantee the 
payment of the premium 

The members of this association bind them- 
selves to a sixty-day credit basis on all insur- 
ance underwritten. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











Years ago when returning to New 
York City from long trips through my 
field, then comprising New York State, 
Vermont and a large part of Ontario, | 
used to stay in for weeks at the home 
office of the Germania and often fre- 
quented a restaurant on Beaver Street 
where I met many of my old friends, 
also my father and his friends. A young 
German by name of Von Lengerke wait- 
ed on us for years. He was a capable, 
intelligent waiter and an aristocrat by 
birth and training. The name indicated 
that and his appearance and bearing con- 
firmed it. He was there at least fifteen 
years, and in his off time sold oil paint- 
ings and musical instruments. 

He asked me to take care of his in- 
surance and requested me to send the 
policies, not to the home covered, but to 
his “business” address, which was the 
restaurant. I learned that he owned a 
nice home in a fine residential section 
and moved in cultured society but did not 
want his neighbors and friends to know 
that his business was that of a waiier 
The reason he did not leave his job, he 


told me, was because he made more mon- 
ey that way than in any other way he 
had been able to discover. He was a 
good waiter and popular with “his” cus- 


tomers at the restaurant, who in those 
prosperous times were more liberal with 
tips, and he made about $10 a day that 
way, besides his small salary and what 
he made on the outside added to that. 
So he wisely kept his job and_ his 
friends in his private life knew only that 
he was in some business downtown 

Later he became a successful chiro- 
practor for a while and then became 
manager of the hotel and restaurant sup- 
ply department of a large wholesale gro- 
cery house in New York, having learned 
a great deal about that line of merchan- 
dise while he was a waiter. He died 
vears ago. I admired him very much 
when as a waiter he had to take the 
kicks and cuffs of men who were much 
below him in every way but on whom 
he had to dance attendance because for- 
tune had momentarily placed him in the 
position of having to subordinate him- 
self to them to make a living. I often 
wondered how some of my rich but less 
cultured friends on whom he _ waited 
would have acted had the tables been 
turned on them. When he rose to a 
position more fitting to his station he 
never forgot his “guests” and was the 
most loyal of all the friends the pro- 
prietor of that restaurant had when in 
later life things did not go so well with 
his boss. 

The proprietor of that restaurant him- 
self had been an artist and designer, a 
man of good stock and liberal education, 
who could draw, paint and design, hav- 
ing been on the staff of Puck in his 
palmy days. As his eyesight became im- 
paired he drifted into the restaurant and 
hotel business, after giving up art to 
make a living. He did very well in it, but 
when the time came that he should have 
retired he did not, but lost a lot of mon- 


ey in the stock and produce exchanges 

It may seem strange that I know so 
much’ of this man and his doings I 
oucht te [ married his very fin 
daughter, and one of my dauvhters has 
nherited her artistic talent from him 


One of hi 
r¢ ived in the 


accomplishments was that he 
United States the art of 


smoke pictures, an art lone forgotten 
By covering a porcelain glazed surface 
vith smoke from an oil lamp and then 
retouching same he produced some fin 


pieces of work, some of which I| have in 
my office and home. 

Some of my insurance friends will re- 
member him by my having introduced 
them to his place. These friends includ- 
ed E. H. White, then with the Germania; 
\l Martin, president of the Underwrit- 
ers Salvage Co.; E. A. Zittel, secretary 
of the same organization, and many local 
agents like Charles A. Porth of Al- 
bany, Milton Northrup of Syracuse and 
others now passed on. He could play 
several instruments—piano, violin and 
cello—and conducted amateur orchestras. 
He enjoyed life intensely and was a reg- 
ular fellow in every way. His name was 
\lfred Wiehl. 

\t the meeting of the old Associate 
at Frontenac about 1910 when I was 
president I had a series of pictures of 
the then prominent men of the Associa- 
tion prepared by him. I had him make 
enlarged photographs (bromide process) 
of the heads of these fieldmen (from a 
souvenir published of the Association 
banquet in 1908) on a canvas background, 
and then suggested the caricatures | 
wished to be drawn. Bill Hadley will 
remember them, and many of them can 
still be found in the offices of special 
agents throughout the state. My talk 
presenting them took only fifteen min- 
utes, but it took three months to make 
pictures. You will find two of 
Milton Northrup’s office at 
Syracuse—that of myself and Joe Geyer, 
formerly special agent of the American 
of Newark but now a leading local agent. 
In this picture Joe is attempting to sing, 
which he was inclined to do at times, but 
the results were only so-so. 


these 
them in 
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Small Town Vs. N. Y. Journalism 
The large metropolitan papers often 
make fun of small town newspapers, 
when the latter publish personal notes 
of residents, like “Mr. Smith is visiting 
’ or “Mr. Jones is hav- 
ing his house painted.” They forget that 
items like these are just as interesting 
to their readers as the stuff the metro- 
politan papers publish about the “sassi- 
ety” doings of a lot of young fashion- 
ables in New York or other large cities. 
The same psychology applies to publish- 
ing small town “doings” that apply to 
“social events” in larger centers. Wherein 

is there any difference, essentially ? 
The metropolitan papers make fun of 
what they call the “hick” press. They 
had better look at themselves with a 
more critical eye. They publish a lot 
of stuffy personals about people in their 
own town, same as the so-called hick 
papers. The “columnist” idea originated 
way back in 1893 in Buffalo long before 
the metropolitan papers had the idea. 
The “ten-twenty-thirty years ago” origi- 
nated out of New York City. What is 
the stuff of writers like Winchell but 
local gossip on Broadway, same as 
“hick” papers publish events on_ their 
“Nain Street,” with the difference that 
personal gossip of small towns is usually 


relatives in — 


more wholesome. 

“Mr. Jones,” the local “magnate,” is 
just as interesting to small towns as 
Pegey van Asterbilt, et al. is to New 
York readers. I read all local papers 
where | happen to be, and get more 
nourishment and enjoyment out of them 
than out of some of the so-called metro- 
politan papers. New Yorkers are just 
as “small townish” in many respects as 
those they chose to call the “hicks,” 
meaning non-New Yorkers, just as the 
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Greeks called all non-Greeks “barbarian,” 
which originally meant “out of towners” 
and later degenerated through a sense of 
superiority to the present English mean- 
ing. I have seen so-called busy New 
Yorkers gather in a crowd to watch a 
dog or a cat fight, and let important 
business duties go hang. It amuses us 
up-state when the movie “ballyhoo” an- 
nounces that a play has run three months 
at two dollars a seat on Broadway. We 
sometimes think New Yorkers are 
“suckers” to pay so much for a rotten 
show, and it is no recommendation to 
us up here that a play has been suc- 
cessful in New York. It may be poor 
for all that. 
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Property Held Not Sold Until 
Purchaser Actually Receives Deed 


The holders of a real estate mortgage 
for $2,500 sued the Automobile Insurance 
Co. of Hartford on a standard fire pol- 
icy made payable to the plaintiffs as 
mortgagees. <A loss of $2,110 occurred 
two days after a foreclosure sale under 
the power of sale in the mortgage, at 
which the plaintiffs bid in the property 
for $1,000. One of the terms of the sale 
was that the deed should be given within 
ten days. The foreclosure deed was 
never executed or delivered. 

The policy provided that it should be 
void if the property should be sold with- 
out the company’s assent. Under such 
a provision, the Massachusetts Supreme 
Court said, Schanberg v. Automobile In- 
surance Co., 189 N. E. 105, a foreclosure 
sale followed by a deed from the mort- 
gagee to himself as purchaser makes a 
policy void unless proper assent of the 
insurance company is obtained. 

But whether the mortgagee or an- 
other be the purchaser the court held, 


“OLD ASSOCIATION” TO MEET 

The Underwriters Association of New 
York State will hold its semi-annual 
meeting July 9-10, probably followed by 
the meeting of the “Old Association” for- 
inerly known as the New York State As- 
sociation of Supervising and Adjusting 
Fire Insurance Agents, at Saranac Inn, 
Upper Saranac, N. Y. 


W. E. HARRINGTON IN N. Y. 

W. Engene Harrington. of Atlanta, 
(ja., former president of the National 
Association of Insurance Agents and 
now chairman of the special workmen's 
compensation committee, was ino New 
York this week visiting the headquarters 
of the National Association. 


the tithe docs not pass under the power 
of sale until the mortgagee gives a deed 
to the purchaser. The auction sale is a 
mere contract of sale. “If the building 
on the mortgaged premises burns after 
the foreclosure sale and before the giv- 
ing of a deed, as in this case, a_ pur- 
chaser, whether the mortgagee or an- 
other, cannot get what he agreed to buy 
and is not bound to take title. Libman v. 
Levenson, 236 Mass. 221, 128 N. E. 13, 22 
A. L. R. 560. If a purchaser rightfully 
refuses to take title, the rights of the 
mortgagor are not foreclosed but remain 
unimpaired, and the mortgagee may ex- 
ercise the power anew. That is the sit- 
uation in the present case. 

“Tt follows that the insured property 
was not ‘sold’ within the provision quoted 
from the policy. The policy remained 


Exception to the superior court's find- 
ing for plaintiffs for $2,281.92 were over- 
ruled. 


Oklahoma City Council 


Seeks Lower Fire Rates 
An effort is being made by the Okla- 
homa City council to secure lower fire 
insurance rates on residential and indus- 
trial property in the portion of the oil 
field incorporated within the city limits 
Report of a committee appointed by this 
body to study surveys of fire call records 
for the area since the field was opened 
reveals that surprisingly few fires have 
been caused by oil wells during the last 
four vears The survey reveals nine oil 
well fires during the period and cighteen 
other fires due largely to oil drilling or 
refining activity. 





A 
mobil 
every 
mobil 
of li 
are 4 
Depa 
stam] 
the q 
naire 

La 
any P 
requir’ 
XB-75 
hicles 

ye 


nois, | 


St 
Illinoi: 
setting 

a. 


trout, 
Couri 
paign 
Cong1 
York, 
L Sir 
attorn 
who | 
the pc 
the Ri 
tions, 
James 
A g 
Mr. G 
1926 2 
the ra 
came 
York 
Ameri 
specia 
ing la 
amina’ 
practic 


AL 

The 
ceived 
State | 
rate d 
and pi 
ance. 
10% « 
means 
particu 
premit 
affiliat 
Under 


C 
Hen: 
re-elec 
sociatic 
the an 
leans | 
Craven 
Houstc 
dent, a 
pa, Fla 
urer, 





|| 


». 


ork 





ed 


rower 
deed 
isa 
Iding 
after 


main 
vy ex- 
¢ Sit- 


perty 
1oted 
ained 

well 


find- 
over- 


ates 
)kla- 

fire 
rdus- 
Cc oil 
mits 
y this 
cords 
Toit d 
have 

last 
1¢ oil 
iteen 
ie Or 








April 27, 1934 











Illinois Department Seeks Data 
On Automobile Fleet Insurance 


A questionnaire with respect to auto- 
mobile fleet insurance has been sent to 
every company writing any form of auto- 
mobile insurance in Illinois by Director 
of Insurance Ernest Palmer. Replies 
are asked by May 15. The Insurance 
Department is undertaking an effort to 
stamp out illegal fleet coverage. Among 
the questions contained in the ‘question- 
_ are the following: 


Do you write fleets of motor vehicles under 
Be. plan? If so, are you_conforming to the 
requirements set forth in Department Bulletin 
XB-75 so far as coverages affecting motor ve- 
hicles domiciled in Illinois are concerned? 
2. List each fleet domiciled entirely in Illi- 
nois, setting forth: 
Name of insured. 
. Number cars owned by insured. 
. Number employe-owned cars included in 
the fleet. 
. Number employe-owned cars added to 
fleet since February 5, 1934 
e. Whether employe-owned cars added to 
fleet since February 5, 1934, are actually 
used in the business of the employer 
and all of the expense of operating them 
is paid for by the employer while being 


ore” 


so used. 

f. Premium applicable to cars owned by 
insured. ; 

g. Premium applicable to employe-owned 
cars, : 

h. Percentage reduction granted employes 


for placing insurance under fleet poli- 
cies. 

3. List fleets written in states other than 
Illinois but having cars domiciled in Illinois, 
setting forth: 

a. Name of insured. 

b. Number of cars owned by insured. 

c. Number cars owned by insured domi 
ciled in Illinois. 


Garber Candidate for 


Congressional Nomination 
Lyman Armentrout Garber, former 
assistant special agent of the Great 
American and nephew of Vance Armen- 
trout, associate editor of the Louisville 
Courier-Journal, has opened his cam- 
paign for the Democratic nomination for 
Congress from the 14th District of New 
York, now represented by Dr. William 
I. Sirovich. Mr. Garber, who is now an 
attorney, is a serious-minded young man 
who has shown considerable ability in 
the political field. Last fall he supported 
the Recovery ticket in the municipal elec- 
tions, speaking for Joseph V. McKee and 
James J. Hoey. 

A graduate al Ohio State University 
Mr. Garber joined the Great American in 
1926 as a map clerk. Later he was in 
the rating department and ultimately be- 
came assistant special agent in the New 
York suburban field. He left the Great 
American to go with an investment house 
specializing in insurance stocks. Study- 
ing law at night he passed his bar ex- 
aminations and is now engaged in the 
practice of law. 





ALLOWED TO LOWER RATES 


The American Automobile Fire has re- 
ceived permission from the New York 
State Insurance Department to file a 15% 
rate differential on fire, theft, collision 
and property damage automobile insur- 
ance. Last year the company enjoyed a 
10% differential. The 1934 differential 
means that the company can write these 
Particular coverages at 15% below the 
premium rates charged by the companies 
affliated with the National Automobile 
Underwriters Association. 





GENERAL AGENTS MEET 

Henry A. Steckler of New Orleans was 
re-elected president of the American As- 
sociation of Insurance General Agents at 
the annual convention held in New Or- 
leans last Friday and Saturday. Rorick 
Cravens of Cravens, Dargan & Co. 
Houston, Tex., was named vice-presi- 
dent, and George E. Edmondson, Tam- 
pa, Fla., was re-elected secretary-treas- 
urer, 


. Number employe-owned cars domiciled in 
Illinois and included in fleet. 

e. Number of employe-owned cars domiciled 
in the State of Illinois added to fleet 
since February 5, 1934. 

f. Whether employe-owned cars domiciled 
in Illinois are actually used in the busi- 
ness of the employer and the expense of 
operating them is paid for by the em 
ployer while being so used. 

g. Whether or not premium charged for 
Illinois cars is the same or is more or 

less than that which would be charged 
had entire fleet been domiciled in Li 
nois. If less, give percentage difference. 

. Percentage reduction granted employes 
having cars domiciled in Illinois for plac- 
ing insurance under fleet policy. 

4. Are you issuing policies to employes of 
business organizations, institutions, etc., under 
any preferred plan?............ If so, list names 
of such organizations or institutions and per- 
centage reduction in premium charged as com- 
pared with premium normally charged for same 
coverages. (Attach list to questionnaire.) 


5. Are you issuing policies under any pre- 
ferred plan other than as provided for above? 
ee et If so, give details of such plan. 

This questionnaire is being sent to the 
companies as Director Palmer is making 
a determined effort to eliminate the 
writing of fictitious auto fleets in TIIli- 
nois. In February he sent to the com- 
panies a definition of what constituted a 
legitimate fleet as interpreted by the 
Illinois Insurance Department and or- 
dered the companies not to write in a 
fleet policy cars belonging to employes 
unless such cars were actually used in 
the business of the employers and the 
expenses of operation paid by them. 





Spectator Co. Issues 
Fire Index for 1934 


The Spectator Co. of Philadelphia and 
New York has issued the 1934 edition of 
the well-known Fire Index, giving sta- 
tistics of the condition and business of 
American and foreign fire insurance com- 
panies with special classification of pre- 
miums and losses and underwriting prof- 
its and losses. These figures are com- 
piled from official reports of companies 
for the ten years ending January 1 of 
this year and the book contains reports 
upon about 900 organizations. The 


Fire Index, formerly . known as_ the 


Fire Insurance Policyholders Pocket 
Index, is a valuable reference book and 
contains a wide variety of statistical in- 
formation. 

Among the subjects covered in the 
Fire Index are the following: financial 
exhibit, income and disbursements and 
underwriting results and ratios of stock 
and mutual companies; states having 
anti-compact laws; classification of pre- 
miums and losses; conflagration losses; 
large fires in the United States and Can- 
ada; Lloyds associations; states having 


resident agency laws; short rate tables, 


state insurance officials; underwriters 
agencies and unlicensed foreign compa- 
nies. This book contains 130 pages of 
data and sells for 75 cents a copy. 





SEEKS UNIFIED FIRE BRIGADE 


Dr. Gilbert Burnett, chief surgeon of 
the National Fire Brigades’ Association 
of Great Britain, is campaigning for a 
National Fire Brigade which would co- 
ordinate the whole of the fire-fighting 
forces throughout the United Kingdom 
into one unit properly trained and 
equipped for emergency action in the 
event of air attack. A letter is being 
circulated to fire brigade chiefs through- 
out the country asking for their sup- 
port of the scheme. 





EDWIN B. HAVENS DIES 


Edwin B. Havens, head of the insur- 
ance brokerage firm of that name at 56 
Pine Street, New York, and formerly a 
well-known yachtsman, died last Friday 
at his home in Broaklyn. He was &7 
years of age and years ago was head of a 
stock exchange firm here. 
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Starts Drive For 
Collision Insurance 


FEW CAR OWNERS CARRY IT 
London Pp Companies Believe 
Agents This Year Can Sell More of 
This Important Protection 
Through a letter mailed last week to 
all the agents of the London Assurance, 
the Manhattan Fire & Marine and the 
Union Fire, Accident and General, Wal- 
ter Meiss, manager of the automobile 
departments of these companies, has in- 
itiated a drive for automobile collision 
insurance. 
“Now that there 





is more money avail- 
able,” Mr. Meiss says, “more cars are 
being sold and more insurance will be 
sold. And the only agents who will get 
that business will be the ones who will 
go out for it.” 

Mr. Meiss went on to outline a con- 
crete plan for agents to use in selling 
collision insurance. “You'll find that you 
will get twice as many real interviews by 
sending good letters in advance of your 
calls as you would if you just called ‘cold 
canvass. During your campaigns use 
newspaper advertising. 

“Propose $50 deductible collision in 
combination with automobile glass insur- 
ance. This last costs only $3 for open 
cars, $5 for closed cars. By combining 
these two coverages you will give a great 
deai of protection for comparatively lit- 
tle money. Almost all accidents involve 
glass breakage. With this combination, 
to give an example, if your client has 
$100 accident of which $25 is broken 
glass, he’ll collect $75 even though he 
has $50 deductible collision insurance. 


“There is no reason why collision in- 
surance should be hard to sell,” Mr. 
Meiss continued. “It protects the as- 


sured’s own property, not someone else’s. 
The deductible forms aren’t expensive. 
And the idea that a careful driver can 
always collect from the other fellow for 
damage to his own car is a little silly 
when you realize that less than 25% of 


America’s car owners carry property 
damage insurance. Anyway, less than 
45% of the 1933 automobile accidents 
involved another car. You certainly 
can’t sue slippery streets, or posts, or 
fences. And research reveals that the 


Preparing Program for 


N. Y. Agents’ Convention 
Leaders of the New York State Asso- 
ciation of Local Agents, Inc., and mem- 
bers of the Rochester board are busily 
engaged now in completing the program 
for the annual convention of the New 
York Association in Rochester, May 21- 
23. Two of the chief speakers will be 
Insurance Superintendent George S. 
Van Schaick of New York and President 
Allan I. Wolff of the National Associa- 
tion of Insurance Agents. Both will 
speak at the banquet on the evening of 
Tuesday, May 22. 

Chairmen of committees handling vari- 
ous arrangements for the convention in- 
clude the following: James H. Farrell, 
finance committee; Follett L. Greeno, 
publicity committee ; Henry Weisenbeck, 
hotel, transportation and information; 
Roy A. Dutfus, entertainment and din- 
ner; Thomas A. Sharp, on-to-Rochester ; 
Charles H. Tuke, reception; Charles B. 
Champion, centennial; Ted Childs, pro- 
gram and badge; Rk. M. Markins, regis- 
tration; F. J. Eaton, golf, and Mrs. Wel- 
lington Potter, ladies’ entertainment. 


BROOKLYN BROKERS’ DINNER 

Insurance Superintendent George S. 
Van Schaick of New York will be the 
guest of honor and principal speaker at 
the twenty-second annual dinner of the 
Brooklyn Insurance Brokers’ Association 
on Tuesday evening, May 8, at the Hotel 
Bossert. Leaders in politics, insurance 
and the business world have been invited 
to attend this dinner. 





ROYAL “EXCHANGE MOVES 
The Royal Exchange Assurance and 
its affiliated companies have moved to 
111 John Street, where they occupy the 
twentieth and twenty-first floors. Other 
companies in the group are the Car & 
General and the Provident fire. 





fault is indeterminable in nearly half of 
all auto coilisions. Without witnesses in 
his own car what chance has a driver 
to collect from the other fellow? It is 
estimated that as many accidents are the 
fault of pedestrians as of drivers. If 
car is damaged when he 


your assured’s 
hits something by dodging a careless 
child or a _ jay-walker he _ probably 


couldn’t collect.” 





F. D. LAYTON, President 
Statement December 31, 
Admitted Assets 


Capital Stock 
Reserve for Unearned Premiums 
Reserve for Losses... . 
Reserve for Taxes and Other Expenses 
Reserve for Dividends. . ; 
Reserve for Contingencies (Special) 

Reserve for Contingencies (General) 





National Fire Insurance Company 
OF HARTFORD, CONN. 


1933, to New York Insurance Department 


LIABILITIES 


Net Surplus (Based on December 31, 1933, Market Prices) 


Surplus Available for Protection of Policyholders 


S. T. MAXWELL, Vice-President 
. . .$39,924,452.58 


$ 5,000,000.00 


3,769, 288. 38 
1,700,000.00 
11,867,764.77 





$39,924,452.58 
. .$16,867,764.77 








British Fire Losses Are 
Down for First Quarter 


The cost of the direct losses from fire 
in Britain and Ireland during March is 
estimated at £348,000, a low figure com- 
pared with corresponding losses of £458,- 
000 in February and £439,000 in March 
of last year. These estimates only in- 
clude fires in which the damage amount- 
ed to £1,000 or more. Allowing, in ac- 
cordance with statistical practice, an ad- 
dition of 60% in respect of the numerous 
outbreaks costing individually less, the 
total cost of the direct damage caused by 
all fires in the United Kingdom in March 
becomes £557,000, and the corresponding 
losses for the first quarter of this year 
and last year are as follows: 


1934 1933 
TURNED pbb ccseeantees £624,000 £912,000 
rae 733,000 464,000 
DE  awbusxedéaanat 557,000 702,000 
fotal for three mos.. £1,914,000 £ 2,078,000 





DEATH OF E. K. ADAMS 
Emmor K. Adams of Cranford, N. J., 


who some years ago represented the 
Great American, died last week at the 
age of 79 years. He was active in poli- 
tics for many years and was founder of 
the first newspaper in Cranford. 


CONNECTICUT FIRE AGENTS 

The Connecticut Fire has appointed 
Lemma & O’Connor of Brooklyn as 
agents for Brooklyn and suburban ter- 
ritory. This company will replace the 
Equitable Fire & Marine of the sam 
group which the agency has represented 
for some time. 











standing. 


to assume. 





British Dominions 
Insurance Company Limited 
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of London, Craland 


A fine old English Company of high character and 
It is one of the largest Companies of Great 
Britain doing business in the United States and writes 
ali the hazards a Fire Insurance Company is permitted 


90 JOHN STREET 
New York 
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EXCELSIOR AGENTS MEET 





Massachusetts and Connecticut Agents 
Discuss Producers’ Problems 
At Harvard Club 

Agents of the Excelsior Insurance Co, 
of Syracuse, N. Y., from the states of 
Massachusetts and Connecticut held a 
conference at the Harvard Club in Bos- 
ton on Monday. Analysis of company 
statements and company development 
were made by the officers, followed by a 
torum where subjects of considerable in- 
terest to agents at this time were given 


consideration. The forum leaders and 
their subjects. were: 
Frank R. Knox, Holyoke, Mass— 


What does the average agent spend to- 
day for rent, salaries and overhead in 
the average community for every thou- 
sand dollars in commissions written? 





Donald G. North, New Haven, Conn— 
Does agency advertising pay and what | 
kind is the most effective ? 

Chas. H. Watkins, Boston, Mass.—ls 
stock casualty insurance doomed to fail- 
ure? 

Walter C. North, Bridgeport, Conn— 
What are we going to do with our com- 
pensation business ? 

Carroll K. Steele, Gloucester, Mass— 
Is there a perfect collection system? 

At the close of the meeting, dinner 
was served in the Aesculapian Room at 
the Harvard Club, and following the din- 
ner, Special Agent Alfred H. Stafford, 
in charge of the New England Excelsior | 
territory, gave a demonstration of magic | 
and sleight of hand. The conference was | 
under the direction of Fredrick V 
3runs, president; Frederick W. Barker, 
Jr., chairman of the executive commit- 
tee, and Robert C. Hosmer, vice-presi- 
dent. 


pRB are 


Federal Court ‘Usha 
Rights of Mortgagee 


In an action by C. H. Reeder, the 
mortgagee under a standard mortgagee 
clause attached to a tornado policy of 
the Twin City Fire, the Federal Dis- 
trict Court for southern Florida has held 
that the clause constitutes an independ- [ 
ent contract between the company and | 
the mortgagee and the insured’s failure | 
to render proof of loss within sixty days 
did not defeat the mortgagee’s right 
under the clause. The duty to furnish 
proof of loss was held a personal obli- 
gation. There was no such provision 
in the mortgagee’s contract. 

Under the same reasoning, an ap- 
praisement attempted between the com- 
pany and the insured was held not bind- 
ing upon the mortgagee. And the fail- 
ure of the insured to repair the prop- 
erty damage because that right was de- | 
nied by the company on the ground of | 
failure to furnish proof of loss was held f 
no defense to the mortgagee’s action. 


ee 


7 





TORNADO RULES CHANGED 
The Eastern Tornado Insurance Asso- 
ciation has made several change s in rates 
and rules. On fire resistive building: 
the charge for hail damage insurance has 





been reduced from five cents to two 
cents. A complete revision of the us¢ 
and occupancy rules has been made. For ® 
airplane hangars new rates have been® 







made ranging from ten cents for the 
fire resistive types to seventy-five cents} 
for frame. 
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Why British Insurance Offices 


Paid for Firebug Prosecution 


Sir John Gilmour, British Home Sec- 
retary, replied to a long question put to 
aa = - me 
hin in the House of Commons recently 
by Geoffrey Mander with regard to the 
recent prosecution of the Harris gang 
of firebugs. 

“There is no foundation for the state- 
ment that the director of public prosecu- 
tions told the representatives of the fire 
insurance companies and Lloyd’s under- 
writers concerned that no action would 
be taken unless they guaranteed the 
cost,” declared Sir John. 

“It is unusual for the director of pub- 
lic prosecutions to undertake prosecu- 
tions when great corporations are con- 
cerned who may properly be asked to 
take proceedings. In these circumstances 
it was agreed that the whole cost, sub- 
ject to the usual contribution by the 
county, should be paid by the interests 
concerned. The Attorney-General was 
asked to give consent to the proposal 
made by the companies and Lloyd’s un- 
derwriters concerned that the conduct of 


the prosecution should be in the hands ) 


of their own solicitors as agent for the 
director of public prosecutions. In the 
special circumstances of the case the 
Attorney-General gave his consent to 
this course. 

“No question of the payment of costs 
by the director of public prosecutions 
could have arisen. In the interests of 
justice no financial considerations influ- 





ROBERT N. IRWIN DIES 


Robert N. Irwin, formerly of the 
Brooklyn agency of Gaubert & Irwin, 
died iast Sunday after a long illness. 
Funeral services were held Tuesday eve- 
ning from his late home in Flushing, 
L. I. For many years Mr. Irwin was 
head of the city department of the Ni- 
agara Fire and about sixteen years ago 
he became associated with Mortimer H. 
Gaubert, forming the Gaubert & Irwin 
ofice which represented the Hartford 
Fire and Hartford Accident & Indem- 
rity for Brooklyn until 1931 when Mr. 
Irwin retired from the firm. 


FRANCIS M. O’BRIEN DIES 

Francis M. O’Brien, owner of the Mid- 
town Agency, Inc., 47 Madison Avenue, 
died on Tuesday after an illness of six 
weeks. He was 47 years of age and had 
been in insurance for about twenty-five 
years. Some time ago Mr. O’Brien and 
his brother, Raymond O’Brien, opened 
the O’Brien & O’Brien agency uptown 
and operated it until Francis started the 
Midtown Agency. 


NEW FUMIGANT APPROVED 

Malium gas, used for the fumigation 
of foods and materials subject to insect 
infestation, has been passed by the Un- 
derwriters Laboratories of the National 
Board of Underwriters as non-flamable 
and non-explosive. Malium was _ per- 
tected after several years of research by 
chemists and entomologists of the Mich- 
igan Alkali Co. and is now finding wide 
use in the fumigation of food products, 
warehouses, hotels, ete. 


DOWNEY MARINE SPECIAL 

John S. Downey, formerly with the 
Insurance Co. of North America in Phil- 
adelphia and an experienced inland ma- 
rine man, has been appointed mar ne 
special agent of the company in New 
England to succeed Daniel H. Whitney, 
who has been recalled to the home office. 


50% PASS AGENTS’ TEST 


Sixteen out of a total of thirty-two 
applicants for local agents’ licenses 
Passed the qualification examination con- 
ducted by the New York Insurance De- 
partment in New York City on April 13. 


ence the director of public prosecutions 
in carrying out his difficult and respon- 
sible duties.” 

“Do I understand that the prosecution 
would have taken place in any event, 
even if the whole cost had fallen upon 
the Treasury?” asked Mr. Mander. 

“Oh, undoubtedly,” replied Sir John. 

This clears up a point which has con- 
siderably disturbed the public since the 
firebug trial, the general impression hav- 
ing been gained that there would have 
been no possibility of these criminals 
being brought to justice at the state’s 
expense. 











The Boston general agency of Dewick 
& Flanders, Inc., has announced that Ed- 


win C. Bennett and Asa LD. Blakeslee 
will become directors as of May 1. Both 
are former partners in the old firm of 
William A. Hamilton Co. and have been 


associated with the office of Boit, Dal- 
ton, Church & Hamilton since the mer- 
ger which was completed some years 
ago. 


HOYT WITH COMMERCIAL UNION 

Charles A. Hoyt, formerly New York 
City manager for the Phoenix of Lon- 
don, has joined the production depart- 
ment in the metropolitan office of the 
Commercial Union. He has been in in- 
surance for about twenty-five years and 
was with Wallace Reid thirteen years 
before becoming connected with the 
Phoenix. 


N. J. SPECIALS MEET MAY 7 
The next regular meeting of the New 
Jersey Special Agents’ Association will 
be held at the Newark Athletic Club on 
Monday, May 7, at 12:30 noon. The 
speaker will be Dr. F. Running 
Bear, Ph.D., an American Indian, mem 
ber of Powhattan Tribe, archeologist, 
historian and lecturer. His subject will 
be “The American Indian Today and 
Americanism.” 


AGENTS GET SERVICE MEDALS 
The Franklin Fire has presented to 
four of its local agents a sterling silver 
medal on the occasion of their twenty- 
fifth anniversary as agents of the com- 
pany. Those receiving medals are: Wil- 
liam H. Northey, Salem, Mass.; Verne 
Towne, Rosalia, Wash.; J. S. Dunscomb, 
Memphis, Tenn., and W. A. Pielstick, 
Hastings, Neb. 


4» agents who exercise good judg- 


ment in the selection of automobile 


risks, the companies of the Fireman’s 
Fund group offer every facility of their 
Nation-wide automobile insurance 
organization. There’sa real opportun- 
ity for automobile insurance in 1934. 


Let us help you to make the most of it! 


Tire Automobile Marine «Casualty : Fidelity » Surety 
9 
REMAN S FUND GROU 
Firemans Fund Insurance C — Oceiden 


Fireman's Fund Indemnity Company ~ Occidental itemnily Company 
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Personal Effects Insuran 


ce Has 


Many Year-Round Advantages 


By Henry F. Clark, Jr., 


Special Agent Atlantic Marine Department, Fireman's Fund 


Henry F. Clark, Jr., special agent at 
New York for the marine department of 
the Fireman’s Fund, presents some 
worthwhile sales pointers on personal ef- 
fects coverage in the current issue of the 
The article is writ- 


conversation be- 


company’s Record. 
ten in the form of a 
tween a local agent and a prospect and 
follows herewith: 

3ut. Mr. Smith, we won't 
protection after we return home—the 
Transylvania sails on Thursday and by 
Easter Mrs. Jones and I will be back at 
home telling about our West Indian 
cruise. Really, I can see no reason for 
buving an annual policy. It will be at 
least a year before we take another 


need the 


“That is a very natural feeling, Mr. 
Jones, but the coverage is not just a 
baggage policy for travelers alone. It 
covers all of your personal effects and 
those of your wife and unmarried chil- 
dren living at home; and by ‘personal 
effects,’ I mean clothing, jewelry, sports 
equipment, cameras, and all of the scores 
of articles usually carried by tourists 
or travelers. On jewelry and furs the 
coverage is limited to 25% of the amount 
for which the policy is written, with a 
further limit of $500 on any one of these 
articles.” 

“Let me understand you thoroughly, 
Mr. Smith. Do you mean that this pol- 
icy would cover all our clothes, my golf 
equipment and field glasses, and the chil- 
dren’s possessions wherever these things 
are outside our home?” 

Broad Coverage 

“Yes, Mr. Jones, the articles you men- 
tion are just a few that will be covered 
when they are not in your permanent 
residence or in storage. The _ policy, 
however, does not extend to property 
while in or on the premises of any 
school, college, fraternity house or dor- 
mitory, although this restriction may be 
waived by the payment of a slightly 
higher premium. In other words, this 





J. G. PEPPER DIES AT AGE 70 





Was Formerly Manager of Southern De- 
partment of L. & L. & G.; Retired 
From Service in 1927 

J. G. Pepper, formerly manager of the 
Southern department of the Liverpool & 
London & Globe, died April 15, at his 
home in New Orleans, following a pro- 
longed illness. He was 70 years of age. 
Mr. Pepper was widely known among 
insurance men, especially in the South. 
He was born in Savannah, Ga., in 1864, 
and as a young man entered a local 
agency in that city. In the early eighties 
Clarence F. Low, at that time assistant 
secretary of the L. & L. & G.’s Southern 
department, with headquarters at New 
Orleans, persuaded Mr. Pepper to come 
with the company there. In 1892 he was 
made deputy assistant secretary and as- 
sistant secretary in 1896. 

When Mr. Low in 1921 retired as man- 
ager of the Southern department, Mr. 
Pepper was appointed manager. While 
in this position he continued the activi- 
ties which had made him so prominent 
in southern underwriting until he re- 
tired in 1927. He took an important part 
in insurance affairs and served as a mem- 
ber of several important legislative com- 
mittees. 


NEWARK ADJUSTERS MOVE 
, Feuerstein & Bruckmann, well-known 
independent fire insurance adjusters in 
Newark, N. J., have moved their offices 
to the Union Building, 9 Clinton Street, 
Newark. 


policy takes up where your household in- 
surance leaves off 

“T have not dwelt at all upon the 
risks covered by the policy. This is most 
important, so I have left it to the last 
As you know, even if an insurance pol- 
icy were broad enough to cover man’s 
every earthly possession wherever it 
might be, at any moment of the day or 
night, its scope as to the character of 
risks covered might be so limited as to 
make it worth little or nothing. 

“The personal effects policy, however, 
is in that narrow category of exceedingly 
broad policies which are termed ‘all risks 
policies.’ With the exception of the few 
exclusions stated in the policy, the con- 
tract covers against any and all risks 
whatsoever. 

“The words ‘all risks’ embody all the 
important forms of insurance—fire, bur- 
glary, larceny, theft, hold-up, robbery, 
windstorm, explosion, flood, earthquake, 
riot and strike—but even more, they take 
in the thousand and one losses not gen- 
erally comprehended. 

Examples of Losses Covered 

“Since you doubtless are familiar with 
the major hazards encountered by peo- 
ple when taking trips, let me cite a few 
of the many types of losses that occur 
when people are at home. Clothing is 
lost or stolen while at the cleaners or 
laundry; overcoats and hats are stolen 
from restaurants or other public places; 
sports equipment at clubs is burned or 
stolen. 

“Not so long ago, more than $25,000 
worth of golf clubs and clothing burned 
when a country club, with which you are 
familiar, was destroyed. In another, over 
a hundred sets of clubs and bags were 
stolen from the pro’s shop. 

“T never sell solely on 
cost; however, comparison of cost is 
pertinent to our discussion. A $1,000 pol- 
icy for the duration of your trip will 
cost $15, which is the minimum premium. 
An annual policy for $1,000 will cost $30 
Now, wouldn’t you be willing to pay $15 
more and have this ‘outside’ protection 
for the entire year?” 


the basis of 


Ceieiten on Liability "7 
Mortgagee to Assessment 


The Fire Underwriters 
St. Louis recently asked its legal counsel 
policy 
mak- 


assessments for 


Association of 


whether the provisions of a fire 
of an assessment mutual company, 
ing the 
losses and expenses of the company, ex- 


insured liable to 


tend to a mortgagee, or whose 
interest is insured by a standard mort- 
gagee clause attached to the policy. Rob- 
ert J. Keefe of the firm of Igoe, Carroll, 
Higgs & Keefe, in his reply says in 
effect that where the mortgagee has had 
no negotiations or dealings with the in- 
surance company, the policy having been 
applied for by the property owner and 
the premium having been paid by him, 
then the only person who has entered 
into a contract making him liable to as- 
sessment upon the policy is the insured 
owner of the property. 

On the other hand, where the mort- 
gagee deals directly with the company 
and pays the premium on the policy, then 
the mortgagee apparently is bound by 
the policy and by-law provisions, as well 
as the provisions of the statutes, making 
the insured a member of the mutual com- 
pany and liable to assessment. 


trustee, 


NEW ENGLAND POND MEETS 
Members of the New England Pond 
of the Blue Goose will meet tonight at 


the Hotel Bradford in Boston for a din- 
ner dance. 





FIRE CO. STOCKS RISE 





New York Broker Tells Some of the 
Reasons Why Investors Are Buying 
This Class of Security 

Commenting upon the upward trend in 
market prices of fire insurance company 
stocks during the last few weeks, Henry 
W. Abbot, Jr., of G.M.-P. Murphy & 
Co., New York stock brokers, has this 
to say: 

“A number of factors have contributed 
to the steady advance in insurance stock 
prices since the first of the year and 
may result in a continuation of this ad- 
vance. Among them we would include 
the following: 

“1. Recent favorable dividend actions. 

“2. The growing belief that both pre- 
mium income and the investment income 
of fire insurance companies have turned 
the corner. 

“3. The realization that present liqui- 
dating values are higher than they were 
at the beginning of the year. 

“4. The knowledge that fire insurance 
stocks offer a hedge against inflation and 
at the same time tend to display better 
than average resistance in a declining 
market. 

“A growing tendency on the part of 
insurance stock followers to pick up the 
lower priced issues has been noted in 
recent weeks.” 


N. Y. Court of Appeals 


Reverses Lower Courts 

The New York Court of Appeals in the 
matter of David Bergman and Samuel 
Feldman, doing business under the name 
of the Wallkill Valley Pants Co., against 
the Scottish Union & National, has re- 
versed decisions of the lower courts and 
held that special findings of a jury can- 
not be used by the court in directing the 
jury to find a general verdict. In this 
case the insurance company interposed 
defenses relating to fraud and incendiar- 
ism by the assured. The plaintiffs moved 
at the close of the case to dismiss the 
several defenses to the suit for insur- 
ance while the insurance company moved 
for a nonsuit for failure to prove suffi- 
cient facts. 

The lower court reserved its decision 
on the motion for nonsuit, denied the 
motion to dismiss the defenses and sub- 
mitted to the jury special questions re- 
lating only to the defenses. The jury 
by its answers to three of the special 
questions found the plaintiffs guilty of 
fraud vitiating the insurance policy. 
Thereupon the court directed the jury 
to find a verdict in favor of the defend- 
ant insurer for no cause of action. 
“There is no authority,” says the high- 
est court of the state, “statutory or oth- 
erwise, for the practice thus pursued over 
the plaintiff's objection. What may be 
done by consent under reserved motions 
is another matter. I therefore concur 
for reversal and for a new trial.” 


LICENSES ARE REVOKED 

Superintendent of Insurance George S. 
Van Schaick has revoked the licenses of 
Anthony Esposito, Long Island City and 
of Henry R. Fechtman, Forest Hills, 
N. Y. Esposito, licensed as a general 
insurance broker, was charged with fail- 
ure to properly account for premiums 
collected. Fechtman, licensed both as an 
agent of a fire company and a casualty 
company, was found to be untrustworthy, 
within the contemplation of the Insur- 
ance Law, to transact business as an in- 
surance agent. 











HOME AGENTS GET MEDALS 


Nine local agents of the Home of New 
York have been presented with silver 
medals and framed certificates by the 
company in recognition of their having 
represented the company for _ twenty- 
five years. The local agents are: Paul 
J. Nordberg, Newburg, N. D.; W. Ben 
Turner, Sayre, Okla.; Dean G. Crippen, 
Brockport, N. Y.; W. A. Scherfe, Fort 
Madison, Iowa; W. Chas. Boyer, Dover, 
Del.; R. J. Norton, Traer, Iowa; Chas. 
G. Warden, Washington, D. C.; T. L. 
Wiper, Sheldon, N. D.; F. B. Callaway, 
Chipley, Fla. 





Rising Stock Prices 
Aid Insurance Co,’s 


NEARER CONVENTION VALUES 





Present Market Quotations Tend t, 
Justify Formula Adopted by Com. 
missioners’ Convention 





Improved prices for the bond and 
stock investments of fire and casualty 
insurance companies during the las 
three and a half months tend to justify 
fully the foumale prepared by the Na. 
tional Convention of Insurance Commis- 
sioners last December for the valuation 
of securities ‘in the 1933 annual state- 
ments. According to the Wall Stree 
Journal of New York the average mar- 
ket price as of April 21, last Saturday, 
of a group of industrial issues most 
prominent in insurance company poft- 
folios was 55.66 or about 3.7% higher 
than the Convention value of 53.63 au- 
thorized by the commissioners. 

“Railroad and utility stocks did not 
enjoy the same rate of advance as the 
industrials in so far as their relation to 
convention values is concerned,” says the 
Wall Street Journal. “The current mar- 
ket prices of leading railroad stocks on 
April 21 were 94% below convention 
values used in the 1933 annual state- 
ments. The average market price of 
twenty issues at the close of trading on 
April 21 was 45.15 as compared with a 
Convention average of 49.85. 

“April 21 actual markets, however, 
were 95% above actual quotations at the 
close of 1933, the average being 45.15 as 
against 23.05. Convention values, on the 
other hand, were 115% greater than ac- 
tual market prices at the end of last 
year, the average being 49.85 as com- 
pared with 23.05. 


“Leading utilities on the date under 
consideration were running 31.8% behind 


Convention values. The average market 
price for twenty utility issues at the close 
of trading on April 21 was 26.70 as com- 
pared with a Convention average of 39.20. 


Bond Values Also Sharply Higher 


“The April 21 quotations were 2.7% 
below the actual market prices on De- 
cember 30, 1933, the average being 26.70 
as against 27.45. The December 30 mar- 
ket prices were 29.7% below the Con- 
vention values used in the 1933 state- 
ments, the average being 27.45 as com- 
pared with a Convention average of 
39.20. 

“Bond values have appreciated marked- 
ly since December 31, 1933, also. The 
combined average of forty bonds as com- 
piled by Dow-Jones stood at 95.20 on 
April 21 as compared with 92.62 on 
March 31 last and 84.60 on December 3V, 
1933. At the close of 1932 the combined 
average was 77.74; 1931, 77.77; 1930, 
95.20, and 1929, 93.77. 

“The average for ten first grade rail- 
road bonds has attained the highest point 
since its origination in 1915. At the close 
of trading on April 21 the average was 
99.84 as against 98.40 on March 31, 19H, 
and 91.41 on December 30, 1933. 

“The question of Convention values 
will not be up for discussion until the 
December, 1934, meeting of the insur- 
ance commissioners. The insurance trade 
is of the opinion, however, that further 
improvement in the securities markets 
will lead to a discontinuance of average 
prices. 





BOGUS CLAIMS ON OWN OFFICE 


A man described as having a brilliant 
war record, rising from private to major 
in the Machine Gun Corps, Gordon 
a has been convicted at West 

London Court of obtaining money by 
false pretences from his own insurance 
company, the Universal Automobile In- 
surance Co. Prosecuting counsel said 
Moorhouse joined the Universal Auto- 
mobile in 1931 as manager of the fire 
department at £350 per annum. At the 
end of last year the general managet 
found a claims form with no documents 
attached. Moorhouse was interviewed 
and made out a list of bogus fire claims 
totaling £587 which he had made. 
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Insurance on Yachts 
Should Be Sold Now 


SUMMER SEASON IS AT HAND 





1. N. Kemsley, Fireman’s Fund, Tells 
Local Agents They Should Develop 
This Profitable Business 





I. N. Kemsley, well-known marine un- 
derwriter connected with the Atlantic 
marine department in New York City of 
the Fireman’s Fund, draws the attention 
of local agents to the fact that the yacht- 
ing season is at hand and that this insur- 
ance is well-worth soliciting as the pre- 
miums involved are usually fairly large. 
Writing in the current issue of the Fire- 
man’s Fund Record on the fundamentals 
of yacht insurance he says: 

Agents who are in touch with owners 
of any type of pleasure craft will find a 
re-awakening, at this time of year, in 
yacht insurance. / 

The supposition that yacht insurance is 
dificult to place is unwarranted, and the 
agent who understands his company’s 
viewpoint will find it quite easy to han- 
dle this business—whether the craft in 
question is a simple outboard motor or 
a palatial ocean-going vessel. __ 

An important part in underwriting this 
class of coverage is the relationship of 
the insured value to the size of the ves- 
sel, taking into consideration the type of 
craft, which may be sail, auxiliary sail, 
gasoline motor, Diesel or steam. 


Chief Facts To Be Learned 

The chief considerations in regard to 
the ordinary sailing craft are the age 
and construction of the hull, the type of 
masts and sails, and whether or not the 
vessel is provided with cooking or heat- 
ing appliances. 

In the case of motor-powered vessels, 
however, it is necessary to go more thor- 
oughly into the question of fire protec- 
tion, the installation of adequate fire- 
extinguishing appliances being of major 
importance. 

The various well-known types of hand 
extinguishers, which are approved by fire 
underwriters, are acceptable, as well as 
an extinguisher resembling a sprinkler 
system which has made its appearance 
during the last few years. 

This extinguisher comprises a cylinder 
containing carbon dioxide gas under 
pressure, piped to the engine room, the 
galley and other parts of the vessel most 
requiring protection. . 

Other protective features consist of 
backfire traps, drip pans under the car- 
buretor, proper ventilating system, both 
in engine room and surrounding the gas 
tanks, good electric wiring, and _ the 
avoidance of any spillage of gasoline to 
the bilge. 

This latter point is most important, as 
an accumulation of gases in the bilge 
presents a very serious fire hazard. It is 
interesting to note that a teacupful of 
gasoline has the potential explosive pow- 
er of five pounds of dynamite! 

Old Vessels Should Be Surveyed 

_ With our standard form of yacht pol- 
icy on a value-admitted basis, particular 
attention should be given to the replace- 
ment cost of the vessel, as well as the 
purchase price to the prospective as- 
sured. A survey is required in all cases, 
with the exception of risks involving new, 
Standardized stock models. 

The chief perils covered under the full 
marine form are stranding, sinking, fire 
and collision with another vessel. The 
issuance of a limited form, covering fire 
only, will also be considered by the com- 
pany. 

A responsible motorist would not think 
of operating his car without liability in- 
surance; and in the same way, yacht 
Owners should protect themselves from 


| MARINE & AUTOMOBILE 


possible suit in connection with the oper 
ation of their vessels by the addition of 
protection and indemnity coverage to 
their marine policies. 

This form of coverage, obtainable in 
varying limits for a reasonable cost, pro 
tects the owner for his legal liability for 
damage to property of others, as well as 
for loss of life and personal injury. 

In the case of larger vessels, the ques 
tion of liability for compensation under 
the Federal Longshoremen’s and Harbor 
Workers’ Act arises, and advice on this 
subject Should be obtained from one of 
our marine departmental offices. 

A booklet entitled “The A B C’s of 
Yacht Insurance” will be of interest and 
value to agents and yacht owners. This 
booklet may be obtained from any of our 
marine offices. 

Agents will also be supplied with cop 
ies of “It’s Always Fair Weather’—an 
attractive advertising folder that will ap- 
peal to yachtsmen and pave the way for 
a discussion of their insurance needs 
This folder—printed in two colors—is 
available to agents of the Fireman’s Fund 
and the Home Fire & Marine Insurance 
Companies. 


Marine of England Has 
Profitable Experience 


The depressed condition of interna- 
tional trade is reflected by the accounts 
of the Marine Insurance Co. of England, 
in a further decline of premium income. 
Nevertheless, in marine underwriting 
quantity is by no means a standard of 
success by itself, and so far, the office 
has been able to earn good surpluses. 

The Marine is one of the leading Brit- 
ish institutions which keeps its accounts 
open for three years, and that for 1931 
has now been closed. The net premium 
income for that year was £814,386, and 
the result is a transfer to profit and loss 
of £100,033, while the interest on invest- 
ments last year amounted to £92,975. For 
1932 the net premiums were £637,632, and 
a year ago there was a balance on the 
account of £441,197. Net settlements last 
vear amounted to £210,871, and the bal- 
ance carried forward ts £230,326. For 
1933 the premium income was £567,739; 
net claims accounted for £119,694; and, 
after providing for general expenses, a 
balance is carried forward of £397,860. 


NEW L’ATLANTIQUE EVIDENCE 

Sensational evidence is expected to be 
presented by underwriters of the ill- 
fated French liner L’Atlantique when the 
appeal against the findings of the Court 
of First Instance is held. It is expected 
that the evidence will have a bearing on 
the question whether the damage to this 
huge liner, burned a year ago January, 
was caused by insured peril. 
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ATLANTIC MUTUAL 
RECOGNIZES AND PAYS 
COMMISSION TO BROKERS 


Write our Brokerage Department 
for detailed information 


ATLANTIC MUTUALINSURANCECO. 


CHARTERED 1842 


Home Office: 49-51 Wall St. (Atlantic Bldg.) New York 


BRANCHES: 
BOSTON CLEVELAND - - CHICAGO 
PHILADELPHIA BALTIMORE - WASHINGTON 


Atlantic Mutual accepts business 
from brokers and pays commis- 
sions in the same manner as 
other companies. 

Atlantic Mutual is strong fi- 
nancially and writes a 
assessable profit sharing policy, 
at the usual market rates. Pres- 
ent cash dividend 15%. 

This company is the largest 


non- 


mutual marine and transporta- 
tion insurance company in the 
world, and is over 90 years old. 








LE Sa NE EOE SIS RY 2 RINE IEE Y IEE INE aI 


Declining Marine Losses 
Cause Rate Reductions 


The last three months have brought 
a smaller percentage of losses to the 
marine insurance market than for some 
time past. Exceptionally few accidents 
have occurred since the commencement 
of the year. This appears to be only a 
temporary feature, but a steady reduc- 
tion of marine casualties has been going 
on for the last two or three years and 
is reflected in the lower insurance rates 
both for cargoes and hulls. Underwrit- 
ers ascribe the fact largely to the use of 
radio and other effective scientific pre- 
cautions. 

Diminished world commerce, however, 
has itself resulted in fewer losses to 
ships, as only vessels with the best mas- 
ters are employed in transport and these 
are navigated in less congested waters 
Another important factor for underwrit- 
ers has been the fall in the cost of re- 
pairs in cases of damage to ships 














New York: 25 Gold Street 

Atlanta: 10 Pryor Street 

Boston: 141 Milk Street 

Chicago: Insurance Exchange Bldg. 
Dallas: Frank Rimmer 


Kirby Building 


APPLETON & COX, INC. 


UNDERWRITERS 


8 South William Street 
NEW YORK 


ALL FORMS OF MARINE 
AND INLAND INSURANCE 





Branch Offices and General Agents: 


First National Bank Bidg. 


George S. Kausler, Ltd. 
Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 


Detroit: 


New Orleans: 


San Francisco: 























TO WRITE AVIATION RISKS 





North America Group Enters Field With 
United States Aviation Un- 


derwriters, Inc. 

The Insurance Co. of North America 
has become a member of the 
States Aircraft 
which the 


United 
Insurance Group of 
United States Aviation Un 
derwriters, Inc., of 80 John Street ar 
underwriting managers. Other compan- 
ies in the North America fleet, includ- 
ing the Alliance of Philadelphia, Central 
Fire of Baltimore, National Security Fir: 
and the Philadelphia Fire & Marine, 
have become associate members of thx 
U. & A: 2. G, 

Numerous leading fire and casualty 
companies are members of the United 
States Aircraft Insurance Group, one of 
the three principal aviation insurance 
offices in the country. The member fir 
companies include the Aetna (Fire), Au- 
tomobile, Hartford Fire, National Union 
Fire, North River, Phoenix, St. Paul 
United States Fire and the Westchestet 
The member casualty companies includ 
the Aetna Casualty & Surety, Aetna 
Life, Century Indemnity, Hartford A. & 
I.. Maryland Casualty, New Amsterdam 
Casualty and United States Fidelity & 
(Gsuaranty. Eighteen other fire compan 
ies are associate members. 

David C. Beebe and Reed M. Chan 
bers are the chief personalities in the 
United States Aviation Underwriters 
Both are aircraft underwriters of long 
experience and established reputations 


WRITER ON GOLD IDENTIFIED 

The Eastern Underwriter recently pub 
lished an article signed by “A. K.” con- 
taining suggestions for changes in the 
method of insuring gold shipments under 
marine policies. The author is now iden- 
tified as A. Krayer of Berlin, who is af- 
filiated with an association of German 
underwriters dealing specially with spe- 
cie Insurance. 
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Insurance Brokers 
Ass’n Had Busy 1933 


RICE PRAISES GOOD WORK DONE 


Wm. Schiff’s Piano Top Talk at Annual 
Meeting the Feature; Van Schaick 
and C. T. Hubbard on Program 


A crowd of more than 300 metropoli- 
tan brokers and their company friends 
attended the Tuesday of 
the Insurance Brokers Association, Inc., 
at the Drug & Chemical Club, had a 
good time, heard some excellent commit- 
tee reports of progress made by the as- 
sociation during 1933, and relaxed to en- 


salesmanship talk (illustrated by 
Hubbard, 
of Hart- 


annual dinner 


joy the 
legerdermain) of Clarence T. 
assistant secretary, Automobile 
ford and Standard Fire 

A treat not on the program was the 
unique stunt pulled by William Schiff, 
now president of the National Associa- 
tion of Insurance Brokers and past pres- 
ident of the New York association for 
two terms, to attract and hold the occa- 
sionally wavering interest of the crowd 
when he was called upon to speak. 
Jumping up from the speakers’ table 
Mr. Schiff walked down the aisle and 
pulled a graceful Helen Morgan act by 
vaulting to the top of the piano from 
which perch he made his talk, which is 
reviewed in the fire department of this 
issue. And he got the desired attention! 


Van Schaick’s Shortest Speech 


The distinguished guest of honor, 
George S. Van Schaick, Superintendent 
of Insurance, made his shortest speech 
on record to an insurance group. He 
said: “I have no stories to tell, no speech 
and no excuse. All I can say is that 
the co-operation of your organization 
with the Department during the past 
few years has won my appreciation. We 


have not always shared the same point 
of view but you have indicated a willing- 
ness to recognize our position that has 


been most pleasing.” 
Du Bois on Company Contracts 
Floyd R. Du Bois of Frank & Du Bois, 
chairman of the important committee on 


company contacts, was happy to report 
that friendly contacts with the compa- 
nies are being strengthened and co-op- 


eration on mutual problems is reaching 
a point never dreamed of in years past. 
It was stressed that the beneficial results 
of such contacts have come about be- 
cause of exchange of viewpoints. 

Mr. Du Bois brought a laugh when he 
said, “Underwriters are not such a bad 
lot. Two of them took me out for golf 
the other day. We had a swell time.” 
He observed that one of the two com- 
pany men had paid a $00 claim a few 
when his 


years ago company was not 
liable; the other had reopened a claim. 
They’re on the other side of the fence, 
he said, but that fence hasn’t spikes. 
There are enough holes in it through 
which we both can walk back and forth 
consulting each other when the need 
arises. And that’s what our contact com- 
mittee is for, he concluded. 


President Rice’s Review of Year 
President L. J. Rice in reviewing the 
progress of the past noted that 
many of the association’s problems have 
been such that they could only be worked 
out with some difficulty over a_ long 
period of time. He gave as an example 


year 


the N.R.A., which “loomed over the hori- 
zon last summer and has been with us 
ever since.” In connection with the 
N.R.A. situation he said: 


desiie ot h Asso- 
ciation to meet the requirements of the 
National Recovery Administration; in 
connection with a code for insurance 


“Tt has been th 


(Continued on Page 37) 


Compensation Results 
Reviewed by C. W. Hobbs 


$16,000,000 STOCK CO. LOSS IN 1933 





Commissioners’ Representative on Coun- 
cil Staff Compares Policy Year 
with Calendar Year in Rating 





\lthough the actual 1933 underwriting 
results for workmen’s compensation in- 
surance are not as yet officially deter- 
mined and will not be for the stock com- 
panies until the National Bureau of Cas- 
ualty & Surety Underwriters completes 
its Casualty Experience Exhibit, advance 
information from a reliable source indi- 
cates that the loss of the stock carriers 
who are Bureau members will be about 
$16,000,000 or about 18.3%, being just a 
tritle more than in 1932. Viewing this 
result from a number of interesting an- 
gles Clarence W. Hobbs, special repre- 
sentative of the commissioners on the 
staff of the National Council on Com- 
pensation Insurance, has the following to 
say: 

“It is hardly possible presently to de- 
termine how much of this is properly 
chargeable to an actual deficiency in rate 
during the past year. The method of de- 
termining premiums earned carries into 
the account premiums for a number of 
preceding years, and conditions during 
the past few years have been none too 
favorable for premium collections. The 
method of determining losses incurred 
brings in all fluctuations in loss reserves 
during the current year. It has proved 
necessary to increase loss reserves be- 
cause of the increasing tendency to re- 
open old cases. It is probable, too, that 
during the depression some carriers may 
have set up rather lighter reserves than 
they would normally have set up, and 
have recently found it necessary to add 
substantially to their reserves. One par- 
ticular carrier is known to have made a 
very substantial increase. 

“The year has witnessed a marked in- 
crease in industrial activity, with increas- 
ing payrolls and increased wage scales. 
This has had the immediate effect of 
increasing losses, while the full effect on 
premium will not be realized until the 
termination of the policies. There are, 
therefore, reasons why the total loss, be 
it what it may, ought not to be charged 
up to the rates. On the other hand, it 
seems entirely probable that, estimating 
these various factors at their maximum, 
a considerable residue will remain which 

(Continued on Page 37) 
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New Statements Of 
Two Baltimore Co.’s 
GIVE EFFECT TO R.F.C. HELP 
Both Maryland Casualty and U. S. F. & 
G. Have Wiped Out Bills Payable 


Items; Financial Position Stronger 





Both the Maryland ecu 4 and the 
United States F. & G. have given effect 
to recent preferred stock subscriptions 
by the R.F.C. in their financial state- 
ments out this week. In the case of the 
Maryland resources are shown in excess 
of $32,000,000; surplus to policyholders of 
$6,756,027, and no bills payable. Capital 
during the past year was increased to 
$2,500,000; contingency reserve stands at 
$1,402,344. 

In presenting the new statement Pres- 
ident F. Highlands Burns explained that 
the “no bills payable” at the year-end 
compared with an item of $5,000,000 on 
that account in the 1932 statement. He 
added: “During the year the company 
effected a reduction of $5,672,000 in 
losses, loss expense and other expenses. 
In its 36 years’ existence the Maryland 
Casualty Company has paid claims ag- 
gregating more than $275,000,000.” 

Davis Explains March 31 Statement 

The statement of the United States F. 
& G., mailed to stockholders on April 20, 
was as of March 31, 1934, and gave ef- 
fect to the issue and sale to the R.F.C. 
of 800,000 shares of preferred stock for 
$4,000,000. President E. Asbury Davis 
in his letter was glad to refer to the 
consummation oi the mortgage refund- 
ing plan. He then pointed out the large 
cash balance of $2,318,369 held by the 
company ; stressed that the item of “bills 
payable” had been entirely wiped out, 
and that in addition to legal reserves set 


Busy Year of Accident & Health Club of 
N. Y. Ends With Re-election of Officers 


The Accident & Health Club of New 
York at its annual meeting a week ago 
re-elected its entire official staff for an- 
other term with President Ray L. Hills, 
Great American Indemnity, and Vice- 
President W. F. White, Royal Indemnity, 
heading the organization; Fred Cloos, 
Metropolitan Life, secretary, and Harry 
Usher, Aetna Life, treasurer. A vote of 
appreciation was given to Karl D. Jones, 
Commercial Travelers, for his good work 
as membership committee chairman, and 
he was re-elected to this post, being also 
made second vice-president. The of- 
fice of historian was also created. 

Among important changes made in the 
constitution and by-laws of the club was 
one which makes past presidents as per- 
manent members of the executive com- 
mittee so that the club may benefit by 


their counsel and seasoned judgment as 
They include James R. 
Casualty ; 


problems arise. 
Garrett, National 


Harry J. 


Miller, Great American Indemnity; Law- 
rence K. Farrell, Metropolitan Life, and 
Fred G. Burgoyne. 

The informal’ talk made by Stewart M. 
LaMont, third vice-president, Metropoli- 
tan Life, at last week’s meeting (a re- 
view of which appeared last week in The 
Eastern Underwriter) was very much the 
topic of conversation this week in acci- 
dent and health circles. Mr. LaMont 
made a number of constructive observa- 
tions in connection with the activity of 
the Bureau of Personal Accident & 
Health Underwriters, among them being 
that (1) its annual meeting might well 
take the form of a two or three day con- 
ference at an out of town resort with a 
regular program of speakers and attend- 
ance of the Press, and (2) that encour- 
agement be given to younger members 
of the Bureau to participate in floor dis- 
cussions at regular meetings so that there 
may be a beneficial exchange. 





up ample to liquidate all claims, the com- 
pany has a voluntary contingency re- 
serve of $2,500,000 which is more than 
sufficient to enable the U. S. F. & G. to 
carry all of its bonds and stocks on an 
actual market basis and still leave the 
same surplus. There is also a deprecia- 
tion reserve of $210,260 covering the com- 
pany’s own office building. And all mort- 
gage bonds held have been marked down 
to market prices. 

Total assets are shown at $50,351,820, 
of which $31,270,278 is in bonds and 
stocks; capital is shown at $2,800,000 ($2,- 
000,000 in .common stock and $800,000 in 
preferred stock), which, with surplus of 
$5,409,858, gives a policyholders’ surplus 
of $8,209,858. 

In conclusion, President Davis said: 

“The statement we are presenting is a most 
conservative exposition of the company’s finan- 
cial condition; in short, it is a statement which 
we feel should inspire the confidence of the 
insuring public. 

“It is gratifying to note that during each of 
the last eight months premiums have shown an 
increase over the corresponding months of the 
preceding year, while losses and expenses have 
substantially decreased. 

“We feel that the company is in a most 
favorable and advantageous position to reap the 
benefits of business recovery which now seems 
evident on every side.” 





J. P. MADIGAN WITH F. & D. 


Heads N. Y. Fidelity and Blanket Bond 
Dept.; Started Surety Career 10 Years 
Ago With Late George E. Hayes 

John P. Madigan has been appointed 
manager of the fidelity and blanket bond 
department in the metropolitan New 
York department of the Fidelity & De- 
posit. Son of the late J. G. Madigan, 
who was vice-president and general man- 
ager of the late Union Indemnity up to 
his death in 1924, young Mr. Madigan 
has been studying law at Fordham Uni- 
versity and just finished a year’s law 
clerkship. 

He came into the surety business in 
1925 as one of the pupils of the late 
George E. Hayes, vice-president of the 
Union Indemnity. 


C. M. GLENN’S NEW POST 











Starts May 7 With Standard Accident in 
N. Y. as Contract Bond Superin- 
tendent; His Career 

Clarence M. Glenn, University of South 
Carolina man, who has been a bonding 
underwriter in the New York office of 
the Massachusetts Bonding, has resigned 
to join the Standard Accident as con- 
tract bond superintendent under Welles 
Allen, resident vice-president. 

Eight years in the business, Mr. Glenn 
started with Seibels Bruce & Co., Co- 
lumbia, S. C., where he did production 
and agency work. He then did special 
agency work for the Fidelity & Casualty 
operating out of its Atlanta office be- 
fore.coming to New York to join the 
Massachusetts Bonding. He has a good 
reputation on William Street. His new 
duties start May 7. 
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Brokers’ Dinner 


(Continued from Page 36) 
brokers, if that seemed desirable; or a 
code for the entire insurance business, 
should that be wanted. It has been nec- 
essary for us to oppose inclusion in any 
code that would not give the brokers the 
opportunity of maintaining the tradition- 
al function of insurance brokerage sery- 
ice; that is. of course, entire freedom in 
the representation of the insurance buy- 
er in the insurance market. 

“We are fully aware that a code for 
insurance brokers might provide us with 
an opportunity of correcting some of the 
unfair practices in the business, but we 
are not sure that any code which we 
might devise and enforce would do jus- 
tice to qualified insurance brokers, rep- 
resented in our membership, and out- 
numbered many times over by non-affil- 
iated brokers, many of whom have been 
brought into the business recently by the 
economic disturbance.” 

He was glad to point to the material 
increase in association membership; to 
call attention to the healthy condition of 
the treasury with all bills paid and with 
assets higher than they were a year ago. 
This has been done, he said, despite the 
fact that we have been called upon to 
spend more money in the past year, and 
we believe that this is a proof that our 
association has merited the co-operation 
of all brokers interested in the welfare 
of our association asd of our profession. 

Workmen’s Compensation Problem 

Specific reference was made to the 
work with the companies in connection 
with the workmen’s compensation prob- 
lem, and while no solution to this prob- 
lem was provided, Mr. Rice emphasized 
that the association’s committee made a 
number of suggestions and co-operated 
with the companies in a very real way. 
Encouragingly he said: 

“We believe that with the tide of im- 
proving business it may be possible for 
the companies to continue to write work- 

n’s comp -nsation insurance with some 


hope of ultimate profit, while at the same 
time make such improvements in their 
methods of handling the business as may 
allow them to continue the line of insur- 
ance that has perhaps more contact with 
the public than any other single line.” 

In closing, President Rice pointed to 
the increasing importance of the asso- 
ciation’s organ, “The Broker-Age,” one 
year old, and then paid tribute to the 
earnest and energetic work on behalf of 
the organization during the past year of 
W. Warren Ellis, editor of The Broker- 
Age and assistant to the president; 
Berthold M. Harris, executive secretary; 
Miss Price in the office; E. U. Crosby; 
George P. Nichols, who, incidentally, was 
in good form as the evening’s toastmas- 
ter; Henry Lowe, W. J. Mosenthal, L 
A. Wallace, F. R. Du Bois, M. B. Dutch- 
er and all of the other gentlemen who 
served on various committees during the 
year. 

The only disappointment indicated by 
the legislative committee report read by 
its chairman, Thomas F. Handy, was that 
the brokers’ apprenticeship bill had failed 
to pass the Assembly. “Another effort 
to pass this desirable legislation will be 
made next year,” he said. 

In his well received talk Clarence T. 
Hubbard started out as a humorist, then 
became an insurance sage, and concluded 
as a magician. The brokers liked his 
opening statement: “I’m an optimist—a 
constructive optimist, not a sentimental, 
or an emotional optimist. My optimism 
as to our future business in general, in- 
cluding insurance, is not based so much 
on any schemes being applied to revive 
business but rather in a general faith in 
our country.” 

Mr. Hubbard minced no words in say- 
ing that insurance needs salesmanship, 
and plenty of it that salesmanship 
and co-operation of brokers was needed 
to sell the valuc, importance and eco- 
nomical service of insurance. He care- 
fully pointed out that he did not want 
to arouse brokers to promote the sale 
of something in which a financial kill- 
ine vould be made, for just the oppo- 














THE WESTERN & SOUTHERN INDEMNITY CO. 


THE WESTERN AND SOUTHERN 
THE WESTERN AND SOUTHERN FIRE INSURANCE CO. 


Compensation 


(Continued Page 36) 


must be laid at the door of the rates in 
effect during the period in question. 


from 


“That the present method of making 
rates is beyond criticism can hardly be 
claimed. No rating method can claim 
much. Certain of the carriers feel that 
the method of making rates is faulty in 
respect to its use of the policy year loss 
ratio rather than the calendar year loss 
ratio, and that the rate making program 
should not be purely prospective, as at 
present, but should be to a degree re- 
trospective, making modifications in the 
rates because of underwriting losses or 
profits actually experienced. Other car- 
riers have felt that present calendar year 
loss ratios are so heavily affected by 
current conditions as to make them un- 
suitable for rate making purposes. In- 
asmuch as the matter is presently under 
discussion and has not as yet ripened 
into a concrete proposal for change (so 
far as the National Council is concerned) 
it cannot now be discussed on the merits 

“The general proposal has behind it 
the well-recognized fact that the policy 
year loss ratio for the latest available 
year represents experience that averages 
nearly two years prior to the beginning 


of the period for which a rate is to be 


made, assuming the rate is made at the 
earliest possible effective date. 


site exists: the business of insurance has 
not created a trade profit. 

Before closing he observed that in- 
surance buyers, through such associa- 
tions as the American Management As- 
sociation which meets next month, are 
already voicing their feelings. Thus, “we 
must study closely the buyer’s reaction 
to insurance, co-operate with him and 
persuade him to co-operate with us, for 
the continued successful development of 
insurance depends on an eternal triangle, 
involving three points: the assured, 
broker or agent, and the company.” 


Neither 


does that loss ratio give any considera- 
tion as to future developments of pre- 
miums and losses. To atone for these 
difficulties the present rating system uses 
a projection of medical costs and a con- 
tingency factor and develops the loss 
ratios to a theoretical ultimate, but at 
the cost of becoming increasingly com- 
plicated. The calendar year loss ratio 
is more recent, and while it reflects 
changes in loss reserves as they occur 
on all outstanding losses, this renders it 
unnecessary to make forecasts as to fu- 
ture loss developments on a particular 
block of business. This makes a more 
simple rate-making method possible. On 
the other hand, the calendar year loss 
ratio is, as above indicated, likely to be 
warped by extraneous circumstances. 
What Future Holds in Store 

“The future prospect as to workmen’s 
compensation insurance depends largely 
on conditions which cannot presently be 
foretold. If industrial recovery pro- 
gresses, if payrolls and wage levels in- 
crease, then the ratios of losses to pay- 
rolls should diminish. The underwrit- 
ing results will of course depend on what 
happens to rates. If present rate levels 
are maintained, results should be better; 
if increased, materially better. If re- 
duced, of course, a continuance of un- 
favorable experience is somewhat more 
than possible. 

“The public would welcome a rate de- 
crease and would be inclined to urge that 
the rate computation discount the im- 
proved business outlook. The under- 
writers have some reason to feel that in 
view of the losses they have taken, rates 
should not decrease until the improve- 
ment has at least stopped underwriting 
losses, and that they should not be re- 
quired to gamble on a future improve- 
ment which may or may not be realized.” 

GETS U. S. GUARANTEE 

The Hadley-Mahoney Co. of Indian- 
apolis has been appointed general agent 
of the United States Guarantee, handlin 
not only Indianapolis but considerabl 
outlying territory. 











SECURITY 


INDEMNITY CO. 


Policyholders Surplus 
Policyholders Surplus 


All Securities Valued at Market December 31, 1933 and EVERY DOLLAR of Companies’ liability 
backed by $2.58 of assets. 





of the most reliable and progressive in the country. 


HB Sood Companies to be with—anytime. 


$1,918,791.28 
$ 980,823.76 





WB The strong financial condition of the Western and Southern Group, which has always been a 
guarantee of security to the agents and policyholders of these Companies, has again taken a notable 
step forward. Through sound, conservative investment and management this Group has become one 
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| On the Production “Firing Line” 








Phil Braniff Pays ‘Tribute to Billy 


Wilson on His 40th Aétna Year 


Phil Branif{, philosopher of Oklahoma’ ance business. There have panics 
City, whose weekly Tebco Messenger con and depressions and chanyves that have 
taining sales imspiration ts circulated made the grocery business and the laun- 
throughout the country and into foreign dry business and the mortuary business 
lands, currently pays the following gra and other business more attractive by 
ctous tribute to W. G. (Billy) Wilson of — comparison, but Billy Wilson has plowed 
Cleveland upon his fortieth anniversary ahead with the insurance business. 
with the Aetna Life & Affiliated Com Billy Wilson was in Oklahoma City 
panies which was observed April 10 \pril 10. He was on his way back from 

Forty vears is a short time when it’s ‘Somewhere to someplace in the custom- 
behind you—and it’s a long time when “@!) Manner He just casually mentioned 
; . ‘ the fact that he had been with the Aetna 
it’s ahead of you. Billy Wilson, mastet forty years. It doesn’t seem that fone 
\etna-izer, who has his mail sent to to him. Some millions of men have been 
Cleveland, Ohio, so the postoffice depart helped by his work. Some millions of 


men have 


| wonder where the 
have 
like that to solve its problems 


been 


been helped by the 


insuranc¢ 


hadn’t had 


gone if it 


ment won't lose too much money trying 

he sold them. 
to locate him, has represented the Aetna 
for forty years April 10 marked the = would 
forticth vear. Those forty vears have 
seen a good many changes in the insur where we ag 


ents would have 


insurance 


W. G. WILSON 


business 
men 

I wonder 
been if fel- 


permitted. 
that 


occasion 
that’s a long time 


when the 
vears of it 





lows such as he had not championed us 
Forty 
goes 
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The customer file post-mortem is a sad thing in many agencies. 


Dead names clutter up the records. 


Customer turnover is costly to agency growth. Old business— 


evidence of DURABILITY—should be as easy to keep as new 


is to get. 


Established confidence, proven performance, can help reduce 


this loss. 


antee DURABILITY. 


CONTINENTAL 
ASSURANCE 


CHICAGO 




















new RAE ERE 


Continental agency contracts insure growth, guar- 


CASUALTY 
COMPANIES 


ILLINOIS 


back to days when tornado insurane, 
was a baby and compensation insurang, 
was not really important. 
Forty Years of Effort 

Billy says these are hard times: y 
says that there have been hard times be. 
fore and will be hard times again. He's 
concerned but not alarmed. He says tha 


men don’t float out of trouble: the, 
work out. He says that it takes days 
like these to classify men. He says that 


you can see successful agents of the fy. 
ture by regarding the struggling agents 
today. He says—and | listen! 

Forty years of progress; forty years of 


effort, and now—well, that’s the only 
thing I can’t figure out: what's the re. 
ward, what’s the payoff. Is the satisfac. 
tion of seeing your efforts accomplish 


something; the gratification of knowin 
you paved the road for other men to find 
more smooth; the knowledge that yoy 
blazed a trail, observing vounger men 
and knowing better than they what lies 


ahead; looking over vour shoulder and 
seeing men coming along—is that ade- 
quate to compensate one for those vears 


of struggle? Is vcold the reward? Is 
contentment? What, then? 

You arrive at your own conclusions 
You’ve set out to accomplish some spe- 
cific purpose. When vou have reached 
that stage of accomplishment where th 
job is done but the ven is still there: 
when the bin is overflowine but the mill 
is running; when the world has a prob- 
lem and you have the answer—then 
you'll do as Bill has done: vou’ll keep 
richt at it; you'll look back at the other 
fellows and sav. “Come on. vou fellows 
get a hump on!”—but vou won’t tell ’em 
that a hump is a German-goiter. 

There’s somethin’ about a soldier 


$60,000 FOR LEG 


Record Award For ay er Ohtained 
by Brooklyn M-n Indicates Ver- 
dicts Are Still Runnine Hich 
An indication that verdicts in accident 
cases, tried by jury, are running as high 
as ever if not more so is brought out in 
the Brooklyn Supreme Court decision 
last week of $60,000 award for the loss 
of a man’s left leg as the result of an 
automobile accident. The plaintiff was a 
Harry Kampf; defendant, the Mak Fruit 
& Vegetable Co. of Yonkers. The award 
set a new high figure for such verdicts 

in the Brooklyn courts. 

Counsel for Mr. Kampf said that be- 
fore the depression plaintiff had been a 
produce merchant employing more than 
fifty persons and received a substantial 
income. His business failed with the 
depression and he was forced to get a 
job as a laborer for another concern. 

It is significant that Justice Steinbrink 
denied the defendant’s motion to set 
aside the verdict as excessive. 


J. COLLINS LEE EE RESIGNS 





20 Years with Hartford Accident; Resig- 
nation Due to III Health; Plans 
Extensive Trip Soon 
J. Collins Lee, vice-president and sec- 
retary of the Hartford Accident & In- 
demnity since September 4, 1928, has re- 
signed for reasons of ill health. For 
some time Mr. Lee has been under the 
care of a physician. He plans to leave 
Hartford in the near future on an ex- 

tensive trip. 

Mr. Lee has been with the company 
since October, 1914, having been ap- 
pointed superintendent of agencies at 
that time. He was previously on the 
Pacific Coast as manager of the Lon- 
don & Lancashire Indemnity. Before 
that he had been connected with the 
American Bonding of Baltimore, of 
which city he is a native, and with the 
Fidelity & Deposit. He had also served 
as assistant to the president of the 
Surety Association of America, which 
was organized in 1903 to correct abuses 
common during the early years of the 
surety business here. 

During his career Mr. Lee gave gener- 
ously of his time to surety acquisition 
cost matters, having served as chairman 
at one time of the National Agency Com- 
mittee of the Conference. 
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Winners Announced in New Business 


Contest of Royal and Eagle Indemnity 


\gent winners have been announced 
in the New Business contest of the Royal 
Indemnity and Eagle Indemnity which 
extended over a four-month period from 
September 1, 1933, to December 31, 1933. 
One of the features of this contest was 
a series of fifteen inspirational bulletins 
which was used to create and sustain 
the interest of the producers, and the 
results obtained were most gratifying. An 
effective ticup was also made with the 
Recovery program of the Roosevelt Ad 
ministration in the text of the bulletins. 

Howard I. Siegrist of 
Conn., won first place in the Class A 
field in the Royal Indemnity’s contest. 
First award in Class B went to William 
(;. Parker, Manchester, N. H.; in Class 
Stamford, 


Bridgeport, 


( to Samuel N. Pierson, 
Conn.; in Class D to Louise Walton, 
Valley Stream, L. I.; in Class E to 


Dwight H. Rutherford, Athens, O. 

In the Eagle Indemnity’s contest the 
first-place winners were as follows: In 
Class A, two agents tied for first posi- 
tion—W. C. Dunahue of Baltimore, Md., 
and W. B. Glassick of Hollywood, Cal.; 
in Class B, Chas. A. Leonard, Jr., of 
Kenosha, Wis.; in Class C, Otis L. Miller 
of Belleville, Ill. 


Awards to Individual Producers 


Participants in the contest included all 
individual producers who had been under 
contract with the company for at least 
twelve months prior to September 1, 
1933. The award in each case consisted 
of a silver loving cup, inscribed with the 
company’s insignia and engraved with 
the name of the individual to whom it 
was awarded. The five classifications, 
“A” to “E,” were made on a basis of 
population in such a way as to equalize 


opportunities in all sections of the coun- 
try. Awards were to single producers 
and not to an agency as a group. 

The rules provided that new business 
in all lines except workmen’s compen- 
sation and health insurance would count 
on a point system. New business was 
interpreted to include all policies not 
previously carried by the company or 
carried for at least prior to the policy’s 
effective date. 

To make it possible for all Royal and 
Kagle producers, regardless of the size 
of the town or city in which the agent 
might be located or the volume of busi- 
ness he might write during the twelve 
months prior to September 1, 1933, it 
was arranged to give a “quota award” 
to every agent who earned ten points or 
more during the contest period. Out of 
several hundred contestants, 100 Royal 
and eighty-three Eagle agents received 
“quota awards.” 

New Agents Showed Interest, Too 


\lthough under the contest rules new 
agents appointed since September 1, 
1932, were not eligible to compete, a col- 
lateral contest or sub-division of the 
main contest was arranged, which was 
opened only to new agents for the Royal 
and Eagle who were appointed subse- 
quent to September 1, 1932. The condi- 
tions for this supplementary contest 
were, so far as practicable, patterned 
after those of the main contest. 

In this new agent classification first 
and second awards were made not to 
individuals but to agencies who produced 
the best and second best volume of new 
business during the contest period. In 
the Eagle Indemnity the first award in 
this group was won by W. Ray Thomas 
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& Co. of Pittsburgh, and second place by 
the James Johnston agency of Rochester. 
First award for the Royal Indemnity in 
the new agent classification was won by 
the Hopkinson-Burridge-Pearse Co. of 
Cleveland. 

A series of fifteen inspirational bulle- 
tins was used to create and sustain the 
interest of Royal and Eagle agents dur- 
ing the four months of the contest and 
the results obtained were most grati- 
fying. 


William Leslie’s Condition Good 
After Appendicitis Operation 

William Leslie, associate general man- 
ager of the National Bureau of Casualty 
& Surety Underwriters and a foremost 
rating authority in casualty insurance, 
was operated on for appendicitis at the 
White Plains Hospital last Friday night. 
Late bulletins report his condition as 
very good. 

Mr. Leslie, who has been working as- 
siduously on the workmen’s compensa- 
tion problem with all the parties in in- 
terest, began to suffer discomfort a week 
ago. 

He ascribed it to something he had 
eaten. He continued to work, believing 
the attack was temporary. Friday eve- 
ning he was attending a dinner party 
near his Scarsdale home and was going 
to dance with Mrs. Leslie when she be- 
came alarmed and insisted that he visit 
the family physician. Instead of the 
dance, Mr. Leslie went to the hospital 
where the operation was at once per- 
formed. There were no complications. 

AMERICAN SURETY GAINS 

Assets of the American Surety as of 
March 31, 1934, totaled $23,763,832 as 
compared with $23,277,448 at the close of 


1933. Cash increased to $1,093,782 from 
$818,789, while surplus and undivided 


profits of $2,129,605 contrasted with $1,- 
823,599. Unearned premiums were up 
$34,068 to $5,813,688. 


NEW ENGLAND SAFETY MEET 


April 30-May 1 Conference in Boston 
Has Several Insurance Speakers; To 
Give Results of Mass. Survey 


New England Safety 
Congress is scheduled to be held April 
30 and May 1 at the Hotel Statler, Bos- 
ton, in collaboration with the thirteenth 
Safety 


The first annual 


annual Massachusetts Congress 


It is under the auspices of the Safety 
that 


organizations including the Boston Board 


Council of state and co-operating 


of Fire Underwriters, Massachusetts 


Automobile Rating & Accident Preven 


tion Bureau, National Fire Protection 


Insurance 
Life 


\ssociation and New England 
Exchange. The Metropolitan 
be among the exhibitors. 

One of the most interesting features of 
the conference will be the general high 
way which will be told the 
results of the Massachusetts highway ac 
cident survey, the most extensive of it 
kind undertaken in the United States to 
date, under the leadership of Col. Rob 
ert C. Eddy, director of the C.W.A. sur 
vey. He is professor of business and 
engineering administration at M. I. T. In 
conducting this survey nearly 1,000 engi 
necrs were employed in ascertaining such 
statistical information as How Fast W< 
Are Driving; Our Attitude Toward Law 
Enforcement, and How Far We Can Sex 
a Pedestrian in the Dark 

Insurance men on the program includ 
\. Bruce Bielaski, National Board of 
Fire Underwriters: W. Graham Bruce, 
Metropolitan Life director of safety, who 
is serving as New York director of safe 
tv in the C.W.A.; Stuart W. Gurney 
Liberty Mutual district chief engineer; 
Reuel C. Stratton, Travelers supervising 
chemical engineer; Eugene E. Place, 
American Mutual Liability engineer. and 
O. J. Crommett, Service Mutual Liabilit 
vice-president. 


will 
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Personalities 


LEO F. FITZPATRICK 


of the 


National Surety Corporation and 
Secretary-Treasurer, First Panel, Sheriff’s Jury 


No. 2 in Series 








r William Street 


as to who attends m8 most number of 


If it came to a vote along 


sporting events of all kinds the chances 
are excellent that Leo F. Fitzpatrick, one 
of the right-hand men to Vincent Cul- 
len, National Surety Corp. leader, 
be picked for first honors. <A football 
star on two college varsity teams in his 


would 


school days, Fitzpatrick now plays no 
favorites in his constant attendance at 
football and baseball games, prize fights, 
hocke y 


crew races, and indoor and outdoor track 


and polo matches, yachting and 
meets. His enthusiasm for sports, how- 
ever, has not detracted from his ability 
Nor his popular- 
stands aces high with brokers 
in fact, knows eas- 


as an insurance man. 
ity. He 
alone William Street 
ily 2,000 of them by their first names 
They like 
ness in handling their problems. 

Fitzpatrick is 


him because of his helpful- 


To his intimates Leo F. 
known as “Tobey,” a nickname he has 
had even before 1911 when he, Ellis 
Mylerle, Nat Troutman and Ken Wood 
were buddies together in the New York 
office of the United States F. & G. In 
fact, Fitz’s career started with that com- 
pany under the late Syivester O’Sulli- 
van, then vice-president in charge of 
metropolitan activities. 

His First Day 

Fresh from college football coaching 
and with some little knowledge of insur- 
ance fundamentals obtained during sum- 
mer vacations in his father’s (John B. 
Fitzpatrick) insurance and real estate = 
fice in Boston, Fitz was put on the U. 

F. & G. payroll at $20 a week by Pn 
late Colonel Supplee as an outside so- 
licitor. Some misunderstanding arose as 
io his salary, and although never one 
to argue over such matters, Fitz was 
ae on his very first day with the 
U. S. F. & G. to defend his $20 weekly 
orig a arrangement with Colonel Sup- 
plee. He had learned that it was to be 
$80 monthly, which meant the difference 
between $960 annually and $1040. And 
that $80 was quite an item in those days. 

Fitz won his point when the matter 
vas taken up with Mr. O’Sullivan, who 
appreciated young Fitz’s point of view. 
From that time on the Fitzpatricks and 
the O’Sullivans hit it off fine. 


The Flying Squadron 

Jecause of their speed in getting 
around town and ability to do fast think- 
ing when sales hung in the balance Fitz- 
patrick and his U. S. F. & G. buddies 
acquired the nickname of the Flying 
Squadron along the Street. Each so- 
licitor had a zone of his own to cover. 
The objective was to sell brokers so 
thoroughly on U. S. F. & G. facilities 
that they would be willing to give the 
company most of their business. Then 
new to the casualty field, the company’s 
producers concentrated on bonding rath- 
er than the casualty lines in their solici- 
tations. 

Fitzpatrick will never forget the day 
he dug up what looked at first like a 
bona fide $100,000 bond (a big line in 
those days) but later proved to be just 
a routine bond required by the Govern- 
ment and running in its favor. The day 
was brisk, the wind raw, as he worked 


cold canvass along South Street. It was 
an hour before quitting time when he 
called on a man who wanted to place this 
bond. In fact, Fitz was informed, “You're 
just in the nick of time as I was about 
to call up your chief competitor. Beam- 
ing all over at this lucky break Fitzpat- 
rick rushed back to the office and elec- 
trified the staff with the news of his 
$100,000 bond case. He even got Colonel 
Supplee interested to such an extent that 
a long distance call was made to the 
Baltimore home office for information on 
acceptance of the line. But instead of 
the $10,000 premium which he had hoped 
it would carry the Baltimore underwriter 
coldly informed New York that it was 
just a routine bond with not more than 
$100 premium. Fitzpatrick’s enthusiasm 
took a nose-dive as he meekly submitted 
to the horse laughs of the staff. 


Maryland Motor Car Co. Days 
With the casualty business taking on 
increased importance the United States 
F. & G, always a pionecring leader, 
showed its confidence in the future by 
taking a substantial stock interest in the 
Maryland Motor Car Co. (now known 
as the Maryland Insurance Co. of the 
America Fore Group). It was arranged 
to write jointly full coverage automobile 
insurance. Having been superintendent 
of the automobile departmeent in the 
New York office of the U. S. F. & G. and 
also having favorably impressed the 
home office, Fitzpatrick was chosen to be 
vice-president and general manager of 
the Maryland. He worked in close as- 
sociation with its then president, J. Sy 

viance Bonsal, now with the U. S. F. 
G. This proved a splendid red hPa 
for him as he acquired the necessary 
country-wide experience to round out his 
knowledge of automobile insurance, It 
also gave an executive point of view on 

underwriting and production problems. 
The y wang in 1918 appointed the 
Kenny Agency as its general agents for 
New York City. Fitzpatrick was asked 
three years later to return to William 
Street to joint this agency and so to 
build up the Maryland’s prestige in the 
highly competitive metropolitan field. 
Back in New York had its personal as- 
pects for Fitzpatrick, for although no 
ionger with the U. S. F. & G. he was 
gladly to resume contacts with such good 
New York friends in the company as 
Charlie Finken, later to handle creditably 
the huge Holland Tunnel bond; Ken 
Wood, then assistant to Manager Alonzo 
Gore Oakley; Bill Estwick, Chester 
Marzach, Kenneth Babcock and Colonel 
Bill Mullen. Their reunion party upon 
Fitz’s return must have been a gay one! 


His Love of Football 


No matter how busy Fitz may be in 
his job with the National Surety Corp. 
he has been known to stop in the middle 
of whatever he’s doing to discuss foot- 
ball, his first love in the world of sports. 
He played a hard, fast, clean game as 
left tackle, first at Georgetown for two 
years and then at Fordham. And at both 
colleges he was varsity captain. His 
friends tell about one memorable game, 
the most important of the Fordham 1908 
season, when a wrenched knee was sup- 
posedly bad enough for sports writers to 
forecast Fitz’s inability to play. But he 
both surprised and pleased his many 
friends by playing one of the best games 
of his career despite the bad knee. In 
football coaching he worked with 





LEO F. FITZPATRICK 


Known as “Tobey” to His Intimates 


Howard Gargan, famed back field coach. 
His interest has not waned with the 
passage of the years, for every big game 
finds him on hand, and rare it is that 
he can’t answer sports questions put to 
him. 


Secretary, First Panel, Sheriff’s Jury 


Outside of business and sports Fitz- 
patrick finds relaxation in serving as sec- 
retary-treasurer ot the exclusive honor- 
ary organization of the First Panel, 
Sheriff’s Jury, County of New York, in 
which Daniei E. Finn is sheriff. He had 
joint charge of the brilliant dinner staged 
by the First Panel this January at the 
3iltmore and attended by more than 500, 
including James A. Fulton, Home Life 
president; Paul L. Haid, head of the In- 
surance Executives Association; Walton 

. Kingsley, New York Life vice-presi- 
dent; S. Oakley Vander Poel and Ed- 
ward J. Wade, prominent bankers. 


aH his other club affiliations are 
the George town and Fordham University 
Alumni associations, Bankers Club of 
America and Casualty & Surety Club. 

Although the personal friend of many 
company executives Fitz is by no means 
high-hat. A natural mixer who easily 
makes friends, = is the ideal and dem- 
ocratic host. ““ Tobey’ Fitzpatrick,” says 
one of his best buddies, “can be counted 
on never to disappoint a friend, and they 
are legion. He has the Irishman’s keen 
wit and his love of argument, but I’ve 
often been amused at watching him start 
off a discussion and then slip into the 
background. If the argument should 
wane he'll put in a few apt remarks by 
way of adding fuel to the fire. He’s as 
brainy as they make ’em in Dublin, too!” 

It would appear from this tribute that 
Vincent Cullen showed good judgment 
when he selected Leo F. Fitzpatrick 
one of his right hand men. 


N.Y, LY. Office of Globe Ind. 
Moving Just Around Corner 


To brokers and agents in the New 
York metropolitan area Vice-President 
Thos. J. Grahame of the Globe Indem- 
nity is announcing the removal of its 
main New York office from 60 John 
Street to new and enlarged quarters just 
around the corner at 150 William Street, 
The move will be completed over this 
week-end, with everything in readiness 
next Monday morning, April 30, to start 
a new weck at a new location. The new 
headquarters at 150 William Street will 
be on the seevnth floor, where will be 
found the underwriting departments for 
both casualty and surety, including 
steam boiler and machinery, also the en- 
gineering and inspection department, 
The Globe’s claim and legal departments 
are also conveniently located in the same 
building, which grouping of departmental 
activities is expected to win the com- 
mendation of the Globe’s producers. The 
new seventh floor location will be served 
by six express elevators, it is emphasized. 

The change in address does not in- 
volve any change in personnel in the 
Globe’s main New York office or in its 
branches. 


DINER TO EDGAR Ww. CARR 


N. Y. Manager of of Marshal Casualty 
Gets Married Following Affair Given 
by Department Heads 
The Planters Restaurant, downtown 
New York, was the scene one night last 
week ofa Maryland Casualty get-togeth- 
er of department heads, agents and brok- 
ers which also turned out to be a bach- 
elor party for Edgar W. Carr, manager, 
New York office of the Maryland. Mr. 
Carr was married last Saturday to Miss 
Helen Rohlfs, and they are now on their 

honeymoon. 

J. Ives Barton, resident vice-president 
in charge of the branch, was toastmaster 
and among the speakers was Charles L. 
Bussing, well-known liability — broker. 
Stephen Bedell, compensation and liabil- 
ity underwriter, was in charge of ar- 
rangements. His associates presented 
Mr. Carr with a silver console set. 





TRIBUTE TO A BOOTBLACK 


Mathew Hendricks in Chicago’s Insur- 
ance Exchange Wins Praise from 

Spencer Welton; His Useful Career 

Spencer Welton, Massachusetts Bond- 
ing vice-president, who combines _busi- 
ness philosophy with sales inspiration in 
his monthly messages appearing in The 
Concentrator, pays tribute currently to 
Mathew Hendricks, shoe-polisher-at- 
large to occupants of Chicago’s Insur- 
ance Exchange who has been on the job 
there ever since the building was opened 
twenty-one years ago. Says Mr. Wel- 
ton: 

“Mathew Hendricks thinks of and calls 
himself a business man and for more than 
two decades has followed his calling with 
grave dignity, with utter fidelity and with 
satisfaction to his many clients. 

“By nature an optimist and a philoso- 
pher, he has learned the wisdom of 
adapting himself to the moods of his 
patrons and has developed a degree of 
tact which would do credit to a diplomat. 

“Mathew Hendricks, an upright, usefui 
citizen, dignifies his calling by carning 
and getting the respect of all who come 
in contact with him. 

“His is an example all of us may well 
follow.” 


L. M. BAUER DEAD 

Lawrence M. Bauer, 49, of Fort 
Wayne, Ind., head of one of the largest 
fire and casualty general agencies in 
northeastern Indiana, died recently in a 
hospital in Fort Wayne of heart trouble. 
The son of Kajetan J. Bauer, pioneer 
insurance man of Fort Wayne, he 
learned the business in his father’s of- 
fice, and with a brother-in-law he took 
it over in 1908. He was a member of the 
Elks Lodge, Fort Wayne Chamber of 
Commerce and K. of C. 
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E. A. BANTEL’S ANNIVERSARY 





Bureau’s Office Manager Twenty Years 
in Service; Responsible For Manual 
Central Distribution Plan 

Flowers, telegrams and congratulatory 
messages greeted Edward A. Bantel, of- 
fice manager and purchasing agent of 
the National Bureau of Casualty & Sure- 
ty Underwriters, a short time ago upon 
his twentieth anniversary with the Bu- 
reau. Hired as an office boy by Albert 
W. Whitney, then general manager, Mr. 
Bantel soon demonstrated aptitude for 
detail work and office efficiency. He 
was directed to establish a Bureau supply 
department and purchasing division 
which has now grown to big proportions. 

Among Mr. Bantel’s accomplishments 
has been creation of a Central Distribu- 
tion Plan whereby rate manuals are sent 
out directly from the Bureau home of- 
fice to company agents, thus eliminating 
the delay and expense of remailing un- 
der the old system and controlling geo- 
graphical mailing differences. 

Writing in the May Aetna-izer Mr. 
Bantel, in pointing to the great strides 
in manual standardization made the last 
two years, said this year the compensa- 
tion and employers’ liability manuals are 
expected to be reduced to the standard 
size. In addition a movement is under 
way to simplify and reduce manuals from 
the standpoint of number of leaves. The 
first of these condensed manuals, he 
said, “will be a condensed automobile 
manual, a great innovation for automo- 
bile insurance producers.” 





CARL YOUNG'S N. Y. VISIT 

Carl Young, member of the George W. 
Young agency in Syracuse, representing 
the Bankers Indemnity, was a recent vis- 
itor in New York City, being the guest 
of Joseph A. Swett, who is home office 
superintendent of automobile underwrit- 
ing, at the spring dinner party of the 


Casualty & Surety Club of New York. 





BANK BOND BILL AT ALBANY 


Measure Making Mandatory Getting of 
Fidelity Coverage from American 
Sureties Rather Than Lloyd's 
Got by Banking Lobby 
The New York Senate has passed and 
the Assembly prepared to act this week 
on the D. T. O’Brien bill (Senate Intro 
No. 1,501, Print 1,719) adding new sec- 
tion & to the state banking law, “to 
permit banking institutions to procure 
fidelity insurance from American surety 
companies of the kind they now procure 
from London Lloyd’s, unauthorized to 

write business in this country.” 

The significance of this bill is that it 
would make mandatory that such bank- 
ing institutions procure insurance from 
companies authorized to transact  busi- 
ness in New York State. The Banking 
Lobby, it is learned, was unable to de- 
feat this bill in the Senate but it hopes 
to keep it in the rules committee in the 
assembly. 


HOFFMAN OUT FOR COVERNOR 

Harold G. Hoffman, recently re-elected 
New Jersey commissioner of motor ve- 
hicles, announced his candidacy for Gov- 
ernor on the Republican ticket last 
weck, thus creating considerable stir in 
state political circles. Mr. Hoffman, an 
ardent accident prevention expert, has 
many friends in insurance circles and 
has frequently spoken at their gather- 
ings. 


J. F. GROEL IMPROVING 


Improvement has been made by John 
F. Groel, Indemnity Insurance Co. of 
North America assistant manager in 
Newark in charge of production, follow- 
ing his recent operation. Starting as a 
special agent with the company he now 
has charge of field contacting rather than 
being Newark manager as was. erro- 
neously given recently. 


T. J. SAVAGE DEAD 
Clobe Indemnity Superintendent Had 
Outstanding Ability as Blanket Bond 
and Fidelity Underwriter 
_ Thomas J. Savage, superintendent of 
fidelity and forgery underwriting in the 
bonding department of the Globe Indem- 
nity, dicd last Saturday at St. Michael’s 


THOMAS J. SAVAGE 
Hospital in Newark, N. J., 
appendicitis operation. His 
immediately following the operation, 
which was performed Friday evening, 
was apparently most favorable but was 
followed by a relapse. He is survived 
by a daughter who is now studying in 
Paris, France. Funeral services were 
held Tuesday morning at St. Michael’s 


following an 
condition 





Church and interment was at Holy Cross 
Cemetery, Arlington, N. J 

Because of his outstanding ability in 
the field of fidelity underwriting, and 
also because of his likeable personality, 
Mr. Savage won for himself universal 
respect and a host of friends to whom 
the news of his sudden passing came as 
a real shock. His connection with th 
Globe Indemnity dates back to January 
15, 1914. Prior to that time he was for 
eleven years associated with the fidelity 
division of the American Surety at its 
home office, which business connection 
he made shortly after graduating from 
Manhattan Preparatory College, later 
known as Manhattan College 

Mr. Savage had been an active an: 
valuable member of all blanket bond 
committees appointed by the Suretv As 
sociation of America and had contribute 
valuable construetive suggestions in co» 
nection with the many changes wh'ch 
have characterized the evolution of fid |! 
ity and surety practices. 


SUES FOR $5,000,000 

The Pennsylvania insurance depart 
ment, which for the nast three years has 
been liquidating the Pennsylvania Sur + 
Corp. of Pittsburgh, has filed suit in 
Common Pleas Court at Piltsbureh 
against officers and directors of tht 
company in which it seeks to recoy 
$5.000,000. 

The Pennsylvania Suretv was ore on 
ized in March, 1928, with $500,000 capital 
and $1,500.000 surplus, to take over th: 
business of the Republic Casualty, which 
was then financially very weak 


J. A. MATTHEWS GIVES AD TALK 


John A. Matthews, general counsel in 
New Jersey for the General Accident 
spoke on “Advertising and the Nev 
Deal” at the fifth annual dinner of th 
Advertising Club of Newark, held 
Wednesday evening, April 18, at the 
Progress Club, Newark. 





hirds of a feather 


The character and standing of a company is measured by 
the calibre of its agents... Good agents have good companies. 


This may be the reason why so many of the outstand- 
ing casualty agents of the country represent the ‘“‘London 
Guarantee”. 


Established in 1869, the “London Guarantee” 


is one of 


the oldest and strongest casualty companies in the world. 


LONDON GUARANTEE & ACCIDENT COMPANY, Lto. 


J. M. HAINES, U. S. Manager 
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.E. Rickerd ‘Ad Agency 
Started i in Detroit, Mich. 


ALSO TO DO SALES PROMOTION 


Robert J. Walker Will Be Associated 
With Former Advertising Manager of 
Standard Accident; Their Careers 

\ new general advertising avency, 
completely equipped and staffed for the 


handling of all forms of advertising, mer- 


chandise and sales promotion for nation- 
al and local concerns, for individual com 
panies or for associations, has been es- 
tablished at 640 Temple Avenue, Detroit, 
under the sole ownership and name of 


C. E. Rickerd Advertising Agency. While 





RICKERD 


headquarters with the general staff and 
officers will be located in Detroit, it is 
planned to open other branch service of- 
fices as needed. 

In addition to their varied insurance 
experiences the agency members hav 
had broad business background from 
handling advertising for such concerns 
as Cadillac Motor, Chrysler, Plymouth, 
De Soto, Dodge, Kelvinator and L eonard 
Rkefrigerators, Chevrolet Motor Co., Fed- 
eral Motor Truck, Metropolitan Motion 
Picture Co., Campbell-Ewald Advertis- 
ing Agency, D. & C. Navigation Co., 
Walter Hagen Golf Co., Cleveland Twist 
rill Co. and American Stove, and so on 
down a long list. 


C. E. Rickerd Was Prominent in 


Insurance 


“Tex” Rickerd started his career after 
by selling newspaper advertising 
space. Shortly thereafter he joined the 
advertising department of the Chevrolet 
Motor, and in 1920 became assistant ad- 
vertising manager, handling national 
nagazine and trade paper advertising, 
narket research and consumer surveys, 
outdoor acrerteene, assisted in devclop- 
ing the Chevrolet direct-mail depart- 
ment, hendied publicity and space buy 
ing 

For the past ten 
been director of advertisin 


colle Ke 


vears Rickerd has 


g and publicit 


for the Standard Accident of Detroit, 
handling national trade paper advertis 
ing, radio, newspaper and direct mail 
It was during this time that Standard’s 


advertising won more than fifty national 
and international awards, among which 
were the Mailbag Trophy for the best 
direct-mail advertising in the United 
States or Canada; the Albermarle Award 
of $100 in gold for the best blotter ad 
vertising in America; the I. A. C. Trophy 
for the most effective and noteworth 
insurance advertising; the Advertising 
Leaders Club, to which only fifty out- 
tanding direct-mail advertisers are ad- 
mitted each year. 

Rickerd served two terms as president 
of the International Insurance Advertis- 
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ers Conference. He also served as a 
member of the board of directors of the 
Detroit Adcraft Club for four years. 

R. J. Walker’s Career 

Associated with Mr. Rickerd as vice- 
president will be Robert J. Walker, who 
began his advertising career with Rick- 
erd in 1924. Mr. Walker became assist- 
ant manager of the advertising depart- 
ment of the Standard Accident. Some 
years later he left that organization to 
eo with Chrysler Motors, where he 
moved from production manager to as- 
sistant director of advertising for the 
Plymouth Motor Corporation. While 
with Chrysler Motors Mr. Walker served 
in various capacities. He was for a while 
contact executive for the central adver- 
tising department of that organization 
contacting the Chrysler and De Soto di- 
visions. Later he organized and managed 
the sales education department of Chrys- 
ler Motors, which was responsible for 
the education and training of salesmen 
of all Dodge, Chrysler, De Soto and 
Plymouth dealers, He was also placed in 
charge of the creation and production of 
all Chrysler sales literature for public 
attention. He also handled some nation- 
al advertising. 

Two years ago Mr. Walker went with 
the Leonard Refrigerator Co., Detroit, 
as assistant sales promotion manager, in 
which capacity he had charge of that 
company’s exhibit at the World’s Fair in 
Chicago this last year. More recently he 
has been associated with the Kelvinator 
Corporation handling direct-mail and 
sales instruction for their dealers and 
salesmen. 


Nat’! Surety Receivership 
Motion Denied by U.S. Court 


District Judge John H. Woolsey of the 
United States District Court, Southern 
District of New York, has denied a mo- 
tion of John J. Miller, a creditor, for 
the appointment of a receiver pendente 
eg of the property of the National Sure- 
y Co. in rehabilitation of the National 
, Meneed Corp., of the Greyling Realty 
Corp. in receivership, of the National 
Realty Management Co. and of the trusts 
of certain real estate mortgages guaran- 
teed by the National Surety Co. and held 
by trustees. The court also granted mo- 
tions of Superintendent of Insurance 
Van Schaick, the National Surety Co., 
the National Surety Corp. and the Grey- 
ling Realty Corp. to dismiss the plain- 
tiff’s bill of complaint. 

As a simple contract creditor of the 
National Surety Co., Judge Woolsey 
held, the plaintiff has no right to main- 
tain a creditor’s bill against the com- 
pany and to secure a receiver of its 
assets. 

“The relation between the plaintiff and the 
National Surety Co.,’’ the opinion stated in part, 
is based on a guaranty given by the National 

rety Co. of the payment of the principal and 


interest of certain mortgages which were held 
under trust indenture by various trust com- 


$11,500,000 R.F.C. Cash 
Now Being Distributed 


MARYLAND CASUALTY PLAN 
President Burns Points to Heavy Cler- 
ical Detail Involved; Importance of 


Extreme Care; Nearly $50,000,000 


in Bonds Involved 


The Maryland Trust Co., depositary 
under the refunding plan for bonds se- 
cured by mortgages guaranteed by the 
Maryland Casualty Co., now in posses- 
sion of approximately $11,500,000 from 
the Reconstruction Finance Corp., has 
lost no time in putting in motion the 
machinery for distribution of that sum 
among the more than 15,000 bondholders, 
all over the United States, who deposited 
their bonds on or before March 10, 1934. 
Checks drawn to individual depositors of 
their bonds under the refunding plan 
are now Starting through the mails. Be- 
cause of the legal requirements to be 
complied with, the tremendous clerical 
detail involved and the importance of 
extreme care in handling so many indi- 
vidual transactions, it is expected that 
the distribution will require about three 
weeks to complete. 

Nearly $50,000,000 in Maryland Casualty 
Bonds 

The operation is being watched with 
much interest because the refunding 
plan, involving in the case of Maryland 
Casualty Co. alone nearly $50,000,000 in 
bonds, is one of the largest private re- 
financing operations ever undertaken and 
also because the bonds and debentures 
going out with the cash are among the 
first to become deliverable since the pas- 
sage of the new Federal Securities Act. 

“It is the desire both of our company 
and of the Maryland Trust Co. to accom- 
plish distribution of the cash and new 
securities just as quickly as physical con- 
ditions permit,” said F. Highlands Burns, 
president of the Maryland Casualty late 
last week. “For the protection of bond- 
holders, as well as for our own protec- 
tion, however, distribution must be ef- 
fected in an orderly manner so that there 
may be no slip-ups anywhere. 

“The depositary already is mailing to 
every bondholder who has deposited his 
securities a letter calling in the certifi- 
cates of deposit which each bond owner 
holds for the bonds that have been de- 
posited. This letter is accompanied by a 
transmittal form which, when properly 
filled out, will give the depositary in- 





panies mentioned in the siaiaies. The Na- 
tional Surety Co. never had nor has not now 
possession of these mortgages. Consequently, 
as the persons presently in possession of its 
former assets, far from consenting to the ap- 
pointment of any receiver by this court, object 
strongly to such an appointment, I do not 
think that there is any possible theory on which 
the plaintiff could be considered to have any 
locus standi as against the assets of the Na- 
tional Surety Co. wherever they may now be, 
or to the appointment of a receiver of those 
assets.” 





Accident Faker and His Claim Ring 
Smashed in Kansas With Bureaw’s Help 


Another troublesome fake claim ring 
was smashed in Girard, Kan., last week 
when Leonard E. Hunsaker, leader of 
and his chief lieutenant, R. E. 
Tipton, were convicted of fraud in a 
$1,500 claim for automobile _ liability 
damages. News of the trial’s outcome 
was gratifying to members of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters’ Claim Department, who re- 
garded the conviction as one of the most 
important they have aided in bringing 
about The Hunsaker gang was well 
started toward rivaling the notorious 
Foster band jailed a year ago in Oregon, 
and several thousand dollars in fake 
claim losses in Girard and Independence, 
Kan., and adjacent Missouri territories 
were attributed to its activities. 

Two of Hunsaker’s former allies were 


the band, 


the cause of his downfall. As chief wit- 
nesses for the state they testified the 
“accident,” which led to their claim 
against Tipton’s insurance company, was 
faked by and at the suggestion of Hun- 
saker for a share of the _ proceeds. 
Women were used chiefly by Hunsaker 
as victims in his fake accident schemes, 

testimony indicated. He attracted them 
with favors and other attentions, earning 
for himself the title of “Kansas Cas- 
anova.” He provided cars, insurance 
policies, ready-made injuries, and 
schemes for accidents to his associates, 
attending personally to every detail. On 
one occasion, it was learned, a_ victim 
turned up cut and bleeding ready for 
an “accident,” but the assured car got 
its signals mixed, and failed to appear. 
Hunsaker was very angry, the witness 
said. 
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structions as to delivery of the cash and 
debentures, accompanied by authority to 
execute ownership certificates, if any are 
required, in connection with the payment 
of accrued interest up to December 1], 
1933, on deposited bonds. The new bonds 
and debentures are dated December 1, 
1933, with interest payable semi-annuz ally 
the reafte "3 

If settlement with individual bondhold- 
ers is to be expedited, Mr. Burns ex- 
plained, owners who have deposited their 
bonds will do well to await the letter 
of instructions and to comply strictly 
with the instructions, giving the specific 
information requeste d, and presenting for 
payment any unpaid coupons, past “due, 
which were not attached to the original 
bonds when deposited. 

Option 2 Bondholders Benefit 

“It can be appreciated,” said Mr. 
Burns, “that the detail involved in han- 
dling over 15,000 individual cases of 
ownership, with bonds of varying de- 
nominations, complications created by 
accrued interest and coupons, presents a 
physical problem of great magnitude. 

Distribution of the proceeds of the 
Rk. IF. C. loans will be made only to those 
depositing bondholders who elected op- 
tion two of the refunding plan, which 
called. for $300 cash and a $700 debenture 
for each $1,000 bond de posited. About 
four-fifths of the bondholders chose this 
option. The other option provided for 
an exchange, par for par, of the old bond 
for a new collateral trust bond. 

About $25,000,000 of new debentures 
will accompany the $11,500,000 cash dis- 
tribution while approximately $7,500,000 
in new collateral trust bonds will be 
mailed out by the Maryland Trust Co. to 
those who elected option one of the 
plan. 

A prospectus describing the new bonds 
and debentures will be mailed with 
checks and new securities to each de- 
positing bondholder, in accordance with 
the Securities Act. In the meantime, in- 
terested bondholders may obtain copies 
of the prospectus from the Maryland 
Casualty, the Maryland Trust Co., or any 
of the mortgage companies affected by 
the plan. More than 95% of the original 
outstanding bonds have been deposited 
for exchange under one or other of the 
options. An analysis shows that 3.4% 
have still not bee n located. Accordingly, 
more than 98% of the known bondhold- 
ers have assented to the Refunding Plan. 

The Reconstruction Finance Corp. has 
agreed to an extension of time within 
which further deposits may be made 
without penalty, to May 10, 1934; and 
as soon thereafter as possible a second 
distribution will be made to the bond- 
holders whose bonds shall have been de- 
posited subsequent to March 10, 1934. 


Mythical Surety Bond Deals 
Puts Michigan Man in Jail 


Mythical surety bond transactions pro- 
vided the basis for the operations of 
Cecil A. Norton, Flint, Mich., who was 
sentenced recently to serve from two and 
one-half to ten years in Jackson state 
prison, after pleading guilty to a charge 
of accepting money under false pre 
tenses. Like Charles Ponzi of Boston 
fame, Norton used funds of new “in- 
vestors” to pay a heavy return to per 
sons who had earlier entrusted him with 
their cash. He signed notes, when ac 
cepting “deposits” calling for repayment 
of 10% more than the sum taken in, plus 
7% for use of the money. These opera- 
tions brought him in $58,712 but he was 
able to repay only $29,836 when he was 
taken into custody. He still professes 
an intention to settle with all wh 
trusted him. 

Norton represented to his victims that 
the funds were to be used for surety 
bonds covering contractors. 
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